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> wa Beaver Portable Power 
Units, Models Ci and C2 


@ No backing off over finished threads... 
no leader screw to catch chips... no “un- 
winding” to reset tool... no narrow die 

segments to dull quickly. No wonder the patented 

adjustable Beaver "77". PD Threader is a profit maker. 
And dies are available for pipe, ¥2 to 2-inch, R or L; 
Bolts; Conduit; Pump Rod; etc. 

For cutting pipe, % to 2-inch, there is no other tool 

to compare with the Beaver 102-PD Cutter with its six (6) 
centering rollers (patent pending). It always ‘‘tracks’”— 
and saves the high cost of broken cutting wheels. 

For complete catalog write Beaver Pipe Tools, Inc., 

216-300 Dana Avenue, Warren, Ohio. 


50 Years of Friendly Service! 


Beaver No. 77 Threader BEAVER POWER DRIVES (SHOWN ABOVE) 
HAVE THESE 6 EXCLUSIVE ADVANTAGES: 


s are fully enclosed; they run in oil. 
ch-lock and chuck wrench holder (patent pending). 
1tch holds pipe tool handle 
to 2-inch chuck is full size, full range 
1 housings insure greatest strength and maximum 
en driving gec cutters and threaders 
weatherproof motor provides 
i for safety cool operation, 


Beaver No. 102-PD . 
Pipe Cutter 


216-300 DANA AVENUE . WARREN, OHIO, U. S. A. 
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Is Your House In Order? —An editorial 
Small Buyers Can Be Profitable —Seatile firm features specialized service and extensive display . 
Efficiency Up In New Layout —Functional design saves time and space, results in greater efficiency 


How To Do Big Things With Promotion. . cekdenb és canes + cnaead thane? 


—Keep it simple, inexpensive and going, says Philadelphia distributor 

Take Action Now —Here’s how to operate in today’s defense economy 

A Shape of Things to Come 

Appraise Your Territory 

Strengthen Your Inventory 

Streamline Your Organization 

Revive Your Defense Supporting Services 

Production Controls Review 


“We Believe in the Many-in-One Campaign” 


—Two prominent industrial leaders request your support 


Robert H. Russell Dies —An obituary 


E P A R T M 


7 The Outlook for Business 


nN 2 3 
Washington Report 
Talk of the Trade 


Questions & Answers 
96 New Products 


Supply Sales Trends DN oS oe 4 cob wis waideldem 100 ~=Backfires 





COMING IN INDUSTRIAL DISTRIBUTION NEXT MONTH 
The Defense Effort and You 


Where do you, as a distributor of tools, supplies and 


Washington know? Remember, in World War II 
equipment, stand in today’s defense economy? 


there was a great deal of talk about eliminating dis- 





You know, of course, that you are playing a leading 
role. Yours was that type role during World War II 
and it is no less important now. As government con- 
tracts are placed throughout the country, your essen- 
tiality to the defense effort will grow and grow. It 
is a responsibility that cannot be taken lightly. Plants, 
mines, shipyards . . . they all look to you for sup- 
plies and equipment. 

Yes, you and American industry know your role in 
the economy, but—and this is important—does 


tributors. Let’s prevent any revival of such talk now 
and in the months ahead. 

How can we do it? By laying the facts on the 
line; by showing Washington what an industrial dis- 
tributor is, what he does and what his actions mean to 
the defense effort. 

The whole factual story, with you as the star, will 
be told in INpustriAt DistripuTion in November. 
Don’t keep the story secret, let all and sundry know 
about it. 





HOLO-KROME 
Completely (old Forged 
BUTTON HEAD 


SOCKET CAP SCREW 





THIN HEADS — Lower protuberance helps 
Streamline designs. 

NON-DEFORMING SOCKETS — Retain original 
shape under continuous tightening and loosening. 
Speeds assembly. 

GREATER STRENGTH — Completely cold forged 
from special analysis alloy steel and scientifically 


heat treated. 


DISTRIBUTORS: The Holo-Krome 100% Distributor Sales 


Policy is worth your investigation. ¢ ———______ 


NG PERFORMANCE GUARANTEED 








HO 


LO-KROME 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 
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DEVOTED TO 
DISTRIBUTOR KNOWLEDGE 
OF LINK-BELT PRODUCTS 








ARE YOU ACQUAINTED WITH |There WAS A Distributor 
LINK-BELT’S COMPLETE LINE 


OF 
BABBITTED BEI INGS 


CATALOGS JAM-PACKED 
WITH INFORMATION ON 
LINK-BELT Enclosed 
Gear DRIVES eeeee 


Solid Journal 
Series 1000— 


Split Jounct 


Series 2-1200 
Yq to 3” bore 


Rigid Type 
Series 1300 
+} to 8” bore 


y @e 
ee Angle Type 


Series 1500 
1\4 to 7” bore 


ee 


Gibbed Rigid Type 
Series 1400 
1} to 8” bore 


Rigid *‘Ring-Oiling”™ 
Series 1600 
17% to 6|}” bore 


oo 


Flanged Bearings 
Series 2100-2200 
} to 5}}” bore 


~~ 


Post Bearings 
Series 1800-1900 
tf to 4)}” bore 





Chi 9 Doli Philad i 0 1 yston | 
ent COMPRIN, Cs een 


Named Block .ceeee 


There was a distributor named Block 

Who just wouldn't keep up his stock... 
His shelves were quite bare, 
But he seemed not to care... 

Yes, there WAS a distributor named Block! 


MORAL: 


istributors 


Keeping stocks UP keeps 
from letting customers 


ATTRACTIVE DISPLAY— 
ATTRACTIVE GIRL!! 





LINK-BELT distributors are using this “HS” 
High-Speed Elevator Bucket display to give 
their profits a lift. Grain and other ma- 
terials handled in these buckets get a 
nifty, thrifty lift too. 
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ACCEPTED 


and SELLING FAST 


Th NEW stat— 


~ TRIPLE-THREAT 


SAF=-T-SAWS 


Here is a HACK SAW BLADE 
your customers will buy again 


We brought this blade out one month ago. 
Industry has shown proven acceptance. 


A new welded edge High Speed Power 
' Hack Saw Blade— 


Three strips of steel welded together for 


more durability and straightness. 


This blade is Shatter-Proof, will stand extra 
tension and strains. SPARTANIZED heat 


treatment. 


Have your customer's safety-engineers try 


them. They'll be back for more. 


Sell Your Trade 
These 
SAF-T-SAWS 


THE COMPLETE SPARTAN LINE 
Hack Saws—Band Saws—Tool Bits—Compass Saws— 
Hack Saw Frames 
Sold Through Distributors 


SPARTAN SAW WORKS SPRINGFIELD, MASS. 
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The Cover 


Red means “Stop!” —and that’s 
what we hope our cover did to you 
—momentarily, of course. We hope 
you'll follow our cover suggestions, 
read the section beginning on page 
73 and adapt yourself to the swing 
back to a seller’s market. Also — 
don’t forget to “Take action” and 
support the Community Chest drive. 





Publisher 
A. M. Morris 
Editor Walter F. Crowder 
Managing Editor Raymond W. Barnett 
Associate Editor John A. Wertis 
News Editor John F. Farley 
Assistant Editor Albert R. Henry, Jr. 
Layout Editor Leugel Foss 
Directory Editor C. H. Holdsworth 
13th Edition 
Washington Bureau 
George B. Bryant, Jr. 
Editor, World News Russell F. Anderson 


District Managers: E. N. Grantvedt, Chi- 
eago; E. J. McOsker, Cleveland; H. E. 
Thayer, New York and Boston; John P. 
Ora, New York and Philadelphia; John 
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A McGRAW-HILL PUBLICATION 


INDUSTRIAL DIVTRIBUTON, formerly MmL sUPPLIEs, with 
which is consolidated INDUSTRIAL SELLING, INDUSTRIAL 
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founded by Ernest H. Smith * Published monthly, 
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Looking For The 
Answer To Grinding 
And Polishing Problems? 


At each of our twelve modern, fully equipped 
Demonstration Rooms. . . you’ll find the equip- 
ment and personnel to work out the grinding 
and finishing problems encountered by your 
customers. 


These demonstration rooms are for your con- 
venience in grinding sample parts, familiarizing 
operators with backstand equipment, and dem- 
onstrating production line methods to your 
customers and prospects. 


You'll notice these 3M New Method Centers 
are located convenient to the major industrial 
trading areas. Why not clip this listing for 
future use in referring your customers to their 
nearest 3M Demonstration Room? 


BRIGG, cccccccccccccccccccccssesess -++51 Sleeper Street 
pee eSs Reece de raecevese 1500 South Western Avenve 
49 Central Avenue 


212 So. St. Paul Street 

8825 Grinnell Avenve 

815 Monroe Avenue N. W. 

6411 Randoiph Street 

700 Grand Avenue, Ridgefield, N. J. 

PHILADELPHIA 401 North Broad Street 
GAD Un cccccccccccccsscoscosses 3700 Forest Park Bivd. 
GAIT PRM. ccccccciccccccsccssceseee «++.367 Grove Street 
SAN FRANCISCO 450 Alabama Street 
SEATTLE... 1242 Sixth Avenue South 





ABRASIVE 
~) BELTS 


Made in U.S.A. by MINNESOTA MINING & MFG. CO., St. 
Paul 6, Minn., also makers of “Scotch” Brand Pressure-sensitive 
Tapes, “Scotch” Sound Recording Tape, ‘“Underseal’’ Rubberized 
Coating, “‘Scotchlite” Reflective Sheeting, ‘“‘Safety-Walk’ Non-Slip 
Surfacing, ““3M’"’ Adhesives. 


E) General Export; DUREX ABRASIVES CORP., New Rochelle, N. Y In Canada: CANADIAN DUREX ABRASIVES LTD., Brantford, Ontario 
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y’re selling tools! 


EVERYBODY knows Jacobs Chucks 
. .. knows they’re the finest ever made, 
with an unequalled reputation for grip- 

ping power, accuracy and durability. 
That’s why Jacobs Chucks help you 
sell other products. Stands to reason, 
doesn’t it, that these world-wide favor- 
ites... undisputed leaders with a top 
reputation ... can do a whale of a job 
for you when it comes to opening doors 
so you can close other sales? And you 
can count on Jacobs’ dramatic national 
advertising to keep opening doors by 
pounding home to your customers that 
Jacobs is “foremost in chucks — firm- 

est in grip.” 

So, put Jacobs Chucks to work for 
you. They’ll win and hold business for 
OBS.-:-: it holds you. The Jacobs Manufacturing Com- 


Ac 
if it’s a J for you pany, West Hartford 10, Connecticut. 
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WASHINGTON REPORT: 


Controls Start At Slow Pace 





32 War Materials 
Put Under Control 
To Stem Hoarding 


Distributors with metal de- 
partments or with pipe and tubing 
stocks are required to comply with 
the initial control order issued by 
the new National Production Auth- 
ority on Sept. 19. curbing commer- 
cial stockpil-ng of 32 important 
war materials. 

Included in the first order are 
steel, lumber, rubber, nylon yarn, 
building matertals, chemicals, 
metals and minerals. The purpose 
of the order 1s ‘‘to prevent the ac- 
cumulation of excessive inven- 
tories of materials in short supply. 
It does this by limiting the quanti- 
ties of such materials that can be 
ordered, received or delivered.’’ 

The order does not apply to 
ultimate consumers ‘‘buying for 
personal or household use but does 
apply to everyone else buying or 
selling either for use or for re 
sale.’’ 

Those affected are obliged 
to limit their stocks of the stated 
controlled materials to a ‘‘practi- 
cable minimum working inventory.’’ 
This is defined as ‘‘the smallest 
quantity of material from which a 
person can reasonably meet his 
deliveries or supply his services 
on the basis of his currently 
scheduled method and rate of 
operation.”’ 

Distributors are required to 
retain their records of inventories, 
receipts, deliveries and use and 
be ready to report when required. 
Wilful violation of the provisions 
of the regulation will be consid- 
ered criminal and may be punished 
by fine or imprisonment or both. 

Application for an adjust- 
ment or exception upon the grounds 
that the regulation works hardship 
can be sent to NPA. 





Defense Production Act is passed, signed 
and implemented in part with few curbs 


Although increased production is uppermost in the minds of top 
Government officials today, there are strong indications that distribution 
will not be forgotten as it was in 1940. The Defense Production Act of 





Defense Production Act 


The Defense Production Act 
of 1950 gives Truman broad pow- 
ers. Briefly, they are: 

Priorities and Allocations: 
The President is authorized to 
establish priorities and allocate 
materials and facilities. He has 
passed these powers on to the 
Department of Commerce. Com- 
merce Secretary Sawyer established 
the NPA under William Henry 
Harrison. 

Wages and Prices: The Pres- 
ident is authorized to encourage 
voluntary action on wage and price 
stabilization, or, if necessary, to 
establish individual or general 
price ceilings. With price ceilings, 
the President must stabilize wages 
in the industry or business produc- 
ing the material, or performing the 
service. Truman created by execu- 
tive order an Economic Stabiliza- 
tion Agency and provided for an 
Administrator but is expected to 
go slow. 

Anti-Trust Laws: Exemptions 
are provided for if action is taken 
under voluntary programs at the 
request of the President. 

Control of Consumer and 
Real Estate Credit: The Federal 
Reserve Board is authorized to 
impose consumer credit controls. 
The President is authorized to 
regulate real estate construction 
credit on structures started after 
Aug. 3. Credit is restricted by 
FRB to one-fifth down and 21 
months to pay on autos, one-tenth 
down and 18 months on most other 
hard goods selling for more than 
$100. FRB warned it will be 
tougher ‘‘if conditions warrant’’. 
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1950 was passed by Congress and 
signed by President Truman, who 
assigned the war powers granted 
by the act. Of particular signifi- 
cance to industrial distributors is 
the fact that control over manufac- 
turing, distribution and service 
industries was passed to the Com- 
merce Department. 

Secretary of Commerce 
Charles Sawyer instantly made 
available to the newly-created 
National Production Authority 15 
materials, marketing and small 
business divisions of his depart- 
ment with their personnel. This 
supplies the NPA with an initial 
staff of some 200 trained em- 
ployees with experience in manu- 
facturing and distribution prob- 
lems. Compared to the organiza- 
tion of the Office of Production 
Management, NPA seems better 
equipped to deal with overall 
problems which will arise. 

The NPA, an agency set up 
within the Commerce Department 
and headed by William H. Harrison, 
on leave from the International 
Telephone and Telegraph Co., is 


.considered one of the most impor- 


tant factors in the control picture. 
It began its activities with two 
meetings to which leading steel 
and basic copper manufacturers 
were invited and followed up with 
an inventory control order to gov- 
ern a scarcity list of some eleven 
materials. This was followed by a 
priority order, providing the mili- 
tary with first attention on ma 
terials. 

The thinking of control offi- 
cials in Washington does not 
anticipate regulations aimed at so- 
called ‘‘end-products’’ such as 
are handled by industrial distribu- 


(Continued on page 10) 
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),/anottier money-maker 


Delta- Nil 


" Drecision 


SPECIFICATION 


RAM 
Maximum stroke 
Tota 
Length 
Width of bearing n main 


Strokes per minute 


7%," 
163," 
10%” 
frame 3%” 


40, 70, 115, 180 
- - 4 


ength of ram ° 
f bearing in main frame 


Speeds 
Horizontal travel 
Vertical travel 
Maximum distance from ram 
stance from 


Minimum d ram 


Length of top 


(reversible) 
006, .009, .012, .015 


TOOL HEA 
Vertical travel 
holder 


Size of too 
ie” = Ve” for Vo 
-” x %q” for 3/16 
Diameter of tool head - 
VISE 

Width of jaws 

Depth of jaws 

Maximum opening 

Height of vise over table 
POWER APPLICATIO 

Adjustable ( 


suntershoft having 4 step V 
y with separate adjustment f 


MOTOR RECOMMENDATIONS 


olanite ehime euates overload switch 


SHAPER AND COUNTERSHAFT BENCH MODEL 
Lencth ° 30 
Width . 18 


Height 4 


Weight le m IPE e 225 Ibs. net 


Does 
Machining part 
placed in vise. 


Squaring-up the end of work 


held in vise. 


You asked for it...and here it is! 


A timely addition for extra sales to: 


TOOL ROOMS — TOOL AND DIE SHOPS — RESEARCH LABS 
SCHOOLS — EXPERIMENTAL DEPARTMENTS — HOME SHOPS 


You can pocket more profits — right now 
— with this 7” Precision Metal Shaper! 
It’s got the appeal of the famous Delta 
name. And it’s a natural for today’s big 
market with the tooling program in high 
gear. 

Yes, it’s just what you've been wanting, 
and it couldn’t come at a better time. 
What's more, we've made sure you're get- 
ting a shaper that is second to none! You 
can stand behind this Delta Shaper with 
your biggest customer, The fact that it car- 
ries the Delta name is assurance enough 
— but there’s more. This is not 
new ied. Many of your customers 
know it already as the Ammco 7” Preci- 
sion Shaper. It bas already proved itself 
by years of exacting, day-in and day-out 
service everywhere, 

We purchased it recently. As the Delta- 
Milwaukee 7” Precision Metal Shaper, 
backed by the selling power of the com- 
plete Delta line and the strong Delta ad- 
vertising and sales support — it’s sure to 


be an outstanding money-maker for you! 

This new Delta-Milwaukee Shaper has 
many of the features of larger, more ex- 
pensive machines. On all work of 7” 
stroke or less, it saves time, saves labor, 
saves floor space, saves power, saves set- 
up expense. It’s flexible and easy to oper- 
ate — ideal for all-around tool-and-die or 
continuous-duty operations. 

Every time you sell a Delta-Milwaukee 
7” Precision Metal Shaper, you can write 
additional, profitable orders for attach- 
ments accessories. These include a 

cabinet, rotary table, index centers, 
“way cutting tools, and an angle plate. 

Yes, sir, you’ve got a real opportunity 
to make extra sales and profits: The best 
7” Precision Metal Shaper in the industry 
today! Available now! And the market is 
ready and waiting! The rest is up to you. 
Get the jump on competition. Order a 
machine and get it out on your sales-floor 
where everyone can see it! And order ad- 
ditional machines for stock. 


most of the shaping jobs in most plants! 





of work. 


Straight-cutting a flat piece 


Angular-cutting the edge 
of work, 





for Delta distributors! 


Model 27-100 


hy al 
=~ DELTA 
qraet atime ans \ 


Subject to change without notice A 


==> MILWAUKEE 
B | ® 








Get your orders 54e5- Mac h ines 


in now 247 Models 
TRO Eck y for immediate delivery Over 1300 Accessories 


Machining end of round piece held Pius a complete line of 14 Homecraft® machines. 


Cutting internal key-ways. in ““V" groove on side of table. 3 Bond Saws . . . 6 Circular Saws . . . Scrol 
4 Jointers 11 Drill Presses... 


Saw . 
a Metal Shaper 5 Grinders . 3 Welders 
. . « 2 Wood Shapers . . . 4 Radial-Arm 
| “ sows ° Mortiser 2 Ab 
bead Finishing Machines . . Deburring Ma- 
le chine... .3 Cut-Off Machines... lathe 


e . . «2 Saw-Jointer Combinations . . . 
2 Planers . . . 2 Buffing Machines 


DELTA POWER TOOL DIVISION HOMECRAFT 


Rockwell 
MULTIPLEX ceienahieniietiae Reeteneendmm CRESCENT 
MILWAUKEE 1, WISCONSIN 


Sold only through authorized industrial distributors 








The 


Yuu soon be seeing this 
quality guarantee seal on 
every Dumore tool you sell. It’s 
an extra sales help for you 
Dumore Distributors . .. a 
written assurance to your cus- 
tomers that you are supplying 
the best tools money can buy 
.+.a guarantee of “finest tool 
quality or money refunded”. 


Only the seal is new, for back- 
ing the Distributor on every 
tool sale has been Dumore’s 
consistent policy for better than 
thirty-five years. 


Quality products, an expanding 

line, liberal discounts, plus 

rigid adherence to selling only 

through Industrial Distributors 

make Dumore a key franchise 
. . a line it pays to push. 


DUMORE COMPANY 


1300 17th St., RACINE, WIS. 
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WASHINGTON REPORT 
(Continued from page 7) 


tors——tools, supplies and equip- 
ment. The initial two orders are 
expected to take care of essential 
and non-essential products as 
military demands will get priority 
and private stockpiling will run 
into penalties. 


UNDER CONTROLS: Among the 
controlled materials are: steel 


| (carbon and alloy, including stain- 


less); semi-finished steel (plates, 


| rails and track accessories, bars, 


including reinforcing and cold-fin- 
ishing bars; standard pipe and tub- 
ing, wire, wire rods and wire prod- 
ucts, tin plate, terne plate and 
black plate, hot-rolled sheet and 
strip, cold-rolled sheet and strip, 
galvanized sheet and strip, elec- 
trical sheet and strip, other mill 
shapes and forms. 

Aluminum: primary and sec- 
ondary in crude form. Semi-fabri- 
cated shapes: castings (including 
die); plate, sheet and strip; rolled 
structural shapes, rod, bar and 
wire; extruded shapes; tube blooms 
and tubings; powder, flake and 
paste. 

Copper: copper and copper 
base alloys: alloy plate, sheet and 
strip, alloy rod, bar and wire in- 
cluding extruded shapes; alloy 
tube and pipe; unalloyed rod, bar 
and wire’ including extruded 
shapes; unalloyed tube and pipe; 
copper wire and wire products. 

The organization which the 
President had to establish to carry 
out the dictates of the Production 
Act is complex. President Truman 
did not follow the organizational 
lines of the War Production Board 
as operating at the close of World 
War II. This has brought some crit- 
icism from those who cried out for 
an ‘‘all-out’’ effort, such as 
Bernard Baruch. Mr. Baruch again 
warned that this was no time for 
piece-mealefforts but thatthis was 
a ‘‘three-alarm’’ fire. 


COORDINATOR: The centralized 
features of the WPB set-up have 
been set aside but one of the major 


(Continued on page 14) 














your SPF & y 
re W That good service pays 


SPANG- CHALFANT 


x eure we ‘oonneses cas: PF oneceean PA. 
Oee. 


QUALITY 


that 8 
7 cogne (4 d 


whererel pp wt 


SALES CURVE 





YOUR 


HELP PUSH 
, a 


Ads like these 





You get an added boost to your 
sales efforts with ads like these. 
And each month a similar message 
is seen by your prospects in leading 
trade journals. 


Spang designs these ads to help 
you ... to constantly remind your 


prospects of your quality products 
and prompt, friendly service. 
And the folks at Spang design 
their work to assure you and your 
customers of a dependable, last- 
ing steel pipe for all kinds of 
piping jobs. 


SPANG-CHALFANT 


Division of The National Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Detroit; Houston; Los Angeles; 
New York; Philadelphia; Pittsburgh ; St. Louis; 
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N 
POWER TRANSMISSIO 

and CONVEYOR EQUIPMENT 
PROVIDE SUPERIOR SERVICE 


FOR DISTRIBUTORS SERVING 
THE DEMAND FOR DICK EQUIPMENT 


BARRY CONVEYOR PULLEYS 


Welded steel construc- 
tion. Light in weight yet 


extremely 


strong. 


They're easy to install. 


Available 


in a wide 


range of sizes for all gen- 
eral conveyor services. 


DICK ROPE V-BELT DRIVES 


V-Belt and sheaves operate with 
engineered efficiency. Give maxi- 
mum service with minimum stretch 

. . » Resilience maintained. 


fel tier. \cle ma] & 


Sheaves carefully 
balanced and ac- 
curately ma- 
chined to mini- 
mize belt wear. 


COMPANY, INC. 


SAN FRANCISCO, CALIF. 


The Dick Company stands ready to help 
you forge ahead by offering you a basic 
and complete line of engineered power 
transmission and conveying equipment to 
meet the needs of every customer. 


The Superior operating service of Dick's 
power transmission equipment has built a 
volume of repeat orders and valuable new 
contacts for Dick industrial distributors. 


BARRY STEEL SPLIT PULLEYS 


Scientifically designed 
—electrically welded 
construction. Light in 
weight. Easy to install. 
Maintain exact shape 
under all loads. 


DICK’S BALATA BELTING 


Constructed of hard surface, closely woven duck. 

Thoroughly impregnated with Balata Gum. Free 
from stretch and 
shrinkage — and 
moisture resistant. 
High in power 
transmission effi- 
ciency. All “Dick- 
belts'’ guar- 
anteed. 


PASSAIC, N. J. 


SEATTLE, WASH. 
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proto ¥ TOOL 


LOS aXiceres 





Cleveland Kaufman-Processed 


Cap Screws 


@ Both popular types — 
bright screws that enhance 
appearance of machines and 
products, and heavy-duty 
high carbon, double heat 
treated—are made exclu- 
sively by the double extrusion 
method in our plant. Write 
for catalog of Cap Screws, 
Set Screwsand Milled Studs. 


THE CLEVELAND CAP SCREW CO. 
2917 East 79th Street, Cleveland 4, Ohio 


Warehouses : 
Chicago, Philadelphia, New York and Providence 





ORIGINATORS OF THE . 
LE 
ean: Neston PROCESS 


Specialists for more than 30 years in 


| CAP SCREWS, SET SCREWS, MILLED STUDS 
| Ask your jobber for Cleveland Fasteners 


‘ 
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; WASHINGTON REPORT 
Carry these profitable lines of | (Continued from page 10) 


elements of the World War II struc- 
ture was retained. This is the post 
of ‘‘over-all’’ coordinator. 

Truman assigned this role 
to W. Stuart Symington, head of the 
National Security Resources Board, 
who has the job of devising plans 
for Presidential approval, must 
also act as mediator and adjuster. 
This is somewhat of a counterpart 
of the role played by James F. 
Byrnes under President Roosevelt 
as a resolver of jurisdictional and 
other disputes between war agen- 
cies and as a buffer between the 
President and governmental chiefs 
who sought to lay their troubles 
before the Chief Executive. 

One such dispute has already 
arisen. Two days following its 
creation, the NPA asked copper 
producers to a conference on cur- 
rent supply and future production 
sources. Word came from the Inte- 
rior Department while the meeting 
was in progress that it had charge 
of minerals and had established a 
special ‘‘minerals’’ unit to deal 
with all supply, allocation and 
priorities questions and _ that 
‘‘minerals’’ included copper. Mr. 
Symington then called a meeting of 
governmental department heads to 
iron out the difficulties later in 
the same week. 


AUTHORITY: The defense set-up 
chart shows a single line of com- 
munication running from the co 
ordinator to the President. In the 
other direction, other lines stem 
out in a variety of directions to 
governmental department heads as- 
signed control functions. At pres- 
ent, the one considered the most 
important by most observers, is the 
one running to the Commerce De- 


| partment and then to the National 


Production Authority. 

Other radiating lines lead to 
the Interior Department where a 
special unit has been created to 
handle supply and distribution of 
petroleum, natural gas, solid fuels 
and electric power; to the Agricul- 


(Continued on page 18) 





You get 
a complete kit 
of sales tools 
to help boost your profits 


on UNION 


CUTTING TOOLS 


YOU GET ADDITIONAL 
POWERFUL BACKING 


through Union's national advertising. Hoard- 
hitting and dramatic, these full pages in color 
reach your customers regularly in their favorite 
magozines — continuous reminders that “No 
Other Cutting Tool Will Out-perform A Union” 
ond alwoys telling the reader to “Contoct Your 
Local Distributor”. 





Among the many sales builders on Union's comprehensive list of 
merchandising aids are the handy drill sharpening gauge and the 
decimal equivalent and drill size charts — each one in demand for 
customers’ everyday use, and each constantly reminding the user 
of Union Cutting Tools. 





PLUS AN OUTSTANDING 


DISTRIBUTOR POLICY 
Unin 

N Tues 
Twist p Fair treatment is the keystone of Union's co- 
operative distributor policy aimed at channel- 
ling soles directly through you. In THOMAS’ 


REGISTER you'll find o special, two-page Union 
And for point-of-sale impact, there’s the handsome counter dis- 


play, prominently featuring the latest Union ad, and with side 
pockets offering the attractive, information-packed Union folders 
which you can also use in direct mail or as stuffers. 


insert in the Drill section, listing Union distribu- 
tors. Why not get your own name on that list and 
enjoy the many advantages and steady profits 
that go with selling Union Cutting Tools? 





UNION TWIST DRILL COMPANY, ATHOL, MASSACHUSETTS 
MILLING CUTTERS e« GEAR CUTTERS e« TWIST DRILLS «© HOBS « REAMERS ce CARBIDE TOOLS 
We own and operate S. W. CARD MANUFACTURING CO. Division, Mansfield, Mass., Taps, Dies, Screw Plates. 
BUTTERFIELD DIVISION, Derby line, Vt., Taps, Dies, Screw Plates, Reamers 
BUTTERFIELD DIVISION, Rock Isiand, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates. 
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How to make your men 
the best-trained bearing men 
| in your territory ! 


ani1 4 AIC” ION BEARINGS 
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the greatest 
business-builder 
ever developed 

for bearing 

distributors 


The More you KNOW, The More You're WORTH! 
You know that. Your customers know it. 

That’s why, starting right now, S0S's 4-way pro- 
gram helps make your men the best-trained bearing 
men in your territory. 

Here’s how you get a 4-way benefit by participating 
in “THE MORE YOU KNOW, THE MORE 
YOU'RE WORTH" program: 

1. Your scs@ Representative has new, up-to-date 
sales helps and a new educational slide film for sales 
meetings with your men. 

2. You can get four dramatic new mailing pieces to 
send to your customers -— pieces that sell you as a 
bearing supplier. 

3. Your men get a series of ten “Refresher Folders” 
— practical, down-to-earth facts about bearings 
which will make it easier for them to find the answers 
to your customers’ problems. Also, they can partici- 
pate i: a new and different incentive award contest. 
4. Your customers will see advertising in magazines 
they read, telling how you are participating in the 
program to provide them with the best-trained 
bearing men in your territory. 

You'll get all the details; they're being mailed to 
Ga Olea lelticen Mal dslamelel eo 7133 





HARD-HITTING KF 


“the more you know, the more you’re worth” 


program helps your men find the answers to 
your customers’ bearing problems. 


ANTI FRICTION BEARINGS 


WHY SKE Qo con Toxeeance 
1S PREFERRED Sean 
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Billings VITALLOY® Forged Sockets are engineered and designed to 
meet requirements where precision tools are essential. They're forged of 
special analysis alloy steel and heat treated to Billings rigid specifications. 
Three patterns make Billings Sockets adaptable to every Industrial use. 


Experienced craftsmen always — reach for Billings. 


“BILLINGS 


WRENCHES & SHOP TOOLS 


THE BILL!NGS & SPENCER CO., HARTFORD 1, CONN., 


$ 
wHy se yp WITH BILLINGS! 


Ads like this appear regularly in the publications 
your customers read. Forceful advertising — Tailor- 
made promotions — Selling aid from factory-trained 
salesmen — a sound policy of Selected Distributor- 
ships . . . are the PLUS VALUES of a tie up with 
Billings. 
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WASHINGTON REPORT 
(Continued from page 14) 


ture Department which has charge 
of food and the distribution of farm 
equipment and fertilizer; to the 
Interstate Commerce Commission 
which has charge of transportation, 
storage and port facilities; to the 
Labor Department which must keep 
tabs on the nation’s labor supply, 
and to the Federal Reserve Board, 
guardian of consumer and indus- 
trial credit trends. 

The organization has been 
criticized strongly because of 
scattering assignments over sev- 
eral units, each with its own cir- 
cle of authority. Critics insist that 
the organization is unwieldy in 
operation and will develop more 
problems than it can solve. 


PRICES: The mechanism has been 
outlined by the President but no- 
body expects it to be in full oper- 
ation for at least a month. For ex- 
ample, the President’s executive 


~ order also provided for the creation 


of an Economic Stabilization Agen- 
cy to ‘“‘establish price ceilings 
and stabilize wages and salaries 
where necessary’. The order 
called for the appointment of an 
administrator, who will have under 
him a director of price stabiliza- 
tion and a wage stabilization board 
made up of members representing 
industry, labor and the public. 

Commerce Secretary Sawyer 
created the National Production 
Authority with Mr. Harrison as ad- 
ministrator directly responsible to 
him. Mr. Sawyer also established 
an Advisory Committee on Priori- 
ties Administration consisting of 
Mr. Harrison as chairman and rep- 
resentatives from Defense, Interi- 
or, Agriculture, State, Labor, 
Treasury, Office of International 
Trade (Department of Commerce), 
Economic Cooperation Administra- 
tion, Atomic Energy Commission 
and Housing and Home Finance 
Agency. 

The Division of Small Busi- 
ness, under C. F. Hughitt, and the 
Marketing Division, under Nelson 
A. Miller, were among the 15 Com- 
merce Department divisions trans- 
ferred with personnel to the NPA. 








Fan belt is smaller yet stronger for today’s 
automobile when sinewed with “Cordura” Rayon 
yarn. Cross sections above show how it compares 
in size to conventional belt (at right). This new 
space- and cost-saving belt is possible because “Cor- 
dura” is so much stronger than natural fibers gen- 
erally used. 


More pulling power 


HE greater strength of Du Pont Cordura* High Tenacity Rayon 

can beused to build extra advantagesand sales into many products. 
Each strand of “Cordura” is inherently stronger than natural fibers 
commonly used. Made in continuous filaments, it has no short ends 
to pull apart under strain. 





“Cordura” yarn makes tires safer and cooler running. It makes 
conveyor belts lighter yet tougher. It makes garden hose so strong, 
that one manufacturer now offers it with a ten-year guarantee. “Cor- 
dura” is the industrial fiber that gives you high strength...at low cost. 

If you use yarns or cordage in your business, it’s likely that “Cor- 
dura” can help you also improve your process or your product, or 
design a new product. 


*REG. U. S. PAT. OFF 


WRITE NOW FOR THE FREE BOOKLET“ Sinews for Indus- 
try.” It gives physical properties of “‘Cordura’’.. . tells 
you how Du Pont will help you benefit from the advan- 
tages of “‘Cordura’’ Rayon. Address: Rayon Division, 
Room 4421, E. lL. du Pont de Nemours & Co. (Inc.), 
Wilmington 98, Delaware. 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


Du Pont “CORDURA” High Tenacity Rayon—for high strength at low cost 


for RAYON ...for NYLON ...for FIBERS to come... look to DU PONT 
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What the P.A. said makes sense...and dollars! 


“Hold on, George,” said the lumber mill P.A. to his new assistant, Keystone business stays on the books 
“Keystone lubricants do cost small pennies more... but they save big ... and pulls in steady profits for 
dollars! Believe me, you'd have a tough time selling old J.T. on the idea the Distributor. KEYSTONE 
of using any other lubricant in this plant.” LUBRICATING COMPANY, 


“I know you're anxious to buy lubricant value, not fancy reputation. 2100 Lippincott Street, Philadelphia 
But what do you think makes Keystone a password around here?... 32, Pa. Est. 1884. 
It’s because, you can't fool a bearing, or J.T. either!” 

“Let me fill you in on the story before Keystone 44. We had a lot of 
experience with lubricants in past years—some of them pretty bitter. We 
even tried an imported variety. No better.” 


“Then a friend happened to recommend Keystone 44. We bought 
some, and the longer wé used it the more hepped up J.T. became over 
savings in bearing replacements—in fact, savings all along the line. 
Today, #44 is as standardized with us as lunch hour. We use it on every 
anti-friction bearing in the plant, from fuel hogs down through high 
speed routers—wet conditions or dry. Moreover, we've long since 
adopted other Specialized Keystone Lubricants for our speed reducers, 
ring oiled motors, dry kiln wheels, wire ropes and shafting bearings.” 


“See what I mean about going off the deep end? Shoot through that 
order for two more drums of 44, will you?” 





Extra copies are 


yours for the csking 


feade Marts tee a. &. 


SPECIALIZED LUBRICANTS 
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There is a LINK-BELT 
Ball or Roller Bearing 
For Every Purpose 


@ for light or heavy loads 


in capacities to hundreds of thousands of pounds. 


@ for low speeds or high speeds 
to 5000 revolutions per minute, rated speeds. Higher speeds 


upon consultation. ~~ 
FLANGED CARTRIDGE BLOCK 


@ for grease or oil lubrication 
solid housing blocks for grease lubrication. Split housing 
blocks for either grease or oil. 


@ for fixed or floating mounting 


fixed housings for shaft location, floating bearings to pro- 4 
vide for expansion and contraction. y 


HANGER BLOCK 





for small or large shafts 


in diameters from % to 7‘ inches. 


locked-on or pressed-fit comments tues 


to suit commercial shafting or precision finished shafting. 


with closed or open end 


closed end for extra protection, open end for through shaft. 


e J e 
with solid or split housing 
solid housing blocks for simplicity, split housing blocks for 
ease of installation. 





Link-Belt Ball and Roller Bearing Cathlog No. 2550 


gives complete information. = 
UNMOUNTED BEARING 


L 1 N K- B E LT co M PAN Y Indianapolis 6, Chicago 9, Philadelphia 40, Atianto, Minneapolis 5, Houston 1, 


San Francisco 24, Los Angeles 33, Seattle 4, Toronto 8, Johannesburg. 11,8034 


A complete line of 


bearings is avail- . - * 
able from stock, - ~, by, -s L | ag .<€ B E LT 
throughout the ay / ; . 
country, in pillow “ f : 


blocks, cartridge, 


f ° ‘ .* - | ; | 
Genpstremen ia : BALL & ROLLER 
and takeup blocks on” 


—also unmounted - 


bearings. . y 
BEARINGS 
PILLOW BLOCKS ‘a 
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%* NOTE: FEDERATED SOLDERS SZZZ/ 


Federated CASTOMATIC® solder is in demand everywhere because it is better than any other 
solder your customers ever used. Produced only by Federated on patented machines, it is 
cast automatically under pressure... with no exposure to air...no inclusion of harmful 
oxides. Therefore it gives the user bars of uniform weight and melting point ... completely 
free from segregation ... eliminates all harmful oxides...truly a quality product. 


Free CASTOMATIC sales aids are available: 


* COUNTER DISPLAY CARD—16” x 22”, easel-back, 3-color 
* COMBINATION BLOTTER-BOOKLET—in quantity; can 

be imprinted with your name 
* SLIDE FILM—Federated representative will present to your sales meeting 


* NATIONALLY ADVERTISED—to your customers 


Sedeidtd Mills Diviion Fe 


AMERICAN SMELTING AND REFINING COMPANY 


¢ 120 BROADWAY, NEW YORK 5, N.Y. 
22 
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You get these and 
more by equipping for 
complete Valve Servicing 
jobs with these 


/S1OUX | Valve Cleaner 


A fast, easy method of cleaning dirty 
valves. Removes carbon and scale 
quickly thoroughly. For valves up to 
214" diameter and 1!” stem. Comes 
complete with air gauge cabinet and 
5 lbs. abrasives. Operates on 120 lbs. 
constant air pressure. Comes with or 
without cabinet. 


|S10uUx! PERFECTED 
DUAL ACTION 
Valve Seat 


Grinder 


with Ball Bearing 
Holder 


Precision work in fast time 


's10ux| by the almost unbeliev- 

able speed of this valve 
WET VALVE seat grinder. Perfected 
FACE GRINDING MACHINE dual action provides con- 


trolled vibration for grind- 


ing accuracy and disper- 
Eliminates heat and distortion. Produces finest sion of cuttings. Uniform 


finish and factory precision. Wet grinds valves, finish is assured. 
valve ends, tappets and rocker arms. It's 
years ahead of anything on the market. 





be 4 Bl ETE we 


"More Dollar Value Than Ever Before” 


Sold only through Authorized SIOUX Distributors 


™~ 
STANDARD THE -(" WORLD OVER 
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@ Never before a vise like 
the new Dodge Slide-Set! A rugged, fast-action 
bench vise that saves time, speeds production — 
and packs a patent-protected sales smash that means 
more profit for distributors. 

Fast push-pull action eliminates tedious “spinning” 
in and out, cuts time and tiring work out of many 
assembly and production operations. All the power 
of a heavy conventional vise (the Dodge Slide-Set 
weighs 58 pounds). No-Pinch Handle gives opera- 
tor positive protection against blood blisters. 

Completely built in Dodge foundry and precision 
machine shop, to standards established in 76 years 
of quality manufacture. High strength steel operat- 
ing parts and semi-steel castings will withstand 
rugged use for years and years. The slide action 
means less wear on the screw and nut. 

The new Dodge Slide-Set Vise is easy to stock, 
easy to handle. Backed by a selling plan that sells, 
including full size, light weight demonstrator. Re- 
quires less inventory because it's built in one size 
—4 inches to meet majority of the market de- 
mand for bench vises. Same model serves with sta- 
tionary or swivel base. Each vise supplied in at- 
tractive individual package. 


DODGE MANUFACTURING CORPORATION 
500 Union St., Mishawaka, Indiana 


A BRUTE FOR STRENGTH 
.--A DEMON FOR SPEED... 
SAVES TIME, TEMPER, WEAR 


1 Solid steel screw, 4 Heavy semi-steel castings 


full continuous thread 
5 Rugged bronze-alloy nut 


2 “No-Pinch” handle 6 Hardened steel pawl 
3 Hardened replaceable jaws 7 Hardened steel rack 


U.S. Patent Ne 
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2» OPENS 


= 


OR CLOSES TO ANY POSITION IN ONE SECOND! 








—Turning han- CLOSE —a push closes jaws LOCK —Turning the handle 
dle counter- on work (or a pull clockwise applies 
clockwise throws vise into opens). No time-wasting, tir- full pressure conventionally. 
““‘neutral”’ for fast slide action. ing handle spinning. Fast. Rugged. Revolutionary. 


DISTRIBUTORS! 


Write Dodge now for detailed in." 
of Mishawaka, Ind. formation about the profit oppor- 


tunity in this exclusive new vise. 
FIRST IN-POWER.TRANSMISSION MACHINERY 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1950 





no MACHINES e S$ ano TABORATOR® waee 
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aerasives AND GRINOINS wreets ~ GRIMOINne 

eorRON caneiot onan ano moroeo? erovuct®> 
RCESTER 6, 4 


pistributers' galesmen 


emble in 
every operation in 
and pDillets»s too. 
eylinarice® and centerless ies 
off, a18° se ° poli 
There re machines 
addit 


ing: 
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and moving provure® 
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More Grinding “Know-how” 
Means More Grinding Wheel Sales 


HAT’S the theory back of the Norton 

School of Grinding—the more practical 
grinding knowledge the distributor salesman 
has the more help he can be to his customers. 
And it’s the man who can render the best 
service to his customers who gets the most 
orders in the long run. 


The knowledge acquired in the Norton 
School of Grinding is practical knowledge. 
The members of the staff are not only long- 
experienced grinding engineers but also men 
who know how to teach grinding. And they 
have at their command the wealth of grinding 
“know-how” in the Norton home organization. 





Best of all, the distributor men get the feel 
of the machines by actually running them. 


| 








ae WNORTON} 


Making better products to make other products better 
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TEAMING UP... to Keep Costs Down 


Tommy Hess, Charlie Griffith, Snits Peebles 
and Luther Bennett are salesmen for J. B. 
Kendall Company, Washington, D. C. They 
sell RB&W fasteners — not as a commodity — 
but as a means toward their customers’ in- 
creased production, lower costs, more profits 

.. or to help solve maintenance problems. 

They point out that RB&W fasteners help 
keep up or increase production and turn out 
quality work. Their surfaces are always smooth 
and clean—so they are easy to handle. Their 
dimensions are always accurate, their threads 
sharp, their heads strong—so they speed work 
and reduce rejects. 


Alfred Robbins operates RB&W’s latest wire- 
drawing equipment. He oversees a process that 
is vital to quality, for RB&W draws its own 
wire, using tungsten carbide dies, in order to 
insure closest tolerances for cold-heading. 

By this and other means of controlling raw 
materials, men like Alfred Robbins build 
strength and accuracy into RB&W fasteners 
... qualities which men like these J. B. Kendall 
Company salesmen capitalize upon to sell more 
RB&W products. 

Customers of distributors who wish to be 
sure of getting the greatest fastener value for 
their dollar increasingly ask their distributor 
for RB&W fasteners. 


te & We RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 
& Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, lll., Los Angeles, Calif. 


Additional sales offices at: Philadelphia, Detroit, Chicago, Chattanoogo, 
The Complete Oakland. Sales agents at: Portland, Seattle. 


Quality Line 105 Years Making Strong the Distributors That Make America Strong 
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“ SEATTLE 


.o rnancisCO fs W 
you NEED THEM: 


HOUSTON 


~ “ “eae * en 
‘ 9 f . i et Ss 
* nas 


i aes 
9001 PRODUCTS —CLOSE AS YOUR ’PHONE— 
IN WAREHOUSE STOCKS FROM COAST TO COAST 


You won't miss out on orders for rubber belting, hose and packing if you are a 
Quaker distributor. That's because of Quaker’s: 

¢ strategically located branch warehouses in principal cities 
throughout the nation! The efficiently operating network of branch 
warehouses in Chicago, Cleveland, Philadelphia, Houston, Los Angeles, 
San Francisco and Seattle has recently been enlarged to include Pittsburgh, 
Atlanta and Boston. This assures prompt service for Quaker distributors in 
those areas. 

¢ quick deliveries and technical sales assistance! Large, diversified 
stocks are constantly maintained at every one of the Quaker branch ware- 
houses. At your service are experienced branch personnel who will assist - 
you and augment your selling efforts. 

* complete line of quality industrial rubber products! Quaker manu- 
factures quality pre-tested products in various sizes, styles and materials. 
From this one source you can obtain a product to meet almost any require- 
ment. 

Other sales-making advantages of being a Quaker distributor: there’s a good 
profit margin . . . products are competitively priced . . . Quaker maintains a con- 
sistent national advertising program. 

Stock Quaker products for quality and service. Prompt shipments made from 
our branch warehouses located throughout the country. Write our branch 
nearest you. 


QUAKER RUBBER CORPORATION - PHILADELPHIA 24, PA. 


Division of H. K. Porter Company, inc. 
Pittsburgh 22 + New York 7 «+ Cleveland 14 «+ Chicago 16 + Houston 1 + Atlanta + Boston 


Western Territory: 
QUAKER PACIFIC RUBBER CO. ~- San Francisco 10. + Los Angeles 21 + Seattio 4 


Q U A K E a . J cigtrtiedi 





o 


° cy 
BLACKHAWK 


THE WORLDS FINEST 
e 


The most complete 
line of 


Hydraulic Hand Jacks 


The Greatest Jack Display Ever Designed 
. . » “THE TOTEM POLE” 


It’S NEW ... IT’S DAZZLING . . . IT SELLS JACKS 
A product of Blackhawk Mfg. Co., Dep?.s 17100, Milwaukee 1, Wis. 
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A complete line of 
Gauge-equipped 
Hydraulic Jacks 





merchandising like this 
only from Blackhawk 


"Flashy, hard-hitting displays ... the biggest advertising program behind any hydrau- 
lic jack line . . . sales promotion that brings business to you automatically 


orders for all this only 


on Blackhawk 


De) 
‘/) 

SS 
“Porto-Power” Attachments adapting ““Porto-Power” The most complete The most complete 


remotely controlled “Porto-Power”’ to Pipe Benders and line of hydraulic line of 
Hydraulic Jacks 1,001 tough jobs Knock-out Punches Wheeled Floor Jacks Socket Wrenches 


All of these sales opportunities are yours under a policy that strives to maintain the highest ideals of the Industrial Supply fraternity 


BLACKHAWK 
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ForlT WorTH 
PpANsco V-DRIVE 


WAREHOUSE SERVICE 





ST. LOUIS 


FORT WORT 
& = 
OALLAS oa 


-— 
7 HOUSTON 














“1p” SHEAVES 2.2” PD to 18.4” PD. Manufactured in 1A, 2A, 
* 1B, 2B and 3B Grooves. 

74 D” SHE Ves Combination groove A-B, C & D Section—In 
* Stock, 


Combination groove A, B, C & D, 


UP TO DATE * BOLTRIM SH EAVES Section—Stocked up to 72” PD, 21D 
grooves. 


PRICES 


Write for our new bulletin, -* ForT WorTH T 
just off the press. It gives list ‘RANSCO = 

prices, bore limits and weights 

of both BoltRim and “QD” Complete A, B, C & D stock—“Double- 
multiple groove sheaves. matched” sets. 


COMPLETE 


ORI WORTH wacnineny co a 


MAIN SALES OFFICE: 3600 McCart St., Fort Worth, Texas 
BRANCH WAREHOUSES AND SALES OFFICES 


HOUSTON, TEXAS ST. LOUIS, MO. 
922 East Olympic 1212 Walnut St 1700 Chestnut St. 
ANgelus 3-6138 CHarter 0469 CEntral 6447 
KANSASCITY CHICAGO, ILL. SALES OFFICE 
' Main Street 1523 S. State St. ATLANTA, GA, SCREW CONVEYORS 
GRand 5506 WEbster 9-574 P. 0. Box 1065 & ACCESSORIES 
CAthoun 9658 


MEMPHIS, TENN. 
730 S. 3rd Street 
5-269! 


LOS ANGELES, CALIF 
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MICROSCOPE SHOWS WHY 


A 


Electric Iron Valves 


GIVE SUPERIOR SERVICE 


/ Ss 


| 
~~ 





ae cra 4 } 
oe -PEARLITIC MATRIX 
‘(eg MAGNIFIED 500X—shows the sound banded 


structure of the base from which the de- 


| 


j 


~ r / 
a 2A~ GRAPHITE FLAKES 
ah a A MAGNIFIED 100X—fineness of graphite 


flakes minimizes possibility of 
‘ weak spots—results in stronger iron. 


CLOSE ANALYSIS CONTROL _ 


—possible in the electric furnace—results in a pearlitic 
matrix, evenly distributed graphite, minimum sulphur 
and phosphorus, superior iron, sound castings, high 


quality valves. All R-P&C IRON VALVES are made of 
Electric Cast Iron. 


for your copies of these Bulletins DH-8 and 


DH-136 which describe in more detail the R-P&C line 
of Iron Valves 


ACCO Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston, 


New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 
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Look in this easy-to-use 


catalog = ‘\ at the Armour 


(Furnished fre 
for chek r customers ond prospects 


line of Coated Abrasives... its 


Sw 
complete Bes NG its 


ale prope pal 


—_— Ss Sa 


(Each ad tells your customers that “We Rec ammnene 
Buying Through Your Industrial Distributor 


nationally advertised Ses | 


made | ina brand new sant 


(Moder of reegacerdoeatnpe nd equipment 
Sagdep poudies and prompt delivery.) 


A a re to bell! 


ah at. 7 coy 





OD ne a 


d Company North Benton Road 
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Research builds your sales 


when you’re a Goodyear distributor 


pipers red in new product development — 

stemming from Goodyear’s complete Re- 
search facilities in the rubber industry’s finest 
laboratories—is but one of many reasons w hy 
it pays you to hold a Goodyear Mechanical 
Goods franchise. 


There is the sales help of a great. sales-minded 
national organization to back you up—the 
impact of hard-hitting national advertising — 
compelling direct mail campaigns. There 
is consumer acceptance of the products 


g REASONS WHY 


ubber Products 


industrial R 


Goodyear rofit-Makers 


Are Top P 


G1. — Goodyear Tec 


t nome 
"the greates paon 


6 Har d-hitting, b 


1. Reputation of 
in rubber.” 
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* margin OF 


you handle, earned by the quality of every 
product of “The Greatest Name in Rubber.” 
Above all, there is the liberal franchise itself, 
which gives you profit opportunities on every 
sale. 

All these, and the other points listed in the 
blueprint, are the reasons why a Goodyear 
franchise ranks among the top money-making 
opportunities for Industrial Supply dealers. 


The Goodyear Tire & Rubber Company, Inc., 
Akron 16, Ohio 
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We think you'll like “THE GREATEST STORY EVER TOLD" — Every Sunday— ABC Network 


DFYEAR 


THE GREATEST NAME IN RUBBER 
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RUST-OLEUM 


Show up in large figures 





* THE PRODUCT 


| 
} 
RUST-OLEUM is a scientifically prepared | 
rust preventive that is easy to apply and { 
is self-levelling. Here is a product with ~ 
either flat, semi-gloss, or gloss finish that 

has great salability because of the excellent 

job it does wherever applied. It is pliable 

and retains its elasticity. RUST-OLEUM 
resists expansion or contraction. It is 
applied by spray, dip, or brush method. 

Any trade area can be a volume sales 
producer. 


x ITS PURPOSE 


There are Industry-Proved RUST- 
OLEUM products for protecting metal, 
wood, brick, concrete, etc. RUST- 
OLEUM is applicable to stacks, metal 
roofs, fire escapes, boilers, structural 
steel, window frames, pipes, ducts, tanks, 
and a long list of other items. It is used 
both indoors and out. In its various types 
RUST-OLEUM resists acid fumes, alkali, 
grease, oil, exterior weather elements, brine, 
slight abrasion, salt water, salt air, etc. 


* THE RESULTS 


Where RUST-OLEUM is used, time, labor, and money are saved. 
This has been true for years past throughout industry, and means 
that you build permanent customers and therefore steady sources 
of profit. Now particularly when all of industry is seeking ways and 
means of saving money, RUST-OLEUM gives you an excellent 
opportunity for increasing your earnings. 


* Your MARKET 


Rust is one of industry's big problems. It is being fought continuously. 
It means that you have a market for this rust preventive that is as 
big as all industry itself. Distributors require no complicated, tech- 
nical knowledge. The repeat business in YOUR market is something 
for you to think about. You can be the “stop the rust” man in your 
territory and make excellent money as such. 


Available in colors, white 
and aluminum. 
Decorates as it protects. 


PREVENTS 
RUST 


DISTRIBUTOR 
POLICY 


We cannot emphasize too strongly 
the value of a RUST-OLEUM dis- 
tributorship and the protection it 
gives you. Our policy of selective 
distribution assures fast, profitable 
turnover on minimum inventory. 


Promotional support — Your sales 
effort is backed by an increased 
advertising schedule in Time, 
Newsweek, Business Week, Factory, 
Mill & Factory, Modern Industry, 
and other leading industrial pub- 
lications — plus direct mail adver- 
tising, directories, and our catalog 
in Sweets. 


Cooperative Field Men — RUST- 
OLEUM trained field engineers 
qualified to do a thorough sales 
job are ready at all times to help 
you build and maintain high profit 
volume. 


Write — As a good business move 
we suggest that you write for 
complete information and data on 
tested sales promotion and sam- 
pling campaigns. 


RUST-OLEUM CORPORATION 








2410 Oakton Street ” 
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This Team is Unbeatable 


for building your hack saw blade business 


A lot of spadework .. . a lot of time and selling effort. 
That's the usual pattern when you want an industrial 
prospect to change the brand of power hack saw 
blades he uses. 

But many distributors are finding a remarkably 
successful short-cut. They're not selling just another 
blade. They're selling a unique hack sawing combin- 
ation that has proved unequalled for general sawing 
in test after test. . 

Just with Millers Falls “Blu-Mol’ blade by itself, 
you can promise spectacular performance. An exclu- 
sive Millers Falls heat treatment gives a hard, abrasion 
resistant edge that guarantees more cutting per blade 
than any other blade of its type. 

Add the Millers Falls patented “Blu-Mol” ‘“Tensio- 


MILLERS FALLS 
TOOLS 


GREENFIELD 
MASSACHUSETTS 


MILLERS FALLS 
COMPANY 


® 
meter’—the only device that maintains constant ten- 
sion at all times while saw is operating — and you 
have a cutting combination that just can’t be beat 
for all-purpose sawing. 

No matter what kind of blade your prospect is now 
using, a single trial will convince him you're not 
making wild claims. This combination of ‘Blu-Mol” 
blade and “Blu-Mol” ‘Tensiometer” will back you 
up with eye-opening performance. 

Write today for full details on the profit possibili- 
ties offered by Millers Falls complete line of hand 
and power hack saw blades, hole saws and metal- 
cutting bands. 


— 2 HAND BLADE 
SALES MAGIC 


Millers Falls new, unbreakable 
high speed “Blu-Flex’’“ 


Bend and twist a “Blu-Flex” blade, then straighten 

um, put mina frame and let your customer start 

cutting. Alert distributors have found there's no 
quicker way to demonstrate “Blu-Flex’s” re- 
markable qualities . .. no surer way to sell 
a lot of blades 
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POLISHING 
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# 


abrasive grains 


Many Uses...Many Users 


es, 
Don’t kid yourself that grain sales are only ‘fringe’ business. Almost PRESSURE BLASTING 
f “ cick 
* al 
aie 


x 


every customer on your list has a use for Simonds Abrasive Company 





grains .. . Borolon, Boroblast, Borogrit or Sans Slip. These are NOT 
by-products. They are fused aluminum oxide abrasive made under 
complete Simonds control. They have to be top quality, for they go 
in to the making of Simonds Abrasive Company grinding wheels. 
Let's tell you more about these steady sellers, together with infor- 


mation on grain sizes and package weights. Write. 


DIVISION OF SIMONDS SAW AND STEEL CO. FITCHBURG, MASS. OTHER SIMONDS COMPANIES. SiM 
SIMONDS CANADA SAW CO., LTO. . MONTREAL, QUE. AND SIMONDS CANADA ABRASIVE CO. 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1950 





fill and trim dry bulk materials 
up to 2” lump size into cars, 
bins and storage spaces 

at low cost. 


enable one man to lift— 

or move—heavy loads 

—up to 3000 pounds. 
Bulletin No. 1046. 


S-A | | if S-A 
Hand and Motorized | | f is P i ‘'SWIVELOADERS”’ 


Ask for Bulletin No. 340. 
Paral 


bi RM aReCh 7 LTE Se DOr ES Ie se 


pnreeanertiAseAt ASSIS ISS 
S-A | S-A 


CAR PULLERS =: “'TELLEVEL”’ 


Automatic Bin Level Regu- 
lators control material level 
automatically in bins, 

tanks, storage piles. 


multiply manpower. 

One man can move up 

to six loaded cars. Any 
§ firm with a switch 


track needs one. ps 
Bulletin No. 1048. 


Bulletin No. 1339. 


edema BLT wertetars MT cack 


S-A 
BOX CAR LOADERS 


save time and labor in load- 
ing and trimming loose, small 
lump materials into box cars. 
One man can operate. 


eat aS OF v8 


cgvwraaew 


ore 
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SACO 


SPEED REDUCERS 


adapt standard full speed 
motors to any speed desired. 
Saves floor space, installation 
costs and maintenance. 


Bulletin No. 643. 


4 
. 
r 
¢ 
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Bulletin No. 948. 


Yours to Sell Without Stocking 


These equipment items are naturals for you. Almost every industry 
is a possible buyer—particularly those concerned with saving Get the facts—write 
time and money in handling materials. S-A “Cost-Cutters” are for complete information. 
effective “door openers” in developing new accounts...and your ‘hnsisiliciiataitias stein ‘ 
men can sell them readily on regular calls. You make a full dis- ao cae ia one ba 
tributor’s profit—YET THERE IS NO NEED TO CARRY will be sent to you promptly on 
STOCK. We make drop shipments to your order. Our flexible open request. Look into the possibilities 
eee . : . of these proved sellers. There's a 
distributor policy requires no investment by you... and there are powerful sales story back of each 
no territorial sales quotas to meet. For extra profits at no addi- item. Write today! 
tional selling cost—round out your line with S-A Equipment. 


STEPHENS-ADAMSON 


8 RIDGEWAY AVENUE, AURORA, ILLINOIS MFG. CO. LOS ANGELES, CALIFORNIA * BELLEVILLE, ONTARIO 


Pe Jeet 
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HELLER 


NUCUT is: FILE 


Here’s why this different 
“wavy tooth” design means 





4 


better filing for 
your customer... 





and more sales for you... 





Cleaner, faster filing for your customer! Filing without clogging, scrap- 
ing or skidding! Filing that leaves a smoother surface! There, briefly, 
you have NUCUT filing. 

No wonder user after user reports NUCUTS remove more metal — 
in less time — with less effort. 

It all goes back to NUCUT’s different “wavy teeth.” A patented 
design, this consists of both coarse teeth and fine teeth — in scientifically 
positioned rows. That’s why a NUCUT both cuts and smooths at every 
stroke. Just as if two files were working instead of one. 

You’ll find recommending NUCUT will prove your best bet for 
building file sales. Write. 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturer 
Newark 4, New Jersey Newcomerstown, Ohio 





po 9 : $) || a... Ask also about our COMPLETE 
with the <<? - “ott , LINE of Swiss Pattern, Vixen Milled 
WHITE TANG 3 id ~ Curved-Tooth and Rotary Files, 
/ Rasps, Carpenters’, Machinists’, Tin- 
ners’, Upholsterers’, Bricklayers’, 

Tilesetters’, Blacksmiths’ and Far- 

riers’ Hammers. Also Bricklayers’ 

and Plasterers’ Trowels, Craftmaster 

Scrapers, Chisels, Punches, Mas- 

terenches and other quality tools. 
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Reel Sales- 
man holds 4 
reels (or equiv- 


Complete line... cient ta Ve os 


Y reels) of 


Recognized top quality... Ag Popular smell 


sizes of weld- 


Strong sales support Tame of ond weld 


less chains. 


The ROUND trademark means more chain 
volume for YOU .. . more customers, steady 
repeat business, greater customer satisfaction 
and higher profits. 

You profit because your customers can meet 
all their chain needs from one single source — 
you! ROUND makes chain of every type . einuiin aa 
Proof Coil, Brass Safety, Double Jack ...a th obétih, Weitied Proof or 
hundred other kinds from small links used in BBB Coil chain is stocked in 
precision instruments to massive anchor chain. 4 storage bins in base. 

ROUND has stood for top quality in chain 
since 1869. Your customers know and trust the 
ROUND name. 

Six large plants with warehouses in principal Proof Coil or BBB Coil 


cities guarantee that your requirements will be 
filled promptly and efficiently. 
Continuous ROUND trade and national ad- 


vertising, modern packaging, a full assortment Liberty Coil—Twist Link 
of selling aids—plus planned sales promotion 
—help you get more orders, faster. 

Cash in on these ROUND sales advantages: Liberty Coil—Straight Link 
(1) Complete Line (2) ROUND Quality (3) 
Sales Support. They're real profit boosters! «.s2 a 2 oS ss 


Liberty Machine—Twist Link 














Buckeye or Brown Pattern 


3 VELAND (HAIN 


The Cleveland Chain & Yfy Co. 
Cleveland 5, Ohio 


ROUND Associate Chain Companies 


The Bridgeport Chain & Mfg. Co., Bridgeport, 
Conn. ¢ The Cleveland Chain & Mfg. Co., 
Cleveland, Ohio * Round California Chain 
Co., So. San Francisco and Los Angeles, Cal. « 
Kegettes are ideal for store display boost sales... are ee ee n° 
easy to stock. Each contains one of following quantities of Seattle Chain & Mfg. Co., Seattle, Wash. ° The 
Proof Coil or BBB Coil Chain (self colored or hot galva- Southern Chain & Mfg. Co., Birmingham, Ala. 
mized): 250 ft., %"; 150 ft., “w"; 100 ft., 6"; 75 ft., %”. * Woodhouse Chain Works, Trenton, N. J. 
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When it comes to cutting metal... 


INDUSTRY COMES TO 


only ATKINS makes Cour Chel 


HACK SAWS, MILLING SAWS, FILES 


In the splendid job they have done in equipping Industry 
with tools of merit, Industrial Distributors and Jobbers 
have discovered — have proved — that it pays them to 
recommend ATKINS “‘Silver Steel’’ saws and files! . . . 
They have learned that ‘’Silver Steel” tools create 
satisfied customers — and repeat business! They know 
—and Industry knows — that ATKINS ‘Silver Steel” 
saws stay sharp longer, cut faster, reduce maintenance 

and operating costs. 


of all fine saws... . 


(44, Cp’ 
the finest are > baer Stel saws 





E. C. ATKINS AND COMPANY 


Home Office and Factory: 402 &. lilinois St., indianapolis 9, ind. 
Branch Factory: Portiand, Oregon 
Knite Factory: Lancaster, New York 
Branch Offices: Atianta + Chicage + New York 
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No Substitute 
or Quality 


There is no substitute for Quality — therefore no 
substitute for Bunting Bronze. 
When you need Bearing Bronze, Quality Bearing 
3ronze, call the leading Distributor in your com- 
munity—because—the leading Distributor in your community 
is, almost certainly, the Bunting Distributor. The 
Bunting Brass & Bronze Company, Toledo 9, Ohio. 
Branches in Principal Cities. 


® 
BRONZE BEARINGS 


PRECISION BRONZE BARS 
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Thermoid Research Develops New Hose 
That Saves Time, Money and Storage Space 


The latest development of Thermoid research 
is Versicon—the multi-purpose hose that 
replaces many special-purpose hose. Versicon tools, oxygen and acetylene lines. It will handle 


air, water, gasoline, oil, most insecticides and 
is designed for superior performance with chemicals, carbonic and other dilute acids, and 


* Versicon may. be used for all air-operated 





_ d liauid almost all fluids. 
Vv é —_ . 
ee Tn ae — ee For durability and flexibility, Versicon is made 


handling time, money and storage space. with synthetic oil-proof tube, oil-resistant cover 
and high tensile rayon cord. Available from *j6’’ 


Assure your customers of lowest operating to 214” in lengths from 50’ to 500’ depend- 
? é z : Ing on size. 
cost by recommending Thermoid Versicon. 


It will pay you to Speety Thermoid! 


Thermoid Quality Products: Transmission Belting * F.H.P. and Multiple 
V-Belts * Conveyor Belting + Elevator Belting * Wrapped and Molded Hose 
* Molded Products + Industrial Brake Linings and Friction Materials. 


5 Main Offices and Factory * Trenton, N. J., U.S. A. 
hermol Western Offices and Factory.» Nephi, Utah, U.S. A. 
Com pany Industrial Rubber Products + Friction Materials - Oil Field Products 
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Window ye for Valves 


-~F /( 


Fig. 1793 — Large 125-pound Iron 
Body Bronze Mounted Gate Valve 
with flanged ends, bolted flanged 
yoke, outside screw rising stem 
and tapered solid wedge. 








Fig. 1872 — Bronze Solder Joint 
Globe Valve. Regrindable, renew- 
able, hard-wearing ‘‘Powellium” 
nickel - bronze seat and disc. A 
complete line of Solder Joint 
Globe, Angle, Gate and Check 
Valves available. Write for our 
new circular —‘‘Powell Bronze 
Solder Joint Valves."’ 


Reading advertisements is like “window shopping”’ 
it’s a good way to see what’s on the market. But if it 
influences your customers into buying valves of different 
makes, it presents many disadvantages. 


Because, by standardizing on one line of valves, these 
pitfalls can be avoided: 


Complications in stocking spare valve parts. 


Difficulties that confront the maintenance depart- 
ment in making repairs on a variety of valves. 


The necessity of carrying a much larger stock of 
repair parts. 

The chances of installing valves that are not backed 
by adequate engineering service. 


By offering the only COMPLETE line of valves avail- 
able to Industry today, Powell makes this possible. So 
when Powell Distributors explain to their customers the 
obvious advantages of installing only Powell Valves, 
they are doing them a real service. 


Fig. 1847—200-pound 
Stainless Stee! Swing 
Check Valve. Screwed 
ends, screwed-in cap 
and regrindable, re- 
newable disc. 


The Complete Powell Line includes Globe, Angle, ‘‘Y’”’, 
Gate, Check, Non-return, Relief and Flush Bottom 
Tank Valves in Bronze, Iron, Steel and a wide range 
of Corrosion-resistant metals and alloys. 


Consult our Engineers for Special Designs 


Fig. 1531—Class 150-pound Cast Steel 
Globe Valve with flanged ends, bolted 
flanged yoke, outside screw rising stem. 


The WM. POWELL CO., 2525 Spring Grove Ave., P. O. Box 106, Station B, Cincinnati 22, Ohio 
DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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Number One 
supplier of 


STEEL EQUIPMENT 


to the 
Nation’s Industries 


and Institutions 


METAL PRODUCTS. INCORPORATED 
General Offices: 1053 Monroe Avenue, Aurora, Illinois 
Factories: AURORA, ILLINOIS © YORK, PENNSYLVANIA 


Sold Nationally through Factory Branches and Dealers 
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ATLAS “Built-In Stamina” MAKES 


PERFORMANCE-PROVED . .. 


SALES-TESTED FOR CUSTOMER SATISFACTION 


Out of New England comes more proof of Atlas “built-in 
stamina.”’ Atlas Roller Chain installed on a arucling, “chain- 
killing” drive has already outlasted three ordinary roller 
chains ...and is still going strong. 

No wonder cost conscious chain buyers are specifying 
Atlas... for conveyors, drilling rigs, road machinery, trac- 
tors, trucks and all types of machinery where the going 
is tough. 

The extra stamina in Atlas ‘Super Life’”’ Chain is the result 
of special heat treating of every component part. 


The bushings and pins are case hardened by the 
Atlas Nicarb Process which provides an ovter 
surface strongly bourd to the core of the stccl. 


The link plates and rollers are also made cf 
tough, hect-treated, alloy steel; their uniformity 
achieved by automatic electronic instruments 
controlling the furnaces. 
Put this long-lasting, super-life chain to work for you new! 
Let its proved-performance win new sales for you... build 
profits in the replacement and OEM field. Write tcday, fet us 
tell you about our cooperative plan. 


Atlas Chain & Manvfacturing Co., Philadelrhic 24, Pc. 





‘ ““SUPER-LIFE”’ 
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Striking power distin- 
guishes the Alaskan 
Brown Bear. Ordinarily 


shy and timid, he can 






fell a grown steer with 





one strike of his paw. 


° 


Better Jobs. 


The Plumb Hammer is the result of years of 
research. Craftsmen have long recognized the 
long-lasting dependability of the specialanalysis 
stee! head. They know the shock-absorbing fea- 
tures of the second-growth hickory handle. And 
even the casual user soon appreciates spring 
tempered claws that grip nails tightly. 

But the unseen qualities make Plumb the per- 
fect hammer. Force and accuracy have been en- 
gineered into the tool. The scientifically distributed 
weight allows it to act as part of the arm so that even 
the ordinary blow becomes a sharp, crisp strike. This 
exceptionally fine balance increases speed while it 
lessens fatigue. 

These qualities mean striking power—the reason 
the Plumb Hammer does better work in less time. 


FAYETTE R. PLUMB, INC., PKILADELPHIA 37, PA. 


| Quality Comes FIRST 
PLUMB 
is FIRST in Quality 


The bicck head with the red handle—exclusively PLUMB 


HAMMERS - HATCHETS - AXES - FILES 








NO, NO! ON THAT LUNKHEAD © HE THINKS A SLIM  ) THAT 

JOB YOU WORK _/ OH-H-H! \ DON'T KNOW TAPER ISA SKINNY ¢ FILING 
WITH A MILL | WHAT YOU ) ONE FILE FROM / TAPEWORM--AND A ) BLOCK 
BASTARD! r SAID! Aj NOTHIN’! -< LEAD FLOAT IS A PIECE OUGHTA 

, Al 4 OF FISHIN’ STUDY 
: E TACKLE! /* "FILE 
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“POP’S SCHOOL OF FILING” 


(or “Why Foremen Get Gray”) — one of many 
Nicholson cartoons-with-a-purpose used in 
Nicholson industrial ads. This one stresses the im- 
portance of using The right file for the job .. . thus 
widening the variety of files and increasing the 


distributor salesman’s opportunities for orders. 
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Reversinc the familiar “Service with a Smile” slogan, Nicholson 
business relations with the trade and consuming public are humanized 


by the “smiling” approaches of many Nicholson ads appearing in 


general and industrial consumer publications. 


The sales-making effectiveness of this light-hearted, down-to-earth 
attitude is evident everywhere. Customers like it. They're in a more 
receptive mood when the distributor salesman asks “How about some 


Nicholson or Black Diamond files today?” 


Nicholson service in support of the distributor is nevertheless a serious 
thing as well. Many-sided, too. It reaches out through an engineering 
department that is constantly developing new file designs and filing 
techniques; through a roving field force that is always ready to help 
industrial concerns with their filing problems; and through copious 
technical literature which is widely informative. Nicholson distributors 
have reasons to be proud of being associated with the world’s foremost 
file manufacturer. 


MOESo NICHOLSON FILE CO., 42 Acorn St., Providence 1, R. I. 
U.S. A.& (In Canada, Port Hope, Ont.) 


FOR EVERY PURPOSE 
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SPECIFY 


Production Has Increased 
Machining Quality Is Improved 
Accuracy Is Held Closer 

Set-Up Time Is Reduced 


Since Replacing a Conventional Motor With 


CABS “EY Drive 


ON THIS BORING MACHINE 


724 


(ile J) <ce* have been operating as long as 25 years in 
such places as steel mills, rubber mills, paper mills, wire mills, printing 
plants and machine shops. These drives are ideal wherever production 


processes require a wide range of stable speeds. 


Ratings are available in sizes from 1 to 150 horsepower. Speed range 


of 8 to | is standard — up to 32 to 1 is available. 


The complete line of Century motors includes wide range of types and 
kinds from 1/6 to 400 horsepower — single phase, polyphase and 


direct current. 


ON YOUR EQUIPMENT or call the Century office located 


near you. 
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Jacking Up Sales 


AZ 
a Wr 


- 


INDIAN SUMMER AND SALES A-POPPIN— 


All of us can thank our lucky stars for the prospects of fine 
weather to make selling easier. Right down the line, demands for 
jacks should reach an all-time high. America’s industrial produc- 
tion—spurred by a huge defense program—accelerates towards 
new peak. In all fields the need for jacks should be greater than 
ever. Manufacturing, public utilities, mining, transportation anc 
many other activities will be ripe markets. Carry plenty of T-K 
ammunition" —catslogs, folders and data sheets . and be ready 
to pick off jack sa! wherever they pop up. Good hunt 


WIS CING 


75 BRA 
WORK / 
¢ 


-_ 
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HOW TO KEEP TRENCH WALLS 
ON THE UP AND UP— 


Safe, efficient, economical Simplex Trench Braces prevents costly, 
delay-making cave-ins. Now—especially—-with bracing Fall weather 
on the way and urgent construction work geared to the calender 
t's imperative to eliminate the need for time-wasting re-digging 
You'll find plenty of live prospects in the construction field which 
is feeling the impact of stepped-up industrial demands. Remember, 
the Simplex is the only Trench Brace made entirely of drop forged 
steel. P. S. Don’t overlook Simplex drop forged steél timber 


} le 
braces and steel shoring jacks. 


WHAT— 
NO JUVENILE JACKS? 


, weve got to admit it but 
ire about the only jacks 
won't find in the Simplex 
When it comes to indus- 

| equipment, T-K lever, screw 

1 hydraulic jacks and related 
ipment just about cover every 
sible need. The index to our 
new General Catalog No. 50 lists 
re than fifty types of Simplex 
Jacks—many of which have vari- 
5 almost unlimited uses 
e the right answer to every 


ite for a copy! 


DOUBLES FOR ATLAS— 
IN HOLDING UP MINE ROOFS 


That gorgeous guy, Atlas, of Greek mythology 
was a whizz kid on strong man stuff. But, as 
a mine roof holder-upper he wouldn't have been 
a whit better than a T-K Mine Roof Jack— 
standard or pin-up types. Look at page 26 of 
our General Catalog No. 50 and you'll find the 
reasons why. It will pay you to go underground 
in your thinking and dig for prospects in the 
mine field, 


CAN AMAN LIFT 
690 TIMES HIS 
OWN WEIGHT? 


It's no trick when he teams up with a No. 5010 Simplex standard 
peed journal jack. This light, powerful, maintenance-free jack is 

standout among top performers in all lines. It’s made with heat- 
treated alloy steel forgings, special bronze nuts, ball bearings and 
greater gear ratios. Your customers can have their choice of 


aluminum or malleable housings in 25 and 35 ton capacities 


LIFTS! 
LOWERS! 
PUSHES! 
PULLS! 


Versatile is the word for the T-K ratchet lowering jacks. It’s the 
answer to the superintendent's prayer in shop and factory mainte- 
nance, mines, railroads, oil fields, ship-yards and construction 
work—for all general lifting. For profit's sake get acquainted 
with the nineteen sizes—14 to 35-ton capacity. It lifts sales totals, 


{rue Years OF THE MONTH/ 





As the little donkey left home to make his mark in the world, his 
, 


mother tenderly said: ‘Good-bye, darling. Please try to make an 
ass of yourself.” 


Simplex 
TEMPLETON, KENLY & CO 


1036 $. Central Ave., Chicage 44, tH 
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Distributors find it pays to stock Shinyland studs 
because of the large and increasing demand for 
this quality product. 


Shinylands of the usual Ferry Cap high quality are } imply = 120CIf 
furnished to regular milled stud standards with this Y 
additional feature — the land between threads a SHINYLAN DS 


shiny, bright, mirror-finish. with land between threads, 


Shinylands are sold in standard catalog sizes in shiny, bright, mirror-finish 
attractively labeled packages and in bulk: sizes, 
%,”’ dia. and under. 


How's your stock of Shinylands? 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD . ° CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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| New demands for higher production—within contract-limited costs— 
are forcing your customers to look to their production tools for greater 
| results. That’s a made-to-order situation for you to sell your line of 


Disston Wood Cutting Tools. 


WwooD CUTTING TOOLS | The best-believed sales point in the industry is the record long life 


built into cutting edges by Disston Steel. You’re backed up further 
by Disston skill that balances tools exactly—to preserve not only the 
tools, but. even the machines they’re used on. And always, Disston 
foresight, studysand_researeh give you proved designs for the very 


more eff , Cc ' en +t y i | latest production demands. Tt takes tools like that . . . Disston Tools 


... to close orders for you today. 


produce more... 


DISSTON Knives 


THIN PLANER KNIVES... 


Two select Disston Steels—Dissteel and High Speed—assures lower 
production costs on every user's operations. Knives balanced in sets. 





HEAVY PLANER KNIVES... 


Three different tempers to meet all requirements accurately. 
Standard slots or slotted as required. Also beveled backs as 
specified. Balanced in sets. 


KNIVES... 
WHEN YOU SELLA ¢ , 
DISSTON PRODUCT YOU Made of specially heat-treated steel that stands up to strains and 
abuse. Available for all standard machines. 





HENRY DISSTON & SONS, INC., 1023 Tacony, Philadelphia 35, Pa., U.S.A. 


Branches: Chicago, Seattle, Portland, Ore., Vancouver, B.C. 
Canadian Factory: Toronto 3, Ont. Australian Factory: Sydney, N.S.W. 








MORE TOOLS... 


SKIL 


MORE SALES...MORE PROFITS! 


Look at this range of SKIL Tools! Look at 

this variety of SKIL Tools . . . by type, by size, by 

price and purpose. When you handle the full SKIL Tools 
line you’ve got what your trade wants. You don’t lose 
orders ... or customers ... because you can’t fill their needs. 
The SKIL Tools line is broad. It’s famous. 

It’s backed by consistent advertising, aggressive merchan- 
dising and a distributor policy that protects your profits 
year after year. It pays to push SKIL Tools... all of them! 


SKIL Products are made only by 


SKILSAW, INC 
5033 Elston Avenue «+ Chicago 30, Ill. 


Factory Branches in Principal Cities 
in Canada: SKILTOOLS, LTD., 66 Portland St., Toronto, Ont 


SKIL Floor Sander 


1 Model XN 


—_ 
- 








SKIL Pneumatic Drills 


SKIL Pneumatic Grinders doy SKIL Radial Saw 
7 Models cs 


SKIL Pneumatic Screw Drivers 
3 Models and Nut Runners—4 Models — 





SKIL P tic H 
12 Models > SKIL Pneumatic Saw 
1 Model 





SKIL Radial Support 
1 Model 





} SKIL Drills 
SKIL Saws 25 Models 


tad 7 SKIL Belt Sanders SKIL Oscillating Sander 
4 Models 1 Model 





SKIL Portable Grinders 
: 5 Models / 
SKIL Dise Sanders “e SKIL Auto Polishers 
SKIL Bench Grinders 6 Models , 3 Models 
6 Models 





aN 
es oe 


SKIL Screw Drivers 


SEE. Sheer SKIL Nibbler and Nut Runners—30 Models 


1 Model 1 Model SKIL Hammer 
1 Model 





SKIL Valve Seot 
Grinding Sets 
4 Models 


SKIL Blowers 
5 Models 


SKIL Vaive Seat Grinders 
2 Models 





SKIL Floor Edger 
1 Model 


SKIL Vaive Shops 
3 Models 





WHAT ARE 


bas y Ways 


TO OPEN a> oie? 





Li. UNCOVER THE “MISSING LINK”... 
that amazing Laughlin fitting that puts cus- 
tomers in a buying mood because it’s a link 
that’s stronger than the chain itself! 


a REVEAL THE LATCH THAT LOCKS THE 


LOAD ... the famous Laughlin safety hook. 
Gives hoists great safety efficiency, protects 
workers and equipment from damage caused 
by slipping loads. 


PRODUCE THE ‘‘FIST-GRIP”’ CLIP... 
another Laughlin sales-getter because it saves 
money, rope, accidents, time, bolts, tools. 
Grips wire rope firmly without crimping, bow- 
ing, crushing rope. 


4 

od 

™==® SHOW THE TEAM THAT PAYS OFF 
DOUBLE ... the Laughlin Clevis Grab Hook 
and the new Clevis Slip Hook preferred be- 
cause they need no connecting fitting, no cut- 
ting, bending, rewelding. 





FOR 
ALL AROUND 


CONCENTRATE ON LAUGHLIN because: 


SALES 
ON FITTINGS 
FOR 
WIRE ROPE 


Laughlin’s exclusive sales leaders sell 
fast. 


Laughlin gives you the widest selection 
from one source. 


Laughlin offers a good profit margin. 


Laughlin products have a quality repu- 
tation backed up by national adver- 


Laughlin assures timely deliveries from 
a large stock. 


Laughlin gives you a liberal freight al- 
lowance on 100-lb. shipments . . . saves 
expense of parcel post, express, mini- 
mum transportation. 


Laughlin has conveniently located sales 
offices. 


AND CHAIN 


tising in leading trade magazines. 
FOR FURTHER DETAILS, see your nearest 


Laughlin representative. THE THOMAS 
LAUGHLIN COMPANY, Portland 6, Maine. 


[AUG T Li ye @& Laughlin Protects the Distributor 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 


Laughlin provides the most educational 
catalog in the industry. 
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THE MEN 
you SELL 
PREFER 


CARD 
TAPS 


Yes, you will find Card Taps preferred 
items in your stock. What’s more, Card 
backs you up by assuring immediate nation- 
wide delivery from the seven Card ware- 
houses in New York City, Detroit, Chicago, 
Ft. Worth, Los Angeles, San Francisco, 
Seattle. Card distributors get further back- 
ing through Card merchandising helps and 
Card advertising to the trade in which 
prospects are urged to contact Card dis- 
tributors. For complete details, see your 
Card representative and find out how our 
more-than-fifty years of dealing through 
distributors has given us valuable ex- 
perience that can work to your advantage. 


-_ Why 
Card Taps pictured above are - (: x RD 
but five of a wide variety , 
available. 


an vv A . s 
TZ G 
; he Covlified . 
Culling j 
G 


* 4 4" 
by Pir 
Al NMBurah Testing ic 
7 e SO makers *boratory 


of @ complete 


MANUFACTURING CO. M's Die Stock, Top Wrenchey = Round Adjustable 
nc 
Mansfield, Massachusetts es and Screw Plates, 
DIVISION OF UNION TWIST DRILL COMPANY 
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WISH OUR WEST COAST PLANT 
COULD STANDARDIZE ON CUTTING 
TOOLS. IT SURE HAS SAVED US MONEY 
ANO SPEEDED PRODUCTION HERE. 








Co 
ndord Tool 
and Worehouse® 











WHY NOT, BOSS? STANDARD SHIELD BRAND 
TOOLS ARE AVAILABLE COAST TO COAST. THEY 
HAVE A NEW SAN FRANCISCO BRANCH. 





STANDARD means SBowee 


Investigate the time and cost savings that can be realized in your 


operation by using Standard Shield Brand Tools. 


Complete Service Stoek—that saves your time. Over 10,000 
items carried in stock—supplied by warehouses in principal cities 


coast to coast. Solves your purchasing problems. 


Foremost Quality— that reduces your costs—because of un- 


excelled design, material and workmanship. 


Reliable Performance —t)al speeds your production. Proved 
because Shield Brand Tools have been spec ified and used in every 


industry since 1881. 


Call your Industrial Supply Distributor for prompt, accurate and 


reliable service. 


STAN DARD 100 L (0. CLEVELAND 4, OHIO 


New York + Detroit - Chicago + San Francisco 
THE STANDARD LINE: Drills - Reamers + Taps + Dies + Milling Cutters + End Mills » Hobs + Counterbores +» Special Tools 
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Talk of the Trade 


NEW ADDRESS: After all these years, 41 of them, the 
National Association has moved its headquarters from 505 
Arch Street, Philadelphia . . . The new address is 1900 
Arch Street . . . 505 is one of several buildings that will 
be demolished to make way for an Independence Hall 


Mall 


WE’RE BAFFLED: Last month, my colleague, Jack 
Wertis handled Talk of the Trade while I vacationed . . . 
Jack reported on Ruth Gardner (Harry P. Leu, Orlando, 
Ila.) receiving an invitation from a San Salvador resident 
to open correspondence with him . . . The San Salvador 
“reader” apparently is looking over INpustRIAL DistRIBU- 
TION carefully because we now have a report that* Pearl 
Staudigel (Bingham Co., Cinci nati) also has received a 
letter from San Salvador . . . It is identical to the one 
received by Miss Gardner . . . Maybe we should start a 
lonely hearts club for San Salvador readers. 


CHAIRMAN: Ray Neal (R. C. Neal Co., Buffalo has 
been appointed chairman of the Industrial Supplies Com 


mittee of the Buffalo Chamber of Commerce 


IN FRENCH TOO: That “writing orders right” is not 
a problem peculiar to our industry is indicated in a letter 
we recently received . . . It came from R. Cansini, man 
aging director of Comite National Belge De L’Organ 
izaction Scientifique . . . Mr. Cansini wrote: “We have 


read with deep interest the paper on ‘Write the Order 
Right’ in the February issue of InpustR1AL DistRIBUTION 
and consider it as an excellent introduction of the subject. 
May we ask you for the kind permission to have it 
translated into French and published in our review 
Organizaction Scientifique.” 





ON THE JOB: Hugh Hirshon (W. S. Wilson Corp., 
New York) has been confined to bed for some time now 
with a back ailment but he doesn’t let that stop him from 
taking an interest in the business . . . Hugh has a phone 
right by his bed and uses it plenty . . . He even says there 
are some advantages to being away from the office—no 
distractions. 


THE WINNER: Too bad our convention wasn’t being 
held in Atlantic City last month . . . There was a big horse 
race there and who do you suppose won it? . . . Super 
Salesman was the winner and paid its backers $16.40 for 
$2... . Can you imagine how many hunch bets therc 
would have been if our sales-minded industry had been in 
town? 


GOOD NEWS: It certainly was good to hear that Norm 
Good (Clipper Belt Lacer) has started making calls on dis 
tributors after a long illness . . . Keep up the good work, 
Norm. 


R.W.B. 
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From U-Bolt to bonnet... 


2 1 


ee 
G4{T 
oO. = 


ee 


1 Perfect-Grip Handwheel 
2 Valve Index Plate 
3 Secure Wheel Nut 


4 Heavy Manganese Bronze 
Spindle 


Large Packing Nut 
Self-centering Packing Gland 
Deep Stuffing Box 

Heavy Duty Bonnet 


Unique Renewable Bonnet- 
Saver Bushing 


10 Body-Bonnet Safety Joint 


TI Extra-Wide Gauge Reversible 
Bronze Wedge 


12 Heavy Duty Body 

13 Bronze Seat Rings, Expanded in 
14 Full Length Pipe Threads 

15 Liberal Diaphragm Clearance 
16 Strong U-Bolt 


JENKINS 





U-Bolt Gate Valves 


Fig. 42-A, Bronze Mounted Fig. 40-A, All Iron 
Screwed: 150 Ibs. Steam — 225 Ibs. O.W.G. 1/,” to 3” 


Fig. 43-A, Bronze Mounted Fig. 41-A, All lron 
Flanged: 125 Ibs. Steam— 175 tbs, O.W.G, 114" te 3° 





Look over that list of advanced features! Only 
the patented Jenkins U-Bolt Gate Valve has 
all these points of merit. And every one of 
them is a talking point to help Jenkins Distrib- 
utors clinch more U-Bolt valve sales. 

Take, for example, the “Bonnet-Saver Bush- 
ing”— an exclusive Jenkins development. A 
renewable bushing, it saves junking the bonnet. 
When operating threads become worn, just 
slip in a new “B.S.B.” and restore the U- 
Bolt Gate to new valve efficiency. Lift out the 
bushing and you can clean out any deposits 
that form in bonnet chamber. 


™ 


A valve with the bull-necked endurance, 
ease of maintenance, and operating economy 
of Jenkins U-Bolt Gate is a “natural” for those 
plumbing-heating, mine, mill or other services 
where excessive sediment is tough on valves, 
and where freezing is a hazard. This kind of 
valve design, fighting wear, preventing trouble, 
and setting records for low maintenance, is 
another reason why Jenkins remains the pre- 
ferred valve franchise . . . why it pays, and 
pays well, to sell Jenkins Valves. 

Jenkins Bros., 100 Park Ave., New York 17. 
Jenkins Bros., Ltd., Montreal. 


BONNET-SAVER BUSHING — enables you 
to renew the bushing instead of junking the 
bonnet. Just slip in a new “Bonnet-Saver 
Bushing” and spindle threads have a new 
full bearing in the same old bonnet, 





A new, U-Bolt Gate Valve 
circular, Form 179-B, is avail- 
able as a selling aid to Jenkins 
Distributors. Send in your order 
for a quantity, imprinted with 
your name, address and 
phone number. 


EASY TO CLEAN— You can really get 
into the bonnet of this valve to clean out the 
chamber above the operating threads, to 
remove wear-accelerating sediment. 


RUGGED CONSTRUCTION — Here's proof. 
When the U-Bolt nut was tightened down 
with a 14” socket wrench until the high 
tensile steel bolt broke, the heavy duty 
body and bonnet did not crack! 





Pyle 


Materials too hot for conventional type conveyor belts now ride safely on 
M l hot f t l ty yor bele Je safely 
Republic Rubber-Glass Belts 
REPUBLIC'S 5-POINT POLICY Rubber-Glass Conveyor Belts are made with woven strands of glass fabric, imbedded in 
special insulating rubber. They look like, and, except for unusual resistance to high tempera- 
® A LINE of rubber items sufficiently complete tures, act like regular conveyor belts. They're tough and flexible; high in resistance to cutting 
: Pe ee ee ; ; and abrasion. 
je trade ted 
* A QUALITY ; In Hillsville, Pennsylvania, the Carbon Limestone Company uses a 365-foot ca endless 
of ¢ ry rm ood and ~ 4 
Boable of d “bes Republic Rubber-Glass Belt to conquer heat concentrated in their product— ground agricul- 
pable delivering service results t shou 
gonebly be expected tural limestone. 
te A PRICE basis inducing and making possible » The pulverized stone leaves a series of crushers, screens and heat dryers and drops sting- 
@ressive competitios senteuiilic- enuibeaandiiel ing hot upon Republic's Rubber-Glass Belt. 
% FREEDOM from petition foam We comes The work is continuous and although temperatures often exceed a belt-killing 300° F., 
F sus either direct ect, among the trade up to 80 tons of material are handled during a single hour without harm to the belkt. 
vered by his day to day tations 
® SELLING helps of reasonable amounts so that 


his sales force may be given the adva 


Republic Rubber-Glass Conveyor Belt is furnished in either straight or step-ply construc- 
tion in a wide variety of widths and thicknesses for use where hot materials are encountered. 
And, don’t forget the many other items listed in your Republic Catalog. Each one has 

tage of specialized tra gandak “ > ¢ 


+ ae nye been developed to fill a particular need better, bringing greater satisfaction to your customers 
and greater profit to you 





— * wits 


INDUSTRIAL RUBBER PRODUCTS BY 


REPUBLIC RUBBER DIVISION 


Lee Rubber & Tire Corporation 
YOUNGSTOWN, OHIO 
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—Industrial Distribution 





Is Your House In Order? 


URING the past week I have been reading the 

bound copies of Mitt Suppiies (now INpus- 
rRIAL DistripuTion) for the years 1941 and 1942. 
The editors during this period did a wonderful job of 
reporting developments affecting distributors. Par- 
ticularly, they did a grand job of interpretive analysis 
on the many controls that emanated from the rapidly 
changing bureaus that ran the show in Washington. 


Current of Necessity 


One order was superimposed on another in a be- 
wildering array. And throughout was the underlying 
current of necessity which brought on tighter and 
tighter controls as materials of all kinds became 
scarcer and scarcer. But isn’t that the way it had to 
be as we started with the first rumblings of defense 
production through to all out war. Sweeping con- 
trols were not necessary at the outset when the econ- 
omy was not operating at more than 75 percent of 
capacity. There was lots of slack except in a few 
strategic materials. But as war production mounted 
practically everything became scarce. 

Remember the sequence of agencies—N.D.A.C., 
O.P.M., S.P.A.B., W.P.B. Or remember the control 
programs—D.S.R.P., the L-orders, the M-orders, 
P.R.P. and C.M.P. And more specifically, how about 
L-63, P-100, PR-10 with end use coding and, of 
course, PD-1X. These will all bring back memories 
But, their precise meaning will be a little hazy now. 
Indeed, as I read the record, they were hazy with a 
lot of distributors even at the time. 

Those were rough days for distributors. ‘Their 
very essentiality was in question. Despite the shortage 
of help and the extra burden of paper work, however, 
the dollar sales of distributors increased almost three- 
fold between 1939 and 1942. Stated in another way 
this meant distributors were supplying our war pro 
duction industries with an undreamed of volume of 
essential equipment, tools and supplies. 

Now we are in another defense production pro- 
gram. Before Korea, the plan was to spend $15 bil 
lion on our own military, on stockpiling materials and 
on arms aid. Since Korea the figure has climbed to 
$30 billion plus. And as I write, another $10-$15 
billion on top of everything else is in the works for 
either late this year or January. And so the figures 
grow. 

Business can absorb some of this increased produc 
tion. But, the overall economic picture now is quite 
different from what it was in 1939-40. Then the 
U.S. had a big pool of reserve manpower—eight 


million unemployed—and there was idle plant capac 
ity. Now the economy is stretched taut—emplov- 
ment is at record levels with unemployment at rock 
bottom. We can and will build added capacity. But 
that comes slowly. To meet the rapidly expanding 
demands of our defense establishment many plants 
in the hard goods industries now will have to change 
over to the production of military items. Such a shift 
will bring controls—controls to give military pro- 
duction priority on scarce materials and controls to 
check inflation 

Congress has already given the President powers 
equal to those given in World War II. Their imposi- 
tion, however, will probably come slowly at fist. 
There is an inevitable lag between the appropriation 
of funds and the time those funds bring production 
line activity. And it’s at the actual production stage 
that the pressures begin to be felt. War-scare buy 
ing could, of course, upset the time table. Anywav 
you look at it, we'll have controls with teeth in them 
at a much earlier stage in our defense program than 
we did in the slow build-up of ’39, ’40 and ’41. And 
the chances are controls will continue over at least 
the next 2 or 3 years. It'll take that long for pro- 
posed programs to work themselves out. 


Take Action Now 


Distributors will ask themselves the question, 
“What does this mean to me?” Obviously, distribu- 
tors are in the heart of any production drive. They 
have a positive responsibility to get their houses in 
order to meet the demands that will be put on them 
by their customers. Drawing on the problems and 
experiences of World War II, the editors of Inpus- 
rRIAL Distripution have developed a “Take Action 
Now”’ program to aid distributors and their salesmen 
gear themselves for the defense job before us (see 
p. 73-88). 

The lessons of the past and the compelling pres- 
sure of recent events point to the need for action 
now. Houses should be put in order. Then we won't 
have to fight a rear guard, defensive action against 
those who deny the essentiality of distributors. In 
deed, we damned well better prepare. ourselves now 
to do this job which lies ahead. 


| Oe eS ae 
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CUSTOMERS APPROVE of The Tool House, new division of Cragin & Co., DAIRY ENGINEER N. C. Hatfield 
Seattle, Wash., where they can make selections from displays and get immediate finds “the displays remind one of things 
service The tool stocks attract all types of customers—mechanics to engineers one forgot to buy” like the tool chest 


Small Buyers 


SMALL INDUSTRIAL BUYERS, engineers, mechanics, ma 
chinists and carpenters get specialized service from 
Cragin & Co.’s ‘Tool House in Seattle, Wash. and ap 
preciate it. The new division of the Seattle industrial 
supply firm opened on April 18, 1949 and, after a vear’s 
operation, has proved itself to be an effective means of 
realizing the purchasing potential of small buyers 
Cragin, general manager, reports that the ‘Tool 
House went into the black in the fall of 1949 and busi 
ness has improved each month. More than half of the 
business is from customers never served by Cragin & 
Co. before. W. A. Morrison is manager of the Tool 
. House and is assisted by Don Faires. Due to the popu 
CONSTRUCTION EQUIPMENT servicemen, ‘Ted Jones larity of the new division, another man may be added 
und Max Savre, find The Tool House is everything you to the staff. - 
, s need it and its-easy to shap in Che 50-by-100-ft. building is located in the heart of 


vin 


WAREHOUSEMAN Elmer H tT picks uy 1 order for AUTO MECHANIC Art Burk “‘alwavs get what I need 


windry he works in t lik 0 pick up special tool from The Tool House because it’s a convenient place for me 


l ed for my vork | I ) ot in plastics to shop in and vou can alwavs get good tools 
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PLANE MECHANIC Delwyn Gowdy FIELD ENGINEER C. W. Wilde MACHINIST Arvo Kallio walked over 
thinks “the service is always good, it’s bour likes “real tool place and no to pick up a clamp. “I always shop 
a pleasing place to trade in kitchen equipment, get tool ideas.” here, saves time; dependable products.” 


Can Be Profitable 


the Seattle industrial section where it is accessible to 
craftsmen during lunch hours. ‘The 50-ft. parking strip 
adjacent encourages car callers. 

According to Mr. Morrison, a considerable numbx 
of customers are attracted by the window and interio: 
displays. Approximately 1900 sq. ft. are devoted t 
display. Hundreds of tools are mounted on offset panels 


on walls, display islands and in the windows. ‘Tools are 
numbered to correspond with descriptions on adjacent 
reader boards. 
Outside salesmen of Cragin & Co. utilize the store’s 
services to take care of individuals—from engineers to 
craftsmen—in the plants they visit. When asked about re . . ‘ 
tools, the salesmen refer these people to the Tool Hous« SHEET METAL WORKER Art Erickson hopes to have 
assuring them of consideration and services and satis his own shop and finds The Tool House is “‘the place where 
faction from selecting the exact tool they want I can see what I need and take my time about getting it.” 





METAL SHOP FOREMAN W. H. Hayden likes the CARPENTER Theodore Peterson, being a contractor, looks 
place because “it has everything in tools, is close by, the for product information which, “you, get at The Tool 
service is fast. Everything’s where you can see it House” and he thinks they're nice people to deal with.” 
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CONSOLIDATION of departments at Woodward, Wight & Co., New Orleans, is 
effected in a new office layout, conducive to orderly work. 


EXECUTIVES WORK in close cooperation and privacy. M. F. Hilbert and G. F. 


Souderes, vice-presidents, are pictured with their secretaries. 


Ps RS, 


NEAT DESK ARRANGEMENT 


departmental teamwork 


68 


gives employees added room, facilitates inter 
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Efficiency Up 


In New Layout 





CAREFUL PLANNING AND LAYOUT Ie- 
cently produced a new “Business Face” 
at Woodward, Wight & Company, 
Ltd., New Orleans. By adding 7,200 
square feet to its general office space, 
the firm was able to transfer several 
office units, thereby releasing some 
4,000 square feet for storage facilities. 

In addition, the company built a 
private offite for L. C. Deckbar, presi- 
dent, and another one for other execu- 
tives. Two large meeting rooms, where 
conferences may be held or fins 
shown, were provided, and lockers now 
replace old hat and coat racks. The 
result: 18,000 square feet of office 
space and an additional 4,000 square 
feet in the warehouse. 


Benefits of Project 


Immediate benefits of this project 
stem directly from utility and distinc- 
tion of design. In the larger office 
space, departments are now located so 
that those divisions working as close- 
knit units may operate next to each 
other. Thus, employees work in an 
efficient, more consolidated manner. 
Rearrangement of departments gives 
employees added desk-room. They can 
move about more freely, handling 
routine affairs in a more orderly way. 

Mi. Deckbar and other executives 
also profit by these innovations. The 
president’s personal office provides a 
privacy that makes administrative work 
move more smoothly. The same ap- 
plies to the smaller new office avail- 
able for several other executives. 
Moreover, important sales conferences 
will be held in the two meeting rooms, 
where a minimum of distraction is 
possible. 

The above “efficiency” benefits tell 
only a part of the story. The added 
fact that Woodward, Wight & Com 
pany now possess a distinctive, mod- 
ern office layout will impress visitors 
with the feeling they are doing busi- 
ness with a progressive supply house. 








New Orleans distributor 


remodels general office, 


saves time, space with 
functional, eye-catching 


design. 





rhe orderly distribution of space is an 
asset, when viewed by prospective © FLUORESCENT LIGHTING makes for pleasant working conditions in pricing, 
buyers; a neat, well-run office is a filing, traffic, order, billing, and dictaphone epartments. 
good selling point. 
Increase in warehouse space is a 
vital improvement for Woodward, 
Wight, since large stocks of produc- 
tion and maintenance equipment are 
an index to steady, economical buyer- 
service. Formerly, the office overflow— 
dictaphone department, recreation 
room, and telephone switchboard— 
was located on the second floor of the 
company warehouse. This diminished 
the potential quantity of stock on 
hand 


New Arrangement 


The new office space is given over 
to the clerical divisions: billing, pric- 
ing, purchasing, sales analysis, traffic, 
order, dictaphone, mail, and filing. 
The sales department operates in the 
original 10,800 square feet, with credit 


department centrally located and ex UTILITY AND DISTINCTION are designing features in the newly-built private 


ecutives at one end. office of L. C. Deckbar, president. 
As is shown on this page and the 


one opposite, effective use of fluores 
cent lighting and strategic placement 
of air-conditioning equipment pro- 
vide employees with conditions for 
steady, accurate work. Lighting is also 
an asset in Mr. Deckbar’s office, not to 
mention furnishings both attractive 
ind functional. 

Notable, too, are the sprinkler sys- 
tem and the plan of electrical outlets. 
The former is a dependable safety de- 
vice, the latter a necessity in using up- 
to-date business machinery. 

Woodward, Wight & Company en- 
countered the common problem of 
office efficiency and space allocation. 
They solved it in a practical fashion, 
through constructive remodeling and 
departmental consolidation. In Wood- 
ward, Wight’s solution, selling policy 
and plant renovation are graphically 
related; the one is concretely furthered G. F. Sins, sales man 
by the other. ager dictates to his secretary 
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PICTURE-FRAME PAGE uses the manufacturer's own promotion piece, set off on 
all sides by “Maddock”. As usual, other lines handled are run down the page. Color 
ind type are chosen carefully for boldest effect, quick cve-appeal. 





MADDOCK MADDOCK 


MASOCSE & CO., INC. + 62 NORTE SIZTE STRSET - PRILADELPEIA 6, 9A. MADDOCK B CO., INC. © 42 NORTH SINTH STREET © PHILADELPHIA 6, FA. © LOmnerd bere 
LOmbard 31-6700 
wouste E AND EQUIPMENT 


e TOOLS AND SQUIPMENT 


MADDOCK 


Has complete stock on hand in coils of 100 
and 230 leagths 

or 
The Arrows point to only ope 
of the weeny quality lines 
Distributed by 


MADD OTCEE . prowe comnere sere 


Cut and Welded to your specific requizements 

















POSTER-TYPE PAGE. promoted saws, and “Maddock”, 
too, of course, with “‘live’”’ saw insert. Original draft had 
line cut alongside “or” at lower left, was dropped because 
it set up conflict of interest, and added to the mailing budget 


DIE CUT-OUT PAGE, stapled over the supplier's own 
italog leaf, dramatizes “Maddock” as source of supply 
directs the customer into other quality lanes handled by the 
listributor, puts four-color advertising im economical class 
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Big Things With A Little Direct Mail Promotion 


Dors YOUR DIRECT MAIL PROMOTION program strive fo1 
1 sales curve, that looks like this: 





= 
20}-4 
; 
: 
} 


5} No. of Gears Sold 


20 


Or do you, like Maddock & Co. of Philadelphia, aim 
for a sales level on the product that looks this way 


a oe CAMPAIGN BEGINS with gear stock check by Ralph 
McIntosh and P. A. Bill Hoffman of Maddock & Co., Phita 


delphia 








Mor Apr Apr Apr Apr Moy Moy _ 
27 3 10 17 24 1 


and continues to look like that long after the “all out 
product push has ended? 

Maddock & Co.’s direct mail technique is unusuall 
simple and direct. Here is how Ralph Mclntosh, treas 
urer for the firm summed it up for Percy Maddock, owner: 
and president, when he approached him with the idea 

“Every buyer is a busy man. He has so much work to 
do in a day, and just so many hours to do it. So whateve: 
direct mail Kterature comes across that businessman 
desk has got to hit him quick and hit him big; it’s got 
to be easy to digest, it’s got to be inviting. It must be 
solid enough to make a strong bid for his trade; easy 
enough to read so that he can get it all on the run.” 

Mr. Maddock was a little doubtful. But when he saw 
Mr. MclIntosh’s first rough draft of what he considered 
‘good stuff”, Mr. Maddock began to think better of this 
“headline technique” that hit fast and hard. It was 
simple; it was easy to read—and it certainly promoted 
the Maddock name. When the piece brought back 
30 percent response, Mr. Maddock was sold. 

Mr. Mclntosh’s “principles” are as simple as_his 
methods. His promotion pieces do three things cheaph 
ind well; they sell the product and they sell the Maddock 
name; they dramatize the product itself; they call atten 
tion to the other quality lines handled by the distributo 
firm. Each one tells what the product is, where it i 
used, who has it (Maddock, of course) and in what forn 
it is available 

The promotion picce itself looks like a poste Th 
few words it carries are spotted in fast-reading decks, in 
newspaper headline style, and placed on the page to 
apture the eye, lead it down through the brief product BILL. HOFFMAN IS PROVOKED by Ralph McIntosh’ 
nessage, and out into the margin where the other qualit ess with the gear promotion picce. He suggests “doing 

(Next page, please) n this band saw stock 


“LOOKS GOOD TO ME,” Albert Miller, firm secretary, 
advises Mr. McIntosh as they study the printer's proof of 
the direct mail pie to go out on gears 
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HOW TO DO BIG THINGS WITH PROMOTION (Continued) 


lines Maddock carries are listed. The whole page is short 
and sweet. In Mr. McIntosh’s own words: “Keep your 
message as brief as possible; tell only as much as you 
need to, in the fewest possible words.” 

The “Maddock” portion of the piece always appears 
in the same letterhead style for easy recognition; it’s 
always bold and black enough to dominate the page. 
The major lines always are carried on the page as well; 
run down the left or right hand edge. 

Each promotion piece is kept within a strict, pre- 
determined budget. Exclusive of postage, the costs are 
scaled down around $75 for a mailing to 2,600 customers 
A cost breakdown would run something like this: 


. > Mailing, $21-28 per 2500 to 3000 
she tae Internal Handling, about $50 
| Total Cost, $70. 


“Internal handling’’ would include perhaps two days’ 
MAN AT WORK, with a busy pencil and a bit of band pay at secretary wages for between-job work. Mr. Mc- 
saw stock before him, Mr. McIntosh blocks out his pro Intosh’s own secretary handles most of the work, but one 
motion page. (For the finished product, see first page.) man, on full time, could do it in eight hours 


Expenses Kept Down 


To keep costs low, and to get greater value out of 
manufacturers’ product literature it frequently is used 
as the “body” for the message. That is, it will be used 
within a “Maddock” frame, as in the insert on Parker- 
Kalon; or as backing for a dramatic cutout that “pictures” 
or otherwise draws attention to the product sold, as in 
the Greenfield promotion piece. (The page cutout, by 
the way, was die-cut, $20 for 3,000.). Most distributors, 
receiving the same literature, would have been satisfied 
merely to stamp their firm name on it and send it out 
“as is.” The Maddock method “sets the scene” for sales 
by pointing loudly to itself as The source of supply. 

Each mailing to the 2,600 customers goes out on a 
Wednesday, always a Wednesday—for the soundest 
psychological reasons. Mr. McIntosh and Mr. Maddock 
watched their own mail for some time before they chose 
that day. They noticed their mail was lightest on Thurs- 
days, which meant they would have more leisure to read 
whatever came across their desks on Thursday and 

BAND SAW ORDER, first to come in as a result of the Friday. And what was true of themselves, they logically 
campaign on the product, is filled by Arthur Hadgkiss as reasoned, would be true as well for their customers. So 
Mr. McIntosh looks on approvingly. Wednesday was made Maddock’s official “mailing day’. 


What Measures Success? 


Maddock & Co. tries to reach definite goals by its 
newly-styled direct mail pieces. It accomplishes, of 
course, its most immediate objective—to sell products. 
In doing so, incidentally, it keeps its name before its 
customers, calls attention to the te it handles, moves 

slow inventory, pushes new products, moves a profit line. 
In every case, the increased sales of a product that have 
followed a campaign (one is put on every six to eight 
weeks) have brought back considerably more than the 
expenses of the mailing. 

But Maddock strives for one other more tangible, more 
continuous, sales-producing objective. Mr. McIntosh 
puts it this way. 

“It’s wasted effort, wasted time and money to push 
a product with a concentrated mail and sales campaign 
for a couple of weeks, then let your sales graph on the 
product fall back to its original low level. You haven’t 
really changed a thing by your direct mail outlay. You've 
taken in a few extra dollars, perhaps, but you’ve added 

NERVE CENTER of promotion at Maddock & Co. is the some extra replacement inventory. Lift your sales graph 
id department. Mildred Chapman, Mr. McIntosh’ secre line; that’s your only real measure of your direct mail 
tary, handles the operations between shorthand notes program’s success.” 
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AS INDUSTRY PREPARES FOR DEFENSE, YOU CAN... 


Take Action Now 





om Ae lee asa EE 


Appraise your territory 
Strengthen your inventory 
Streamline your organization 


Revive your defense supporting services 








—_—I(ndustrial Distribution 
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Take Action Now 





BILLIONS OF CURRENT DOLLARS 


250 





| | 
GROSS NATIONAL PRODUCT... 











RESTRICTED 
INDUSTRIES 
\ 


J March 1940—Essential materials 


(allocated on voluntary basis 
j March 1941—Mandatory allo- 
\cation of essential materials 
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Price Administration and > 


f 


( 


F- agement established | 


January 1941 — Office | 


for Emergency Man- 
of Production Ma 
ment created 
-— April 1941 — Office of 
Civilian Supply created 


May 1940—Office 


— 


ANNUAL RATE 





January 24, 1942 — 
OPA placed on statu- 
tory basis 


| 


| 


duction Board in, OPM out { 
Maximum Price Reg- 
ulation freezes prices 

i Freeze, | 
War Labor Board and Treas- 


January 2, 1942—War Pro- | 
| March 1942—General 


— October 1942— 


| 





1939 


1940 


1941 


1942 


Note — Restricted Industries include motor vehicles, consumer durable goods, nonwar construction, and consumer purchases of gasoline. 





DEADLY PARALLEL? 


MAYBE NOT, BUT IT DOES GIVE... 


A Shape Of Things To Come 


Billions for defense on top of virtual capacity production 
indicates gradually mounting difficulties for supply industry 


IN THE NEXT TWO YEARS, American 
industry, which has been operating at 
near capacity, will have to demon 
strate its power to produce all the 
materials essential for defense again. 
Che country is faced with a new chal 
lenge to its industrial might. Again 
it must produce the right things in 
the right amounts at the right time. 
As in the past, the task assigned to 
the industrial distributor in this crisis 
is a critical one and one which will 
require all his knowledge of industrial 
needs, of skillful organization and his 
capacity for service. 

Although there is no certainty about 
the future, the new defense program 
now getting under way is bound to 
affect the economy of the nation 
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Ihere is some difference of opinion 
as to the extent to which various seg- 
ments will be affected, but none will 
claim smooth sailing for the whole. 
Most economic indicators currently 
are at record peace-time levels or very 
close to all-time highs. Whereas 
eleven years ago, when the country 
began to mobilize for defense, there 
was considerable room for expansion. 

This new industrial expansion pres- 
ages problems in manpower, materials 
and civilian goods production. Most 
of the unemployed will be absorbed 
by an intensification of the defense 
program thereby creating a manpower 
problem much sooner than it did the 
last time. Although we are better pre- 
pared in ships, armaments, plant ca 


pacity and machine tools than we 
were in 1939, recent events have 
proved that it is insufficient. 

Informed opinion predicts that the 
“defense-boom” will run at least two 
years, that being the minimum time 
for the economy to absorb the new 
program and to grow enough to han- 
dle civilian business comfortably. 

Industry will gradually, but stead- 
ily, increase its preparations for turn- 
ing out defense requirements. Only 
a few immediate controls are pre- 
dicted for the next few months and 
some cutbacks of civilian production 
may appear before the new year. But 
these predictions are contingent on 
nothing untoward happening to dis- 
turb the international situation any 
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A Shape of Things to Come 
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more than it is at present, an event on the 
which might bring out an “all-out” 
effort immediately. 

Under the circumstances, industrial 
distributors must be prepared for vir- 
tually any eventuality. In time the de- 
fense program superimposed on an 
ec onomy already operating at near Ca- 
pacity will reintroduce many of the 
problems and difficulties that were 
prevalent in 1939-41 when the nation 


distributor's operations, his 
inventories, organization and services. 
In addition, the distributor also may 
face manpower difficulties from the 
draft, from competition with defense 
plant wages, from increased paper- 
work through the handling of pri- 
onities, 

The two immediate jobs for the 
distributor then are: (1) to demon- 


will arise. The outline and suggestions 
are based on the experience of indus- 
trial distributors in the trying, hectic 
years prior to Pearl Harbor. 

In many respects, the situation now 
resembles what it was when, in that 
“all-out” defense, production evolved 
gradually. However, lengthening de- 
livery time on many items and diminu- 
tion of available manpower today are 


undertook the job of becoming the 


“arsenal of democracy.” If the experi- 


ence of industrial distributors during 


those pre-war years is not to 


planning is now. 


be 
wasted, the time for preparation and 


As large defense orders are placed 
with large prime contractors, they will 
seep down through sub-contracting to 
the smaller plants. In fact, care is be- 
ing taken now to distribute work to 


strate that his organization, through 
its intimate knowledge of every fac- 
tory, every piece of machinery in the 
territory he serves, is a vital factor in 
keeping the industrial machine run- 
ning at top speed, and (2) carefully 
planning his territory’s needs, current 
and future; arranging his facilities and 
organization to perform maximum 
service with minimum difficulty. 
The following presentation indi- 
cates what steps the individual dis- 


signs of early troubles. Inventories will 
be harder to build up to take care of 
increased production all around. The 
manpower shortage is developing more 
quickly than it did before World 
War II. 

The need for each distributor to 
be fully informed about his own ter- 
ritory, his customers’ plans and eco- 
nomic regulations is only too appar- 
ent. In order to continue perform- 


ing efficiently in face of mounting 
obstacles, he must plan now—he must 
“take action now.” 


these smaller plants to spread the 
work load and utilize all the available 
capacity. Distributors’ customers will 
be changing operations to handle de 
fense production, to avoid curtailment 
of civilian production when materials 
become critically short or when man 
power becomes scarcer. 

Such changes will have their effect 


tributor can take to anticipate and 
mitigate many of the problems that 





What’s Doing in Washington? 


You not only need the answer to that question but you also should know 
how Washington happenings are going to affect you. You'll find the 
latest information out of Washington starting on Page 7. Look for this 
feature every month—it’s important to you and your business. 
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Take Action Now 


tT cane 
Nashua Recover 


‘ 1H. onl 
Citizen's wusl M doned by \i 


town buys plants | 
a 


them #ge'" ™ 


j ie yo 
We ae 


tls | 
tron, | won 
woe diversified industry \ o 
back of } ‘ oo 
wl 
Topsy-Turvy a 
Price rises 
k + buyis 
make industry happy Natural Gas 
some cutbacks in pri Expansion 


SPreads gloom f 5 
. " 

hat « 1 §. Dele 
mach a 
end 


"os 
WASHINGTON _ 
orders for puiia: 
acho the a eed materia 
p [if noth 
me mate © ME else does, 
cece Spyeh Ov] MORE Predicted yesterday 
~ . 





sir : 
Ss \ts Indu Y By 9 


ae 2 
v 
ae 
~~ ow 
wt 


Raya Sa 
ZS 
yo 
tt 
ot 
Industry s 
alled Aid “6 


Orders to 


cause Materia] Maker. 


~ [Government Suspends 
Surplus Property Sales, 
Orders New Screenin Z 


* {Baldwin Locomotive Awarded 
“Major Tank Order” by Army 


From Tae Wait STREET JowEra: PRundetpae 
PHILADELPHIA — Baldwin Locomotiy 

Works annotinced it has received an orde 

from Army Ordnance to fabricate and ma 


we. 
wos 


g 
we 
of 


ws 





Cut C ivilian Const 
s Already 


housing | ™ 
and | 78% from May, 1949 


. Cement, soft . 
Weed pi 
‘4 was ‘Substantial eet 
OF Peaks acommtin— rove” | certain 


its 
coked at agin to see if it is 


_ WASHINGTON The Government 
© freeze or suspension of the sa: 
Property. All ita property w 








THE INDUSTRIAL PICTURE IS CHANGING AND YOU MUST... 


Appraise Your Territory 


Knowledge of customers’ plans and prospects, defense pro- 


gram effects in your territory is key preparing for changes 


INDUSTRIALLY, your territory your 
ward. You are responsible, more or 
less, for its performance, whether it 
be for defense or civilian production. 
The fact that you are essential to 
efficient performance during peace 
time makes it doubly imperative that 
you maintain its record during times 
of national emergency such as we are 
entering into now 

The slow pace of change in industry 
in the next few months will be decep 
tive and very likely will breed apathy 
among many distributors. But in 
difference at this stage of the game 
can be dangerous and costly Che 
best informed sources in Washington 
predict that cuts in civilian production 
will be gradual 

However, arms production will be 
expanded rapidly—‘‘as fast as we can 
do it, without creating unemployment 


1S 
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and waste which would 
den, all-out war effort.” Most of the 
extra 18 billion dollars going into the 
defense program will be omitted in 
the next 12 months. Such ordering 
will put high pressure on materials 
and prices. More than half of the 
amount will be for metal consuming 
items (planes, tanks, guns, trucks). 

This rate of spending, barring a big 
war, will run from two to three years 
at least. Military and economic ex- 
perts estimate it will take that long 
for production to expand enough to 
supply the extra for arms, and at the 
same time fill all the needs of a rising 
economy. Changes in industry will 
be slow at first but the tempo will 
pick up fast as orders are placed. 

Che use of critical raw materials for 
civilian production will be restricted 
as actual production on defense gets 


go with a sud 
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rolling. Unless adequate supplies of 
substitute materials can be found, 
many of those manufacturing plants 
engaged in civilian production will be 
either looking for other products to 
make or curtailing operations. There 
is no escaping the fact that all in- 
dustrial communities will be affected 
in one way or another. The dis- 
tributor of industrial supplies and 
equipment must be prepared for all 
the shocks, readjustments, and fluct- 
uations which are coming. 

Your territory is the starting point 
of all planning. All your customers 
will be affected by the industrial mob- 
ilization for defense, directly or in- 
directly and more or less. Plans and 
production schedules are changing 
now. Now is the time to recheck all 
customers’ plans and activities in order 
to be prepared for any major change- 





overs and for performing all the 
services that will be expected. 

At this stage, the initial step is to 
learn accurately to just what extent 
your territory will be involved in the 
direct defense effort. Some of your 
customers were engaged in war pro- 
duction during World War II. It is 
quite possible that they will be as- 
signed defense work again along the 
same lines. But it is also possible 
that in view of the particular defense 
needs of the moment, they may be 
assigned to make other defense items. 
Some of these plants may not relish 
accepting defense work but may be 
forced into it by order of the Presi- 
dent, by shortage of materials 


May Need Sub-Contracts 


Still other customers, without war 
work experience, may have facilities to 
produce certain needed war goods. 
These too, may be seeking defense 
contracts to keep going. Shortages of 
some materials, supplies and equip- 
ment are bound to develop and these 
will be allocated to defense work. 

Then there will be a large group 
of customers who will continue to 
produce for civilian consumption. 
Some of these may be able to con- 
tinue to operate on the same scale as 
in the past few years. Others, how- 
ever, face the prospect of curtailing 
operations or swinging over to the 
production of different kinds of goods 
because of shortages. There will be 
many problems of procurement, sub- 
stitution and service: The distributor 
will be expected to contribute sol- 
utions to these problems. 

These are some of the changes that 
may take place in your teritory within 
the next year. The only way to be 
ready for them is the check and re- 
check with customers on their plans 
and their prospects. The changes will 
mean shifts in inventory make-up, 
taking on new lines to fit the changing 
industrial picture, seeking out new 
sources of supplies and developing 
new techniques of service. 

The job of ferretting out customers’ 
plans and prospects for the immediate 
future will naturally devolve on the 
salesmen while making their regular 
calls. Cooperation of the customer 
should be sought on the basis of it 
being mutually beneficial. From the 
information obtained, the distributor 
and the salesman hopes to be pre- 
pared to give better service in the 
difficult times ahead. 

Since the purpose of the initial 
check is to find out to what extent 
the territory will be involved in de- 
fense work and to obtain a pattern 
for the service that will be expected, 
the following data should be collected: 


1. Name of customer. 

2. Volume of supply purchases. 

3. Product or products made. 

4. Facilities used. 

5. Supplies required. 

6. Propects for defense work (also 
previous experience, type of work, 
supplies required, etc.). 

7. Customer’s estimate of the man- 
power situation. 

8. Customer’s estimate of the mate- 
rials situation. 

Distributors who have some system 
of collecting sales analysis informa- 
tion will find customers’ volume and 
supplies required right in their records. 
Otherwise, a study of a customer's 
invoices for a typical month would 
be sufficient indication. 

A written report on each customer 
would be advisable since the data 
must be summarized and analyzed to 
obtain the territorial picture. From 
these reports it is possible to translate 
opinion into the fact of how many 
mors and how many sales will be 
channeled into defense work. On the 
basis of the information carried in the 
reports on individual companies, all 
the customers can be classified into 
four groups. These groups are: 


Classify Customers 


1. Those customers who have al- 
ready received defense contracts and 
are now engaged in defense production. 
(For the purpose of determining to 
what extent the area is involved in 
defense work, it is not necessary to 
determine how much of the cus- 
tomer’s production is defense work. 
Defense work will in the next year or 
so increase steadily. It may be logic- 
ally assumed that a plant committed 
to defense work will increase its 
defense output at the cost of civilian 
output. ) 

2. Those customers who engaged 
in defense production during World 
War II but are still producing goods 
for civilian use. 

3. Those customers who did not 
work on defense contracts in World 
War II but which have the facilities to 
produce defense items. 

4. Those customers who plan to 
remain in civilian production because 
of the lack of facilities or experience 
in other fields. 

The number of customers in each 
category is counted. This number is 
then translated into the percentage 
of all customers served by the dis- 
tributor. 

In addition, the sales volume for 
each group is computed and _ these 
figures are also given as a percentage 
of the total sales volume of the dis 
tributor. 


The value of such an analysis is 
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Appraise Your Territory 


best demonstrated by a hypothetical 
case. The fictitious Enterprise Supply 
Co. covers 800 customers and has 
$1,200,000 in sales annually. Man- 
agement of the firm decided to con- 
duct a survey of the territory’s cus- 
tomers and had the salesmen secure 
the above data. 


Study Summary 


A summary of the salesmen’s re- 
ports on customers showed: 


Sales P.C. 
Volume of 
Total 
Volume 
480,000 40% 
456,000 38 


P.C. 
of All 


Customers 


Number 


Type 1...96 12% 
Type 2..120 15 

Type 3..112 14 70,000 6 
Type 4..472 59 192,000 16 


The number of Enterprise cus- 
tomers engaged in defense work is 
small, these being the smallest of the 
four groups. However, this group 
furnished the Enterprise Company 
with 40 percent of the latter's sales. 
They were all good customers. 

The second group, Type 2, which 
included those firms with World War 
II defense experience but without 
present defense contracts, also was a 
small one numerically but represented 
38 percent of the firm’s sales. Since 
these firms were very likely to be call- 
ed into defense work, it was apparent 
that Enterprise Supply had a con- 
siderable stake in defensework. — Its 
future operations would be affected 
considerably by allocations, priorities 
and other regulations. 

Likewise, a summary of supply re- 
quirements of these groups will be a 
good indication of items which may 
be in most demand and which, may 
eventually come under control. In 
addition, this summary will be of 
great interest to the purchasing de- 
partment which will be responsible 
for procuring critical goods. 

By the same token, a summation of 
customers’ . estimates on manpower 
and materials will provide guidance 
in planning. Manpower shortages 
can curtail distributors’ as well as 
cvstomers’ operations. They also in- 
crease costs. The situation in mate- 
rials has a direct effect on customers’ 
operations and an indirect effect on 
the distributor's. 

Such a study of the local situation 
is only a preliminary one. However, 
it will indicate not only to what ex- 
tent the territory will engage in de- 
fense but also its potential for de- 
fense. If material and manpower 
shortages develop, it is quite possible 
that industries will be rated either as 
essential or non-essential in order to 
introduce priorities. 








Take Action Now 
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INCREASED PRODUCTION DEMANDS THAT YOU .. . 


Strengthen Your Inventory 


Sound, balanced stocks tailored to fit present and future 
needs of customers will be harder to achieve later on 


THE OUTBREAK of Korean hostilities 
confirmed what some distributors had 
been thinking about rebuilding in- 
ventories. Since then, the rush of 
orders to manufacturers of industrial 
equipment and supplies have slowed 
deliveries to a point where some dis 
tributors are experiencing acute short- 
ages of certain items. Some manu 
facturers have gone on a voluntary 
illocation basis already and more can 
be expected to follow. 

Under such conditions, it would 
appear that there is very little the dis- 
tributor can do about the inventory 
situation. But, since his existence de 
pends on rendering essential service to 
industry, it is his duty to take positive 
action in these times. He can: 

1. Strive for balanced _in- 
ventories designed to service defense 
ind loyal non-defense customers. 

2. Prevent hoarding 
3. Catalog customers’ surplus stocks 
of supplies and equipment. 

4. Keep informed on administra 
ion of the Defense Production Act 


sound, 


Balanced Inventories 


Inventory expansion can be indis 
criminate or soundly planned to give 
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maximum service to defense and non- 
defense industries in your territory. 
It will be increasingly difficult to build 
up inventories in the future even 
though the increased industrial activ- 
ity will demand it, but some ex- 
pansion will be possible before the 
defense program gets into full swing. 

Balanced inventories are stocks of 
goods that customers need and in 
quantities that will assure immediate 
delivery at the time they are needed. 
While it may not be possible to reach 
perfection, some planning will make 
progress in that direction. 

One of the objects of the salesmen’s 
reports on customers was to obtain a 
picture of what supplies, equipment 
ind tools will be needed by the plants 
in your area. If fully detailed, the 
reports will be valuable in shaping up 
inventories for the future. Some of 
the questions the reports will answer 
will be 

1. What items will be needed that 
are not now carried in stock. 

2. The size of the inventories of 
these new products that will be re- 
quired to give the best possible service. 

3. The more urgent requirements 
of defense plants. 
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4. The amount of expansion for 
inventories of regularly carried items 

Sources from which the new prod- 
ucts can be obtained can be found in 
any issue of InpustR1AL DistRIBUTION 
or the magazine’s annual Buyer's 
Guide published each December 
Once the sources have been selected, 
delivery lead times should be checked 
with the manufacturers. 

In fact, one of the most important 
jobs of the purchasing department 
now will be to keep a close check on 
delivery lead time for all important 
items. Only by ordering sufficiently 
in advance will buyers be able to 
maintain inventories at full service 
levels. At the same time, buyers 
should watch the rate of sale for 
important products to make sure the 
order they place will be sufficient to 
carry the firm’s needs over to the next 
order date. 


Prevent Hoarding 


] 


Ihe classical pattern of industrial 
supply inventories is up when indus 
trial activity is headed upward and 
down when it is headed downward 
Building up sound inventories against 
an inevitable increase of industrial ac 





tivity as we face now is not hoarding. 
Moreover, the diversity of products 
carried by industrial supply firms does 
not leave much piles capital for 
speculative purposes. In most cases 
speculation on a few critical items can 
be effected only at the expense of 
inventories of other products. 

But distributors can unsuspectingly 
become parties to hoarding if they 
are not careful. A few alert distrib- 
utors throughout the country have 
noted signs of hoarding among cus- 
tomers and have taken positive steps 
to forestall it. They are watching 
incoming orders very closely to check 
any abnormal purchases of critical 
items. In some instances, abnormal 
orders have come from new customers 
and these have been refused. 

Voluntary allocation of critical 
items seems to be one positive step 
the distributor can take to minimize 
hoarding by customers. “Our files 
are already filling with back orders,” 
one western distributor wrote to cus- 
tomers, “and it looks like we will be 
tight back on the allotment basis, 
spending our time dividing up the 
merchandise to make it go around as 
far as possible to our loyal customers. 
We took care of all of you rather 
fairly and decently in the war years, 
and will be doing that again to the 
best of our ability. We are not giving 
scarce merchandise to any new ac- 
counts.” 


Check Customers’ Surpluses 


As defense production reaches up- 
ward, and it will be going upward 
steadily for at least two years, more 
and more items will appear on the 


scarce list. Manufacturers of indus- 
trial supplies, tools and equipment 
will be straining to increase their pro- 
duction and deliveries may lag farther 
and farther behind complicating the 
distributor’s inventory problem. The 
question that plagued them back in 
1941 will haunt them again and that 
is: “Is there another source that might 
be tapped?” 

As INpustRIAL DisrrispuTion (then 
Mill Supplies) pointed out in 1941, 
the answer will be “there is.” It will 
be the millions of dollars worth of 
tools, supplies and equipment that 
will lie forgotten and covered with 
dust in the store rooms, stock bins 
and idle plant space of your cus- 
tomers. 

What one manufacturer may not 
want or need, another might be look- 
ing all over the lot for. The job of 
ferreting out these surplus stocks and 
finding a user for them is a defense job 
specially suited to the distributor or- 
ganization. Idle products are a waste 
ind the coming defense program as 


well as the whole economy can only 
benefit if such waste is minimized. 

The hunt may be carried out on an 
individual firm basis or in cooperation 
with other distributors. One plan 
used during World War II is typical 
of how to conduct such a campaign. 
O. Iber Co., Chicago, had notable 
success with its individual copeeey 
plan which was guided by the follow- 
ing rules: 

1. The campaign was not a profit- 
making scheme, it was an extra service 
for all customers. 

2. No tools, supplies, equipment or 
materials were purchased by the com- 
pany or held as reserves in their 
stockrooms. 

3. Customers filled out list of un- 
needed materials on forms provided 
by O. Iber Co. Salesmen cooperated 
on the job when requested by the 
purchasing agent or superintendent. 

4. When all lists were in, a master 
sheet was compiled showing the mate- 
rial that was available. This infor- 
mation was mailed to every Iber 
customer. 

5. Customers’ names did not ap- 
pear on the list. 

6. Transactions between two ac- 
counts were conducted through Iber 
so that neither buyer or seller were 
annoyed by unnecessary telephone 
calls. 

7. To the price listed by customer 
on the original form, O. Iber Co. add- 
ed a 20 percent service charge. This 
was included in the price that ap- 
peared on the master sheet and was 
paid by the purchaser. 

Material bought from the list 
through the Iber Co. was picked up 
by Iber’s truck and delivered as if it 
were a regular order. 


The Defense Production Act 


As the established channel through 
which some two and a half billion 
dollars worth of equipment, tools and 
supplies flow into industry annually, 
the industrial supply firms located in 
production centers of the country will 
be affected greatly by administration of 
The Defense Production Act of 1950. 
It will be absolutely necessary for all 
distributors and key personnel to 
study the bill as passed by Congress 
very Closely and to pay attention to 
its administration 

Among the most important pro- 
visions of the bill affecting distributor 
operations are those that give the 
President the following authority: 

1. To assign priorities for defense 
work, require acceptance and_per- 
formance of defense contracts and 
allocate materials and facilities to 
meet such needs. 

2. To requisition equipment and 
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supplies urgently needed for defense, 
setting fair compensation which the 
individual owner may challenge in 
the courts if he deems it insufficient. 

3. To apply price, wage and ration- 
ing controls when he deems them 
necessary to stop inflation with full 
discretion left to try voluntary or 
selective controls before resorting to 
blanket regulation. 

4. To use existing agencies of Gov- 
ernment to administer these controls 
until applied blanket-wise, when he 
shall create an over-all administrative 
agency, similar to the Office of Price 
Administration of World War II 
days. 

5. To enforce stabilization regula- 
tions by injunctive action, by prosecu- 
tion (penalties run to a year in jail 
and $10,000 fine) or by suit for treble 
damages, plus $10,000. 


Inventory Control 


One of the first actions expected 
from the administration of priorities 
and allocation will be an inventory 
control order on key raw materials 
regulating and limiting the amount 
of inventory permitted to whole- 
salers, retailers and other types of 
business. Inauguration of inventory 
control in whatever form will neces- 
sitate reporting by business firms. At 
first this reporting is expected to be 
as simple as possible, perhaps only 
quarterly and applicable only to the 
vital materials. 

Allocation of scarce and vital mate- 
rials will be immediate and mandatory, 
tubber and copper among the first. 
Voluntary methods will be tried first 
but it is not expected that sufficient 
diversion into essential channels can 
be accomplished in this manner. 

Consequently, voluntary allocation 
methods will give way to limitation 
and conservation orders and priorities 
of the type which were worked out in 
the regulation of heavy industries by 
the War Production Board. 

The importance of watching devel- 
opments in the administration of the 
bill cannot be stressed too often or 
too much. Attention was focused 
so sharply on guns, ships, tanks and 
planes during the early yl of World 
War II defense that the many fab- 
ricating processes between raw mate- 
rials and finished products were over- 
looked. Also ignored were the supply 
sources for vast quantities of tools, 
equipment, operating supplies, main- 
tenance and repair products upon 
which all industry depended. 

InpustRIAL DistrripuTion will car- 
ty full details of the administration of 
the bill with the latest developments in 
tules, regulations, etc., affecting the 
industrial supply industry. 
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HINTS OF TROUBLES TO COME SHOULD MAKE YOU . 


Streamline Your Organization 


Manpower shortage, additional paperwork due to priorities 
may hamstring operations unless mitigated by careful planning 


Now Is THE TIME to put your house 
in order: 

Look at some of the problems 
which will plague your organization 
in the days to come 

I'he overlaying of billions of dol 
lars worth of defense work on an 
economy already operating near capac- 
ity will create manpower difficulties 

In addition, the draft or reserve 
calls may take some of your key men 

At the same time your organization 
will be called upon to provide 24 
hour service to all the essential indus 
tries in your territory. 

The imposition of inventory con- 
trols priorities, limitation orders will 
mean a lot more paperwork. 

Your industry was unable to secure 
an “essential” classification during 
World War II and thereby denied 
assistance to maintain personnel. 

Among the new services your organ- 
ization will be expected to perform 


will be expediting for war plants, 
combing near and distant markets for 
critical material. 

The additional workload on _ the 
economy will open competition for 
employees between distnbutors and 
defense plants paying high wages and 
frequently offering draft deferment as 
an additional inducement. 

The distributor must do something 
to cushion the shock that these new 
problems will bring. There will be a 
premium on skilled management and 
efficient performance but some of the 
things that all can do to be prepared 
are: 

1. Keep the office manager fully 
informed of any orders, rules, regula- 
tions issued by the administrator of 
the Defense Production Act which 
will affect office operations. 

2. Check your personnel on draft 
status, armed services connections and 
future plans. 
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3. Check your office procedures and 
practices to eliminate waste and in- 
efficiencies. 


Keep Manager Informed 


Once the defense program begins to 
expand and create pressures through- 
out the economy, the trickle of orders, 
rules and regulations will grow at first 
into a stream and then possibly into 
a torrent. War agencies will mush- 
room all over the lot overnight with 
new units, branches and divisions. 

Each of these agencies will be as 
signed a special responsibility and will 
contribute a profusion of new regula- 
tions and amendments. As in the 
past war, some of the amendments 
will be out before the ink on the orig- 
inal regulation is dry. Each will have 
its special provisions and individual 
extension or certification require- 
ments. Compliance will mean the 
creation of special procedures and 





record systems in the distributor's 
office. 

Handling a large variety of prod- 
ucts, each subject to individual con- 
trol, your organization can easily 
become bewildered and confused. Red 
tape and confusion reached chaotic 
proportions during World War II. 
Intricate and complicated procedures 
and endless red tape necessitated 
teams of paper work using up un- 
limited time and manpower. It may 
not be much different this time. The 
answer is to be ready. To be ready, 
you must be informed. 

InpustriaL DistrisuTion — will 
carry all the developments in the cur- 
rent defense program as affecting dis- 
tributors each month. In the mean- 
time, if there are any vital develop- 
ments that affect distributors, we have 
arranged to reinstitute our special 
bulletin service which was a feature 
during the war. We will mail these 
special bulletins between issues of the 
magazine. 

For practical considerations of how 
this paperwork can be absorbed by 
your organization, the office manager 
should study Office of Production 
Management and War Production 
Board rules during World War II. 
Back copies of this magazine (Septem- 
ber, 1941; March 1942) describe the 
rules then current and some methods 
of handling the paperwork. Since all 
regulations and rules will be new, the 
old OPM and WPB requirements 
cannot be taken as an outline but 
rather as a picture of what to expect. 


Check Your Personnel 


From the survey of your customers, 
you can obtain a symposium of expert 
local opinion on what to expect in the 
manpower situation. The initial drain 
on your personnel will be the draft for 
the armed services. To be prepared 
for losses, it will be necessary to con 
duct a personnel survey to determine 
how vulnerable it is to the draft. In 
fact, most companies have already 
done this. 

In the same survey, it would be well 
to classify the Army, Air Forces, Navy 
and Marine reservists who might be 
called to active duty. 

Your customers’ estimate of the 
manpower situation will indicate how 
much competition you can expect 
from war plants with their promise of 
higher pay and even draft deferment. 

Having determined in what jobs 
replacements will be needed, the next 
thing to do is to institute a training 
program for key personnel. The can- 
didates may be selected from the 
promising employees in lower rated 
jobs or from the outside if the firm 
can stand additions to the payroll. 


Streamline Your Organization 





Check Your Office 


. Take an accurate inventory of all machines and equipment to estab- 
lish location and use. 

. Set up a central pool from which departments borrow to meet peak 
demands and part-time requirements. This is very practicable with 
typewriters. 

. Standardize and simplify varieties of office machines, furniture and 
equipment to provide greater flexibility and facilitate maintenance. 

. Revise systems and procedures to eliminate the need for special 


equipment. Some savings may be made through changes in order 
entry and billing procedure, others in equipment and forms. 
. Promote more intensive care and maintenance of existing equipment. 
. Instruct employees in proper care and use of furniture, machines and 


equipment. 


7. Inventory all partly used file cabinets and partly filled drawers as a 
basis for reassignment and reallocation of equipment. 
. Salvage filing material released through weeding of active files. 
. Eliminate extra file copies of correspondence where practical. 
. Appraise the need for all duplicated material, and discontinue any not 


fully justified. 


. Control the number of copies of duplicated material prepared. Elimi- 
nate over-runs. Run off in smaller quantities and more frequently to 


avoid waste. 


. Centralize responsibility for approval of all duplicating work with 
authority to prescribe quantity, size and quality of paper. 


Check Your Personnel 


. Schedule work and consolidate functions to eliminate idle time. 
. Eliminate unnecessary motions in routine operations by planning 


work. 


. Develop flow-of-work and process charts to uncover back-tracking, 
superfluous operations and to accommodate additional paperwork 


most efficiently. 


4. Develop a flexible staff that can be shifted to meet peak loads. 
. Provide safe and healthful working conditions to minimize lost time 


due to sickness and accidents. 


. Require justification and prior approval for all overtime work. 





The need for personnel trained to 
handle more than one phase of in- 
ternal operations will increase with 
the rise in industrial activity and with 
the new paperwork. It is advisable 
to shift personnel around to various 
key jobs for two-week to month 
stretches to make the organization 
more flexible. 

As each: new regulation requiring 
more paperwork is received, office 
staff should be held to acquaint every- 
one with compliance requirements. 


Check Office Procedures 


Any waste time or motion em- 
bodied in your current office routine 
and procedure will make the job of 
handling additional paperwork only 
that much more difficult and costly. 
Now is the time to get rid of waste 
and inefficiency. 

The over-all operations of the busi- 
ness should be surveyed on a func- 
tional basis—office layout, depart- 
ments, buying, receiving and pricing, 
warehouse, stock control, order hand- 
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ling and traffic management, credit. 
The functions should be scrutinized 
from the viewpoint of the minimum 
records required to facilitate and keep 
close check on and control of the 
operations of all units. 

The various functions should be in 
tegrated into the whole office system 
so that duplication, bottlenecks, gen- 
eral inefficiencies and fraud are elim- 
inated. Some of the checks that can 
be made with profit are: (1) what is 
the nature of the function, its object; 

2) what other functions are involved 
or interested in it; (3) how can the 
function be performed most econom- 
ically; (4) is the cost of performing 
the function greater than the value 
to be derived from it. 

A flow chart of office work can be 
of immense value and may become a 
necessity when more and more new 
personnel is employed. It serves as 
a guide for the office staff in handling 
the record keeping and in figuring out 
how new —— required by pro- 
duction regulations can be integrated. 
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SALESMEN, YOUR PART WILL REQUIRE YOU TO... 


Revive Your Defense Supporting Services 


With a seller’s market developing fast, salesmen must prepare to 


tasks which will keep defense and non-defense production climbing 


Up ro now, this article has discussed 
what the distributor must do to prepare 
his organizations for the troublesome 
road that lies ahead. But what about 
the industrial supply salesman? What 
role must he play in maintaining max 
duction by industry for de 

What can he 
that his industry’s 
claims of being “handmaid to indus 
try” are founded on hard, irrefutable 
facts and not the 
ition? 
hose 
idustrv know 
to do 


too well that 


imum pi 
rens¢ 
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ind civilian use? 


gossamer of conver 


salesmen who served wartime 
ynly too well what they 
Lhey also know only 

it won't be easy. They 

that it will be sell any 
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Wil Nave 


KTOW easy to 


thing—provided you have anything to 
ll. They know what a big “IF” that 
that customers will 
now appreciate it when they talk about 


life, efficient 


( 
They know 
longer cost cutting, 
yperation 
Phe veteran that 
the new conditions of trying to pro 
duce billions of dollars worth of de 


salesmen know 


82 


fense work in an already bulging econ 
omy demand that waste be stopped, 
that the full utility be wrung from 
every item used in production before 
is ended. Waste leads 
to shortages and shortages mean cur- 
tailed operations 


its service life 


salesmen know that 
many of their reliable customers will 
not be producing for defense and that 
it will be their job to help them keep 
going. They know that if cutting tools 
ire scarce and if their service life can 
be prolonged by less-frequent and 
sharper” sharpening, they must in- 
form plant men and stop inadvertent 
waste. They know that they will have 
to tell when industrial rubber hose is 
being made useless by careless han 
dling. Small things, yes, but it will 
be. the performance of many small 
things like this that will keep indus 
try going and production up. 

All this will be a new and unique 
experience for a considerable portion 
of the industrial supply salesmen ac 
tive today. Ever since V-J Day, many 


Ihe veteran 
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new men have joined the sales forces 
of industrial supply firms throughout 
the country. INpusrriaL DistriBu 
rion’s Annual Surveys of Changes in 
Distributor Operations show that the 
number of salesmen in supply firms 
increased 124 per cent in 1947, 6.¢ 
per cent in 1948 and 3.5 per cent in 
1949. Since new men are also being 
hired to replace retiring older men, 
the number of salesmen who have had 
no wartime selling experience is much 
larger than the percentages would in 
dicate. 

Taken in the aggregate, industrial 
supply salesmen, whether new or old, 
have wide and deep knowledge of 
proper specification and operation 
principles for tools, supplies and 
equipment of every sort. They have 
been trained and have introduced new 
tools, supplies and equipment and new 
methods in many industrial plants 
with the object of serving their cus 
tomers and increasing their sales. Now, 
however, the main emphasis of their 
efforts must be concentrated solely on 





the message of Efficiency, Utilization, 
Economy. 

The fact that one salesman calls on 
scores of plants, that one distributing 
organization serves and knows inti- 
mately hundreds of plants makes them 
the connecting link tieing together all 
industry. They are qualified by their 
experience and unique position to op- 
erate effectively against the problems 
that industry will encounter. 

The job of the salesman of indus- 
trial supplies, tools and equipment is 
to keep industry going by helping in 
the field of subcontracting, in the 
search for idle machines, idle tools, 
in the campaign against waste, in the 
crusade to put the full weight of the 
country’s every resource to maximum 
use. In those ways and many others, 
industrial supply salesmen can achieve 
a result which would be impossible 
for any other agency or group. 


Not An Easy Job 


Let us repeat—the job will not be 
easy from now on. It is a different 
kind of selling and will require devo- 
tion to the solution of each problem, 
concentration, imagination and con- 
siderable energy on the part of every 
salesman. At the same time he is mak- 
ing the way smooth for defense plants, 
he must co-operate to the fullest ex- 
tent with those of his customers still 
engaged in civilian production. It is 
his greatest opportunity to prove that 
he can serve industry. Earlier in this 
article, the distributor was advised to 
“appraise his territory” and the job of 
marshalling facts on customers was as- 
signed to the salesman. But what ap- 
plies to the distributor also applies to 
the salesman. Before he can under- 
take any planning, the salesman 
should appraise his own territory, 
along the same lines as advocated for 
the distributor. 

The salesman should know which 
of his customers are in defense work, 
which have facilities for defense work, 
which of those plan to remain in ci 
vilian production, which of the cus 
tomers will be affected by shortages 
of materials and what they plan to do 
bout it. Any changes in customers’ 
plans will mean changes in supply, 
tool and equipment requirements for 
vhich the salesman must be prepared. 

Further than that he must delve 
into the processes which customers 
plan to use for new work, if any, to 
see how his knowledge of product ap- 
plications can help achieve efficiency 
and economy. 

The salesman should be acquainted 
with the lists of idle supplies, tools 
and equipment that he will help 
gather. They will come in handy when 


Revive Your Defense Supporting Services 
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SURPLUS SUPPLIES must be put to work and salesmen will be the means by which 


these items will be uncovered and redistributed 


customers run into shortages. The 
salesman will be the first to whom 
customers will appeal when and if 
they run into a procurement prob- 
lem. He should know where some un- 
used machine screws and nuts, cap 
screws, lock washers and cotter keys, 
can be obtained in a hurry. That is 
the sort of service customers are not 
likely to forget. 

But, in addition to these demon- 
strations of his capacity to serve, the 
industrial supply salesman can do 
more. He can: 


Help Spread The Work 


The customer survey was designed 
to bring out which plants with facil- 
ities for defense work will remain in 
civilian production, for one reason or 
another. Every salesman will find that 
several of his customers will fall into 
this category. 

Many of these plants may face cur 
tailment, or even shutdown, because 
of raw materials shortages or failure to 
obtain sufficiently high ratings when 
and if ratings are issued. This will 
mean wasted productive capacity at a 
time when there is a vast need for it. 
In this seeming paradox, the distribu- 
tor salesman can perform a two-fold 
service—to his customers and to his 
country—by aiding these customers 
to obtain sub-contracts. 

Here is a job which industrial sup- 
ply salesmen, because of their inti- 
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mate knowledge of local plant facil 
ities, can do by introducing plant 
owners to agencies in touch with 
prime contractors. Early, in the prep- 
arations for World War II, the Office 
of Production Management estab- 
lished its Defense Contract Service 
with 36 field offices. In addition, pur- 
chasing policies were revised to (1) 
permit breaking down of contracts 
into smaller units, (2) require a state- 
ment by bidders on the proportion of 
work to be farmed out, and to favor 
the bid which spreads the work far- 
thest, (3) restrict the purchase of new 
machine tools wherever existent fa 
cilities of other firms were suitable fo: 
the execution of the job under sub 
contracts. It is quite possible that 
such agencies and aids to smaller 
manufacturers will be reestablished 
and it will be the salesman’s job to 
keep informed. 

That is the way the government 
went about it in World War II. It 
explains why so many small companic 
are now scouting for orders—not in 
government procurement offices—but 
among the big companies who wer 
the prime contractors in World War 
II. No one knows, of course, who 
will get the big contracts in the pres 
ent mobiilization program. The 
chances are, however, barring a few 
companies that have been merged or 
dissolved, most of the names that 
were on the World War II list will be 
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SUBCCONTRACTS may be the sole means of keeping 


some industrial plants in operations and industrial sales 


m it again. You can get this list from 
Economic Concentration and World 
War II”, Report of Smaller War 
Plants Corp. and the volume of con 
tracts from War Production Board 
records 

lo understand the basic problem 
f sub-contracting, recall the metal 
working industry in 1939 
?3,000 plants, totalling about a third 
if all manufacturing industry in valuc 


There were 


of products. A third of these planis 
those with more than 20 employees— 
did 95 per cent of the business. Only 
one-fifth of them did more than 90 
per cent of the business—the ones 
with more than 50 employees. 

Once the war mobilization machin- 
ery starts grinding out orders, the gov 
emnment tries to give everybody a 
chance. It’s common sense to spread 
the load as widely as possible but it 





What Salesmen Can Do About Subcontracting 


Explain to non-defense customers 


how 


registering their facilities with your 


firm will aid them and vou in effecting sub-contract work 


Cooperate with the communit 
subcontracting. If there isn’t 
Offer your knowledge 


ontracting work 


of local 


regional or state defense committec promoting 
uch an organization, help start one 
plants to any such agencies promoting sub 


Remember that maintenance shops and tool shops of big non-defense manufac 


irers have machine tools 


best sale 


ense subcontract 


Give 
lof 


your engine 


ind skilled machinists which can help other producers 
ring services to the small plants which have 


And Tips to Pass on to Customers 


Distributor salesmen should pass on to small plant customers seeking sub 
ontracts, thes« 
Don’t bid on work you're not equipped to do efficiently 

Don't try to get business from aircraft-parts makers if you think a thousandth 


important “don'ts 


of an inch is close work 
Don’t make promises vou 
dates. If vou finish 
you make him wait 
of whack 
Don't skimp on quality 
but the prime 


in order three 
three davs, vou 


+ 


ontra rs Vv 


in't keep 


his also applies to machine tool manufacturers 
Give vourself an extra week on delivers 
lavs earlv, 


your customer will be grateful; if 


may throw his production schedule out 


inspectors will pass anything vou tell them 
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men, with their knowledge of customers’ facilities, can help 
by acting as liaison between prime contractors and customers 


dificult. That is 
where the industrial supply salesman 
comes in. He can be the liaison be- 
tween the small plant with facilities 
ind the big plant with the contract 
but with the need for added facilities 
for turning out dies, jigs, fixtures, etc. 

Another aspect of the sub-contract- 
ing picture of World War II which 
may give the salesman an idea of 
where to turn for help was local de- 
fense committees. These were the re- 
sult of far sighted industrial commu- 
nities which organized and aggressively 
sought defense business. 

The basis of these committees was 
a detailed survey of plant facilities in 
the area. Such information as types of 
machines, tolerances of which they 
were capable, general physical condi 
tion, experience of workmen, idle ma 
chine hours per day, availability of 
skilled labor, productive floor area, 
peace-time products, administrative 
personnel, etc., was obtained to rep 
resent the area’s productive capacity 
to the government. In many instances, 
industrial distributors were spark plugs 
of such committees 

The need for work may not be ap 
parent now but war orders will put 
stresses on the industrial community 
The salesman should keep a weather 
eve on his territory and keep informed 
on sub-contracting developments 


also somewhat 


Promote Standards 


Specials are a luxury which Ameri 





LONGER SERVICE LIFE for supplies, tools and equip- 


ment will be necessary and will save many procurement 


can industry must again learn to do 
without, or, at least, to cut down on. 
It will be up to the industrial supply 
salesman to contribute to defense 
speed-up by introducing ingenious 
methods of substituting standards for 
specials which slow down production. 

In the coming years, it will be ab- 
solutely essential that each manufac- 
turer, regardless of product, make the 
best possible use of whatever share of 
material he obtains. It is also obvious 
that the material is not being used 
wisely if a large part is devoted to un 
necessary multiplicity of items. 

Yet, unwise use of the material it 
self is only the beginning of the losses 
involved in production of seldom 
called-for specials. Manufacturing 
processes can be unnecessarily compli 
cated. Workers, factory space and ma 
chines can be tied up. Accordingly, a 
broad program to simplify the lines 
and varieties of goods offered is es 
sential to the greater production. 

During the last war, several groups 
of manufacturers achieved noteworthy 
production increases in their stand 
ard, essential products by eliminating 
little-needed, non-essential items. Pro 
duction of wood screws, for example, 
was stepped up about 20 per cent by 
eliminating approximately 57 per cent 
of the types and sizes which ac 
counted for only four per cent of total 
sales 

The salesman’s function in the 
present emergency has changed radi- 
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Revive Your Defense Supporting Services 


cally. Now he must, among other 
services, interpret the customer's 
actual requirements to the manufac 
turer advising as to real need (show 
ing which orders, or parts of orders, 
are needed vitally and which can be 
held up), convert customers require 
ments from difficult-to-get types and 
sizes to others equally suitable and 
which can be supplied from stock 
without delay. 

The present emphasis on time is of 
major assistance in persuading a cus 
tomer to change specification. If a 
customer must wait 90 days for a 
special screw, but can get immediate 
delivery by changing to a standard, it 
is to his own interest to make the 
shift. In fact, many of the non-defense 
customers will appreciate the service. 

It will be up to the industrial sup 
ply salesman to “sell” standards and 
suggest time-saving substitutions. 
There are any number of cases in 
which manufacturer is using a 
special tap drill to achieve a perfect 
thread when a larger, standard drill 
would give a strong enough thread. 
In other cases, a special stud or bolt 

—requiring a special tap of course 
is being used where a standard would 
work just as well if the salesman sug- 
gests it. 

Standard saws with a few more or 
a few less teeth may function as well 
as some specials now used, providing 
coolant flow and/or speed are adjusted 
to suit. Roughing cuts with standard 


some 
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headaches. By selling “proper use” and “maintenance care” 
industrial supply salesmen can help everybody concerned. 


tools will reduce wear on the special 
form cutters or tools and thus post 
pone the need for their replacement. 
his roughing with standard tools can 
be applied not only to machine tools 
but also to form-cutting shears, hand- 
cutting equipment and an_ endless 
number of other items. 

In some cases, assemblies of stand 
ard material can be used to replace a 
special unit not available. For exam 
ple, combinations of V-belts, flat belts, 
gears or chain drives can replace a 
hard-to-get special-speed motors, speed 
reducers or gearmotors. 

The salesman must develop new 
levels of resourcefulness and inge 
nuity. He must be thoroughly versed in 
the possibilitics of “alternates”, sub 
stitutes, practical combinations — of 
standard items to replace discontin 
ued or hard-to-get specials. He must 
increase his knowledge about the op 
eration, methods, personnel and 
equipment in each customer's plant. 


Fight Breakdowns 


The industrial supply salesmen can 
do much to alleviate the wear on tools 
and machines, greater fatigue of op 
erators, slighted maintenance and a 
host of other problems due to the 
speed-up of industry. The salesman 
with imagination and product know- 
how can foresee many potential break 
downs, whether mechanical or hu- 
man. 

Lost man-hours are just as costly as 
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Take Action Now 


SPECIALS may become a luxury obtainable by defense by 


plants only and industrial supply salesmen can help a lot 





Here’s What Salesmen Can Do To Aid Production . 


Study possibilities ‘for higher- upacity tools, toolbits, cutters wlant and 
ubricating systems, motors, transmissions 
Offer improved lighting, more handling, feeding, ejecting and work-holding 
lev 
Suggest safety devices to combat worker fatigue and protect from carelessness 
nduced by it 
more efficient shelving, racks, bins, machine-operating units, heating o1 
ion units, materials-handling 
inspection of wire and manila rope, slings, chain and similar 
ulures 
in be increased by hard-surfacing, oilstoning, proper 
elimination or reduction of vibration, proper redressing 
ind proper storage when not in use 
weak points in power plants, stores, toolroom, shipping departments 
t corrections which will increase plant efficiency 


And What They Can Do To Promote “Standards” 


E-armark I ( irgently needed by customers and those which can be 
held 


- 
held up temporarily without serious inconvenience 


Suggest alternate types and for hard-to-get ones 


Emphasize the time saved by acceptance of standard items from stock rather 
than ordering specials on a “when available” basis 

Outline advantages of roughing with standard tools, thus reducing wear, re 
rrinding and need for replacement of special-form finishing cutters or tools 
Offer to make minor changes, correctic ilterations or assemblies of standard 
items to replace time-lag ] 
Keep abreast of « vailable material I g ilternates where 
ie'avs are indi 
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“selling” standardization ideas where and when possible 
to keep all customers’ plants going during the emergency 


machine down-time. Recommending 
work lights at benches, machines and 
where gages or instruments must be 
read periodically will save consider 
able. man-hours. The salesman should 
suggest improved general lighting to 
eliminate dark areas in which acci 
dents can happen. 

Among the other concrete things 
a salesman can do to help customers 
fight break-downs are to check the 
need for proper painting and clean 
ing; guards wherever necessary, proper 
warning signs, protective clothing, hel 
mets, respirators, goggles, 
safety glasses, safety hats and shoes, 
ladder shoes, safety waste cans, qual 
ity hard tools (not subject to shatter 
ing, splintering, breaking and such 
mishaps), more frequent replacement 
because of more intensive use, for 
wire and manila rope, hose, pipe, 
slings, chains, belts and convevors, fire 
extinguishers. 

Reduction in working efficiency ar¢ 
inevitable results of longer working 
hours. The salesman can make many 
suggestions to increase efficiency. For 
the man himself there are such items 
is salt tablets and vitamin tablets, 
coolers, proper shop seats, non-skid 
flooring, non-fatiguing mats, drinking 


gloves, 





devices, air-conditioning or cooling 
units and similar products. 

Proper service with materials-han- 
dling devices, protective railings, all 
help reduce fatigue and increase effi- 
ciency. Then there are pneumatic and 
hydraulic operators and controls 
which not only reduce fatigue and 
maintain efficiency but also speed up 
production. 


Watch Maintenance 


Higher operating speeds, heavier 
cuts, more continuous service increase 
the rate of machine and tool wear. 
Double and triple shifts and overtime 
shorten machine and tool life. The 
temptation is to slight maintenance 
because it interferes with production. 
But reduced maintenance over an ex- 
tended period exacts a heavy toll with 
breakdown. 

hen there are the direct problems 
created by increased feeds and speeds, 
changed materials and unskilled werk- 
men hired in the scramble for man- 
power. The industrial salesman can do 
much to minimize the ill effects of 
such practices. He should be ready to 
suggest coolants on jobs where they 
were previously unnecessary or more 
coolant flow where only a normal flow 
was needed before. This may require 
a new coolant pump, larger piping or 
a change in coolant. 

The tool or cutter may have to be 
of different grade. For example, a shift 
from high-speed steel to a carbide. 
Che harder cutting tools will require 
different grinding wheels and perhaps 
new tool grinders. The normal lubri- 
cating system may have to be supple- 
mented or changed to a mechanical 
force-feed lubricator. 

One concrete suggestion that al- 
wavs is applicable is that tool-bits, 
drills and cutters be honed, or stoned, 
ifter grinding. Just as on a straight 
razor or wood chisel, the honing 
makes the cutting edge sharper and 
makes it last longer. Also worth sug- 
gesting is the addition of more-effi 
cient feeding or handling equipment 
to reduce in-and-out-of-machine time. 

Obviously, such a list might be ex- 
panded endlesslv. The basic point, 
however. is that it will pay every 
salesman to look at every item he sells 
from the standpoint of how it can 
help speed production or protect 
against production stoppages. Sales 
men should watch for sneed-up or 
trouble-prevention possibilities in their 
travels through plants 


Sell Longer Life For Tools 


Shortages will be common frem 
now on. Machine tools and materials 
first. then small tools. It will be neces 


Revive Your Defense Supporting Services 


DOWN-TIME is a bug-a-boo even in peacetime production and doubly-so in an 
emergency but industrial salesmen, with their knowledge of customers’ operations and 


products can 


sary once again to make every tool 
live twice as long 

Here are constructive suggestions 
for salesmen to give their customers 
The important job of selling longer 
service life for tools will be the sales 
men’s job. It’s a job that will help 
placate customers when delivery com 
mitments are necessarily long. It 
means inevitably greater efficiency and 
greater economy for customers. 

The salesmen can be just as useful 
today in easing shortages as they were 
yesterday in producing orders. In that 
direction lies the greatest hope for 
customer satisfaction and sales 

The salesman and the distributor 
can do one part of his job by seeing 
that scarse items go to defense pro 
duction at first. The 
major, part of the 
every possible wav, in teaching his 
customers to prolong tool service life 
by proper treatment. 

Many of the destructive things that 
happen to tools are caused by careless- 
ness, but many others are the direct 
result of lack of knowledge or training. 
This condition is aggravated by the 
introduction into plants of unskilled 


second, and 
job is to assist in 
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ontribute much to minimize ill effects of break-downs 


workers. Rush-trained to perform a 
single operation, they have neither the 
aptitude nor the temperament to re 
spect their tools. 

To help the salesman instruct cus 
tomers and their employees in proper 
care of tools and other equipment, 
manufacturers of supplies, tools and 
equipment have prepared many charts 
suitable for posting at operation 
points. These charts should be ob 
tained by salesmen for distribution 
among customers’ personnel and it is 
to the interest of the salesman to see 
that they are posted in a vantage 
point. 

Practically speaking, every item from 
bolt to pump, from refractory brick 
to length of pipe, must be conserved 
for maximum production which is 
needed most now. Every unit of any 
product wasted represents just so 
many productive minutes or hours 
lost. Manufacturers are mecting this 
challenge with instructional pages, 
pamphlets, booklets and demonstra- 
tions. Salesmen must aid in seeing 
that these aids get the widest pos- 
sible distribution and most effective 
demonstration. 
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Production Controls Review 


Eight types of regulations used from 1939-45 are digested 


to give distributors, employees idea of things to come 


Many distributors and their employees 
remember the controls of 1939-45; 
others were only too happy to forget 
about them; still others have had no 
experience with them at all. But, since 
controls and regulations are due to 


lations initiated by the Office of 
Production Management and then 
developed by the War Production 
Board will be instructive. 

There were eight types of produc- 
tion controls developed from 1939 to 


the end, all eight were being used side 
by side or layer on layer. Major 
emphasis, however, shifted from 
priorities (II) to integrated control, 
scheduling and, in emergencies, to 
overriding directives. Here is a brief 


appear again, a review of the regu 


5 


I. PROHIBITIONS—Consisted of (a) Materials 
Orders prohibiting the use of scarce materials in the 
manufacture of given articles, such as chrome in 
auto trim or baby carriages. About 400 of these 
were issued during the war, the bulk of them in 
1942; (b) Limitation Orders which limited or pro- 
hibited the manufacture of specified articles except 
on military contract. About 350 such orders were 
issued during the war, most of them in 1942; (c) 
Inventory Limitation Orders 


Il. PRIORITIES—These were general instructions 
to producers and dealers requiring them to fill orders 
bearing a higher rating before they fill orders of a 
lower rating. In any industrial queue, those with 
priorities went directly to the head of the line, no 
matter how many others were there ahead of them. 

Ihe system was started in the summer of 1940, 
when special military orders were given priorities 
ind the Army and Navy Munitions Board issued a 
“critical list.” This was extended in March 1941 
by Priority Administrative Order No. 1 issued by 
OPM. The first priorities were simply A, B and C, 
each letter with 10 subdivisions, which took pre 
cedence in that order. As soon as the A’s began to 
crowd cach other in some factories, new systems of 
lettering came in with A-]-a, etc., and finally with 


\A’s and AAA’s 


Il. ALLOCATIONS—Allocations were used as 
the basis of control where the entire supply of a 
commodity, like copper or wood pulp, was brought 
under accounting control by the WPB and was com 
pletely budgeted on a time and quantity basis. With 
drawals for any purpose were prohibited except in 
accordance with a WPB authorization 


IV. APPORTIONMENT-—Used as a basis of 


1945 in the order given below. At 


synopsis of each. 


control where the WPB in effect took direct owner- 
ship of a specific commodity, like crude rubber, and 
issued the material to specific manufacturers as 
required. 


V. ORDER BOARD (DELIVERY) CONTROL 
—In some individual factories, WPB reviewed orders 
on hand, canceled or rearranged deliveries; deter- 
mined in what order things would be manufactured 
or delivered. 


VI. SCHEDULING-W PB worked directly with 
the management to get out required production on 
a timetable arranging to have the required material 
and components on hand to meet the timetable. 


VII. OVERRIDING DIRECTIVES-—Specific 
orders to deliver a specific article or quantity of 
commodities at, or during, a given time in spite of 
all other orders or controls were known as “overriding 
directives.” They were used for components fot 
escort vessels, landing craft when need was impera 
tive. The directives were used to deal with unfore 
seen emergencies. 


VII. INTEGRATED CONTROL-—Finally, the 
effort was made to limit procurements by manufac- 
turers of a selected list of critical materials to a 
quantity in balance to complete articles required on 
a balanced program basis. At first it was known as 
the Production Requirement Plan and later the 
Controlled Materials Plan. 

here is no certainty that all these controls will 
be used anew. In fact, economic conditions are not 
the same as prior to World War II and regulators 
will have to feel their way. However, there will be 
one form or another of these basic controls used 
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SAVES CUSTOMER’S TIME AND MONEY 


One source of supply for Osborn’s complete line 
of maintenance brushes cuts your customer's 
buying costs. Osborn’s quality construc- 

tion gives longer useful life and 

stretches your customer's buying 

dollar farther. 


ih 


Hd 
Li 
Are ann 


A, you getting all available maintenance brush 
business from each customer’s plant? If not, 
does each customer know that from Osborn’s 
complete line he can buy a brushing tool de- 
signed to simplify and cut the cost of each plant 
maintenance job? Does he know that the cost 


of the best in brush workmanship and materials is 


y, 


Osborn 
No. 656 
Master Duster 


No. 1820 


No. 93 
Window Brush Upright Fibre Broom 


WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY - 


POWER DRIVEN BRUSHES - 


making a sary: fl 


less than 1% of the average cleaning job? 


The name Osborn is recognized the world over 
for quality brushes built for industry by the company 
that knows industry’s problems. The name Osborn 
is one of your best sales tools to boost your volume 
in new maintenance brush business and to increase 


your repeat business. Why not use it profitably. 


THE Os80RN MANUFACTURING COMPANY 
Dept.349 5401 Hamilton Avenue e« Cleveland 14, Ohio 











PAINT BRUSHES - MAINTENANCE BRUSHES 
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August 1950 
Compared with 
July 1950 


+2 0% 7 
VM 








August 1950 
Compared with 
August 1949 


ZY % 


First 8 Mos. 1950 
Compared with 


First 8 Mos. 1949 


+12% 


UM 
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Supply Sales Trends 





August 1950 
Compared with 


July 1950 


August 1950 
Compared with 
August 1949 


First 8 Mos. 1950 
Compared with 
First 8 Mos. 1949 











NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 


New Jersey 
New York 
Pennsylvania 
SOUTH 
Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 





+13% 


+13% 


+22% 


+2 O% 


+(3% 


+46% 


+04% 


+00% 








+22% 
+3% 


+10% 


+19% 
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SPARKS SALES OF 
OSTER THREADERS 


Tell your customers about the 
new Oster “Auto-Grip” that adds 
chucking speed to threading 
speed for faster, better, safer 
threading at lower cost. The 


“Auto-Grip” is 


An Exclusive OSTER 
SALES FEATURE 


on all Oster 2” pipe threaders 


with revolving spindles 


OW — in addition to the TOP VALUE FEATURES of 

the Oster No. 582 “Tom Thumb” machine ([illus- 
trated) you can offer another OSTER PLUS VALUE to 
your customers for threading machines. 


This PLUS VALUE is the new, exclusive “Auto-Grip” 
that eliminates chuck bars and T wrenches. Here's how 
it works: 

The operator spins the hand wheel until the chuck 
jaws strike the pipe. Then he starts the machine. The 
chuck jaws take hold automatically. 


The TOUGHER the pull—the TIGHTER the grip. it's 
all grip and no slip with “Auto-Grip.” 


Remember, the ‘‘Auto-Grip” chuck is standard 
equipment on all Oster 2” pipe machines of the re- 
volving spindle type. Tell your customers who own 
No. 422 Power Vise Stands they can obtain liberal 
allowance on the old-style chuck and re-equip with 
“Auto-Grip”. 


Write for complete details. 


a SRA A 
THE OSTER MANUFACTURING CO. 


2041 East 61st Street « 


Cleveland 3, Ohio 
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SALES TRENDS (Continued ) 





August 1950 August 1950 First 8 Mos. 1950 
Compared with Compared with Compared with 
July 1950 August 1949 First 8 Mos. 1949 





EAST SOUTH CENTRAL 


aud +8% | 97% | +22% 


Mississippi 
Tennessee 


WEST 


Arizona Nebraska 
Colorado Nevada 

Idaho New Mexico 

Iowa North Dakota + i] 3 % & 5 6% O% 
Kansas South Dakota 

Minnesota Utah 
Missouri Wyoming 
Montana 


WEST SOUTH CENTRAL 


lowes +20% | 401% | +12% 


PACIFIC 


California +] 8% +69% +] 8% 


Oregon 
Washington 




















Final Supply Sales Trends figures for July, 1950 
July 1950 July 1950 _‘First 7 Mos. 1950 
Compared with Compared with Compared with 
June 1950 July 1949 First 7 Mos. 1949 
U. S. Total + 2% 445% + 5% 
New England +48 +12% 
Middle Atlantic +42% + 2% 
South + 8% +44% + 2% 
460% + 6% 
483% 424% 
No change +44% +12% 
+ 8% 415% — 6% 
+ 4% +39% + 5% 
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Yorway Impulse 
Steam Trap with 
new stainless steel 
body. 


Yarways—the steam traps that get 
equipment hotter, sooner—are a popular 
money-maker for distributors. 


The “hotter, sooner’ advantage to 
users makes them easy to sell. 


Wide publicity in trade journals, 
trade shows and direct mail creates a 
broad acceptance. 





Yarway’s Trap Manual for distributor 
salesmen is an additional valuable tool. 


Ask about the Yarway Selected Dis- 
tributor Plan. Present distributors find 
it profitable. You may too. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Phila. 18, Pa. 


Nest of Yarway traps installed with Yarway 
Strainers on cloth dryer. Note small space 
required. 
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The Outlook For Business 





INFLATION 


DEFENSE SPENDING 


EARLY INCREASES 


MANPOWER PROBLEM 


Inflationary pressures will build up steadily. 


The President has practically all the economic powers used in World War 
Il. And the flow of control orders will continue, bringing more and more products 
under priorities and under price controls. But the best the government can hope 
to do is to slow down the rise in prices. 


Fist stage of inflation -- panic buying, hoarding and price increases in 
anticipation of controls -- is fading. Wholesale prices jumped 4% in the first 6 
weeks after Korea. They’re still going up - about one percent a month -- but 
much more slowly. Department store sales, after leaping 46%, have leveled off. 
They’re now running only moderately ahead of last year. 


But in the months ahead defense production will take an increasing share 
of materials and manpower. From a rate of about $15 billion a year this summer, 
defense spending will go close to $40 billion a year by late 1951. 


From now on, the build-up will come rapidly. Defense production doubled 
each six months in 1941-42. It’ll go about that fast now. And where the military 
was taking less than 2% of our steel production before Korea, it may take as 
much as 15% in another year. 


Today, too, inflation is a greater problem than it was before World War Il. 
Within weeks after Korea, prices of electrical machinery, construction equipment, 
power and machine tools -- and other industrial products — were marked up 5% to 
12%. At the same time, the auto industry, and others, tore up its contracts to give 
workers another 8 cents to 12 cents an hour. That kind of increase in prices and 
wages was months, and years in some cases, in coming before Pearl Harbor. 


Production — as measured by the Federal Reserve Board’s Index -- will 
top 210, may reach 215. It was 199 before Korea. 


Prices - at wholesale as measured by the Bureau of Labor Statistics -- will 
probably go above 171 (1926-100) from the pre-Korea level of 159. 


Cost-of-living is going up steadily. From 170.2 in June (1935-39100) it 
will probably touch 178 by December. 





Business capital expenditures — the money business spends for new plants 
and equipment -- are going up steadily. From an annual rate of $18.1 billion be- 
fore Korea, they are up 13% now, and are going higher. 





Employment — hit an all-time high in August, 62.4 million. And that was 
well before the economy could feel the whole impact of Korea. Unemployment 
dropped to 2.5 million ~ not far from the bottom of the barrel. Fall will see still 
more records in the number at work -- and a growing manpower problem, 


It’s still too early to forecast the exact impact of rising defense orders on 
civilian business. For one thing, the Administration is likely to ask for another 
$10 billion to $15 billion in defense appropriations. 


But the squeeze will get tighter -- not easier -- from here on. 
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. for BEST RESULTS in cutting the new 


Mo-MAY COBALT TOOL BITS 


Where the going is rough, MO-MAX Cobalt High 
Speed Ground Tool Bits often give results that cannot be 
matched by other tool bits. } The new high heat resist- 
ant alloys are a case in point. Few if any metals are as 
difficult to machine ... yet, in many of these materials, 
test after test has demonstrated that MO-MAX 
Cobalt will do the job successfully. } If you have a 
problem in machining these or other types of ferrous 
and non-ferrous alloys, a Cleceland Service Repre- 
sentative will be glad to give you helpful suggestions. 


Contact our nearest Stockroom, or. ; 


Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 

1242 East 49th Street Cleveland 14, Ohio 

Stockrooms: New York 7 + Detroit 2 + Chicage 6 + Dallas 1 + San Francisco 5 + Los Angeles 58 
E. P. Barrus, itd., Londen W. 3, England 





ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER CGeceland TOOLS 


i FY, mh BAI 


sis * LRN ) 
DISTRIBUTORS EVERYWHERE 
“are ready to serve you! 


sat ‘ f 





This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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+ Door Openers To Sales 








Ever fumble for something to say when you want to make small talk with the 


P.A? Here are a few random facts that will help fill in the conversational blanks 


SALT IN THE WOUND DEPARTMENT: On the assumption that every 
time you turn down a job cpportunity you risk injuring your firm’s public relations, 
a company which publishes greeting cards, and which averages about 34 rejectees 
out of every 35 job seekers, hands each rejected applicant an attractive box of 
greeting cards. 


THE DOOR IS STILL OPEN: General Electric, in a pungent message to its 
employees, points out that there’s plenty of room at the top. “In the next five 
years alone, 35 percent of all the supervisory jobs in the company—from foreman 
to president—will be cpen because of promotion, retirement, or present job hold- 
ers leaving the company.” 


AT LEAST ONE BRIGHT SPOT: One encouraging statistic among all the items 
of bad ews is the fact that for every ton of steel made in Russia and the countries 
she deminates, it is estimated that nearly three tons were poured in the U. S. in 
the first half of 1950. Nearly five tons were poured in all non-Communist coun- 
tries. 


PEOPLE IN GLASS HOUSES ARE NOW SAFE: By using glass blocks, a New 
York plant replaced conventional window panes and sashes. This cut the heating 
load in the building forty to fifty percent. Window washing costs were reduced, 
and the need for painting sashes eliminated. 


MECHANICAL WASHERWOMAN: A floor scrubbing machine dispenses its 
own water and cleansing agent, scrubs the floor, and then squeegees it damp dry. 
One cperator handles the successive cperation control panel, while guiding the 
machine around the floor. Ninety thousand square feet of floors are cleaned in 
a Chicago building with three machires in six hours. It formerly took fifteen 
mcppers ten hours to clean the building. 


TAPPING THE TILL: An estimated four to six million dollars a year is lost by 
banks through internal theft by officers and employees. Each year bank embez- 
ziers seem able to conceal their peculations for longer periods. ‘The average bank 
embezzlement today extends over a period of ten years. According to the Comp- 
troller of the Currency, more than one third of the 594 failures of national banks 
over a 58-year period may be attributed to criminal acts. 
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ALLEN 
DISTRIBUTORS 


_Here’s how to save 
time and correspondence, and 
get the goods to the customer 


soonest when ordering SPECIAL 


When you need a combination of 
strength and resistance to most 
acids, alkalies or other corrosive 
substances, use stainlvss steel. 


When you require stainless steel 
cap or set screws, your Allen Dis- 
tributor has the most complete 
line . . . over seventy sizes that 
are standard. 


You get the ccenvenience of 
prompt delivery plus the regular 
AllenOHead advantages of 
strength, fine finish, strong sockets 
and the smooth threading made 
possible by Allen 100% Pressur- 
forming. Sold only through iteading 


gN! nG 
crews oren! 
Allen-Made 

fornd 


wa 
Allea-Typ® * 
aecesseril 


waned og 
this block silver 


Hartford 
NEW YORK, CLEVELAND, DETROIT, CHICAGO, LOS 5. A 


Allen Screws. 


distributors. Write for complete in- 
formation on the AllenO Head 
stainless steel line. 





QUICK FACTS ABOUT 
STANDARD ALLEN 0 HEAD 
STAINLESS SCREWS 


Made cf 
threaded. 
dard.) 
Set Screws in popular si es from 
No. 6, 3/16” length to 4” x 4”. 
Cup points. 


18-3 stainless steel NC 
(No. 1ONF also stan- 


Cap Screws in popular sizes from 
No. 8, }” length under head, to 
4” x .” under head. Ower threads, 
points and types of stain.ess steel 
available on special order. 











MANUFACTURING NG 


2, Connecticut, U. S. A. 





FOR 40 YEARS THE BUY-WORD FOR SOCKET SCREWS 
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1. THREAD LENGTH 


measured from the point to last 
usable thread. 


TOLERANCE 


on smoothness (in micro-inches), 
concentricity, squareness, and 
decimal cimensions. 


MATERIAL 
whether regular alloy or not. 


FINISH 
type and thickness. 


APPLICATION 


high or low temperature con- 
ditions, etc. 


Here’s the advertisement in 
leading publications that is 
helping maintain Allen prefer- 
ence in your customers’ minds 


this month. 





Charles E, Wilson (left), General Electric president, and Charles E. Wilson, General Motors president, say . . 


“We Believe in the Many-In-One Campaign’ 


THis YEAR, Community Chests are 
uniting more than 15,000 health and 
welfare agencies in one big effort to 
raise approximately $190,000,000. 
his is to help finance such typical 
Red Feather services as Boy Scouts 
and Girl Scouts, Maternity Homes, 
ind Visiting Nurses, Family Service, 
I'ravelers Aid, Neighborhood Houses 
and Legal Aid Included too are 
Boys’ Clubs and Camp Fire Girls, 
Urban League, Children’s Aid, Hos- 
pitals and Clinics, and Services for the 
Aged. The Salvation Army, Y.M.C.A., 
Y.W.C.A., Summer Camps, Clubs for 
Girls, Aid to the Handicapped and 
Social Hygiene services are also mem- 
bers of the Red Feather famil\ 

Being businessmen we see the ad 
vantage of uniting these many cam 
paigns under one efficient, fund-rais 
ing organization. Industry knows that 
production costs drop as volume in 
Over 30 Chest ex 
perience proves that coordinated cam 
paigns cost less, save time and energy 
and raise more money to provide more 
and _ better Big or 
federated campaigns guarantee 
tive use of the funds subscribed 


creases years’ 


services 
effec 
They 


98 





small, 


(he accompanying statement is an 
appraisal of the Community Chest 
idea by two well-known business 
men, Charles E. Wilson, president 
of General Electric Co., and Charles 
E. Wilson, president of General 
Motors Corporation. ‘That they are 
paving more than lip service, is 
evident by the fact that the GI 
leader is National Campaign Chair 
man, Community Chests of Amer 
ica, and the GM president is vice 


hairman.—The Editors. 





chaos that 
fund-rais 


substitute order for the 
comes with many separate 
ing efforts. 


Proof that the “many in one cam- 


paign’”’ is effective lies in the fact 
that appeals are being federated in 
and more local communities. 
Leaders of both management and la- 
bor, in civic clubs and governmental 
departments, from professional circles 
ind educational groups are giving in- 
creasing endorsement to the idea of 
joint campaigning and budgeting. 


more 
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The number ot communities organ 
izing Chests has steadily increased. In 
1940 there were 561 reported Chests. 
By 1948 the number had grown to 
1060. At the present time definite 
information is available about Chests 
in more than 1250 cities. 

Federated drives raise more money 
for the participating agencies than 
they raise separately. No city has ever 
reported that it raised less money for 
its needed services in a federated cam 
paign than the agencies secured inde 
pendently in separate appeals. On 
the contrary, seven cities holding their 
first Community Chest campaigns last 
year, actually raised an average of 87.3 
percent more than the health and wel 
fare agencies had raised in previous 
years by individual efforts. This suc 
cessful 1949 experience with first 
Community Chest campaigns has 
been duplicated in hundreds of com 
munities over the 37-year history of 
Community Chests. 

United campaigns are wisely 
planned, cooperative undertakings. We 
believe they make sense and should 
be supported generously by all 
thoughtful businessmen 





FITS 4 CHUCK 
CAN’T SLIP! 


@ Can be operated at high 
speeds. 


@ Drills accurately. 


@ Will bore hard and soft 
woods, including plywoods, 
regardless of knots and 


grain. 


@ Have keen cutting edges, 
uniformly hardened. 


@ Can be used in all electric 
drills having Y% inch or 
larger chuck capacity. 


POWER 
AUGER BIT 
No. 910 


PRICES AND SPECIFICATIONS 





List Price Length Overall 
Each Inches 
Bethe 


$ .65 5% 
95 5% 


Hexagon shanks prevent bits from slipping in chuck. 

For use by Woodworkers, Pattern Mokers, Carpenters, 
Farmers, Home Owners, Electricians, Plumbers, Mainte- 
nance Men, Boat Builders, Hobbyists, Janitors, Cabinet 
Nite) ME @eliligelatelen 


°. 9IT Power Uger Bit t Nain. On. h, 4 ad 
N. A ee * 
¥ 9 it Se Contains 
ac Ye VY ve 
‘ ‘ 


$6.50 


%” and al 


- WHITMAN & BARNES 


PLYMOUTH e MICHIGAN e U.S.A. 


Makers of Fine Toole Since 1848 





1.30 5 Ve 
1.65 5% 
2.00 5“ 
1 2.35 5“ 








Individual sizes are individually packaged. 


S @ a SERS 
NEW YORK CHICAGO 
LOS ANGELES HOUSTON 
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C. A. Marwedel, Jr. 


Marwedel Jr. 
Named P.A, At Firm 
C. A. Marwedel, Jr. has been 


named purchasing agent for the hand 
tool and industrial supply division of 
C. W. Marwedel, San Francisco. He 
also has been appointed an assistant 
secretarv for the corporation and elec 
ted to the board of directors. 

Thomas J. Calloway has been pro 
moted to manager of the materials 
handling equipment division. He had 
been with the firm’s transmission 
equipment division for the last five 
years. Formerly he had been with 
Matson Navigation Co. for 14 vears, 
in charge of that company’s layout 
shop. 


James H. Byington 


Joins Morgan’s, Inc. 


James H. Byington, pyominent mill 
supply and ship chandlery executive, 
has been appointed to handle the mill 
supply line of Morgan’s. Inc. in Sa 
vannah, Ga. He also will be in charge 
of international paint sales 

Mr. Byington retired on June | from 
the Savannah Ship Chandlery & Sup 
ply Co. after 45 vears’ with 
that firm. He rose from office bov to 
president, a post he had held from 
January 1944 until his retirement. 


serv ic 
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National Association 
Moves In Philadelphia 


The National Supply & Machinery 
Distributors’ Association has moved 
its offices in the Quaker City to 190) 
Arch Street, Philadelphia 3, Pa. All 
correspondence should be directed to 
the new address. The new phone num- 
ber will be LOcust 4-3484. 

For the past 41 years the associa- 
tion has been located at 505 Arch St., 
but a demolition project underway will 
involve three citv blocks in front of 
Independence Hall in Philadelphia, 
and the association’s present offices are 
in that area. 


Executive Changes 
At Lufkin Rule Co. 


Lewis Barnard, Jr., has been elevated 
to the position of president of Lufkin 
Rule Co., succeeding Robert G. 
Thompson, who simultaneously be- 
came chairman of the board. 

Mr. Barnard entered Lufkin employ 
here in 1932, working in the engincer 
ing department two years before his 
transfer to the sales department. He 
was assigned a sales territory until 
1941, when he was called back for in 


Lewis Barnard, Jr. 
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Robert G. Thompson 


side work as Lufkin’s priorities super 
visor during World War II. In 1946 
he attended Northwestern University 
for a year’s post graduate work in busi 
ness administration. On his return to 
the company from the University, be 
became vice-president. 

Mr. Thompson joined Lufkin in 
1906 and worked three years in a sales 
capacity. In 1910 he was placed in 
charge of Lufkin’s New York office. 
By 1920, his ability had won him a 
directorship in the Saginaw firm and 
a year later he was promoted to the 
post of vice-president. He went to 
Saginaw in 1938 to succe-d the late 
Fred Buck as president and served in 
that capacity until made chairman of 
the board 


Russell Manages Sales 
At Walker-Turner 


Lawrence H. Russell has been ap 
pointed to the position of sales man- 
of the Walker-Turner division, 
Kearney & Trecker Corp., with head 
quarters at Plainfield, N. J. 

Mr, Russell has 10 years experience 
in the power tool field, three years as 
the Power King di 
of Atlas Press Co 


ager 


, . 
sales manager of 


vision 





Central States Association 
Plans Two-Day Meeting 


The Central States Industrial Dis- 
tributors’ Association, with offices in 
Chicago, Ill., will meet this year in 
November, on the 8th and 9th, at 
the Palmer House in Chicago. 

Registration will take place the 
afternoon and early evening of Nov. 
8th, with the main event held on 
Thursday, Nov. 9th. The distributors 
meeting is scheduled to jump off at 
9:00 A. M. on Thursday, will run 
for about an hour, and at 10:00 or 
thereabouts manufacturing friends of 
the members will join the distribu- 
tors, adjourning at noon for lunch. 

The afternoon of that day will 
featuve a conference booth p-ogram. 
distributors providing the booths. It’s 
a departure from the usual convention 
booth program, but the association 
believes manufacturers will welcome 
the opportunity of visiting with dis 
tributors. The booths will be set up 
in the Palmer House. The evening 
will close with the banquet at the 
usual time. 


Capewell Mfg. Co. Enters 
Pipe Tool Field 


The Capewell Mfg. Co. of Hart- 
ford, Conn., producer of hand and 
band saws, hammers, special nails 
and other hardware, has extended its 
line of p-oducts by the acquisition of 
V-Mac Industries, Inc. of Guilford, 
Conn., manufacturers of pipe thread- 
ing, cutting and reaming tools. 

All the machinery and p-oduction 
facilities of V-Mac—and all of its em- 
ployees—are being retained and 
moved from Gui'ford to Hartford for 
continued full pzoduction in the 200,- 
000 sq. ft. Capewell plant. 

Distribution of the new line of 
pipe tools will be through the existing 
Capewel! sales organization of 13 
direct rep-esentatives, 3 sales agents, 
mill plumbing, hardware and oil well 
supply distributors 


Bourne Made President 
At Montgomery & Crawford 


Henry ‘T. Bourne, vice-president 
and general sales manager of Sargent 
& Co. for the past seven years, re- 
cently was named president and gen 
eral manager of Montgomery & Craw- 
ford, Inc., Spartanburg, S. C. 

Mr. Bourne is the author of several 
works, including “The Science of Dis 
tribution,” and “Post-War Trade 
Practices.” 


SALESMEN ALL at the big general sales meeting of R. C 


luded men from the firm’s Bufta.o, Ro 


N. Y. inc 


C. Neal Holds Annual Sales 


Meeting 


Ngal Co., Inc., Buffalo, 


ind kimura terri 


tories, meeting with the officers and directors of 


CRYSTAL BALL GAZERS in a bit 
of offside p.ay at the R. C. Neal Co., 
Inc. general sa.es meeting were Ray C 
Neal, president; Harry J. Lock, 
tary; C.ifford M. Sears, vice-president 
and Frederic J. Zierk, treasurer 


ScCTe 


All salesmen of R. C. Neal Co., Inc. 
of Buffalo, Rochester, Syracuse and 
Elmira territories journeyed to the 
Avon Inn, in Avon, N. Y. for the 
firm’s big annual general sales meet 
ing covering all territories. 

An all day affair, the meeting in 
cluded key inside personnel from each 
office, and factory representatives re 
siding or currently working in the ter 
ritory. The program featured talks 
by Ray C. Neal, C. M. Sears, F. J. 
Zierk and H. J. Lock. A feature of the 


ifternoon sessions was a 14 hour ques 


tion and answer quiz, in which sales- 
men and executives asked freely, with- 
out pulling punches, questions regard- 
ing sales policy and overall company 
aims. 


Warren Co. Purchases 
Quimby Pump Co. 


Negotiations have been concluded 
by Warren Steam Pump Co., Inc., 
for the purchase of Quimby Pump 
Division, H. K. Porter Co., Inc., Pitts- 
burgh, Pa. The purchase includes 
inventory, patterns, good will; and all 
manufacturing will be transferred to 
the Warren Plant. 

A repair and spare parts service will 
be set up to take care of present and 
future users of Quimby Pumps. 

The original Quimby Co. was es- 
tablished in 1893 and formerly oper- 
ated plants in Newark and New Bruns- 
wick, N. J., specializing in screw and 
rotary pumps. In addition they also 
built centrifugal pumps of various 
types, including single and multi 
stage, close-coupled, sump, etc. 

Key men formerly with Quimby 
have been employed by Warren to 
supervise the production and applica- 
tion of Quimby screw and _ rotary 
pumps, both items being new in thé 
Warren line. 

The Warren Steam Pump Co., 
Inc., was established in 1897 and 
steam pumps were the original prod- 
uct. In 1924 the company went into 
the production of a complete line of 
centrifugal pumps. 


ADDITIONAL NEWS BEGINS ON PAGE 186 
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NEVER 

7) 
TO BUCK 
A TREND 








PREPARED BY LUNKENHEIMER ESPECIALLY FOR LUNKENHEIMER DISTRIBUTORS 
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helps you cash in on the trend fo 





Steel Valves 


WITH A BIG MODERN PLANT DEVOTED 








TO STEEL VALVE PRODUCTION 





te You can give service — plus. You can meet all 
of the heavy demand for cast steel valves in your 
area, because Lunkenheimer has a huge plant 
devoted to steel valve production. And Lunkenheimer’s 
big plant capacity means fast steel valve service 

. immediate attention to your regular 
or special orders. 


Special new machinery, installed during 
Lunkenheimer’s recent multi-million dollar 
modernization program, assures even better quality 
—even higher standards of workmanship in the 
valves that have always been the world’s finest. 


Take advantage of Lunkenheimer facilities now. 

Cash in on the trend. You know your Lunkenheimer 
line . . . Sell steel valves. The Lunkenheimer Co., 

P. O. Box 360U, Cincinnati 14, Ohio. 


STEEL * IRON * BRONZE 


LUNKENHEIMER 
'ut OME fieat nrme IN VALVES 
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GRAND YOUNG MAN of Holyoke was Robert H. Russell, 


still mecting his business appointments on the day he died. 


SPEAKING AT A CONVENTION, Mr. Russell lays it on the 


line. No matter what the subject, he always made sense. 


GALA OCCASION for the brothers, Stuart and Bob Russell, 


was celebration of their firm’s 100th vear, back in "48 


Robert H. Russell, 
Holyoke Distributor 
Dies After Operation 


Rosert H. Russerr, 57, treasurer of J. Russell & Co. 
Inc., Holyoke, died on August 22 in Holyoke hospital 
following a seizure at the Russell Co. offices late on the 
afternoon of the 2]st. 

Mr. Russell was the active civic and business leader to 
the last. On the noon of his seizure he had attended a 
regular session of the directors of the Chamber of Com- 
merce. He spent the early part of the aiternoon at the 
Holyoke Savings Bank, of which he was president, then 
walked down to the J. Russell offices. 

He was many times a speaker at the conventions and 
by-meetings ot the National Supply & Machinery Dis- 
tributors’ Association. Most recently he served as a 
member of the Research and Planning Committee of 
the association, and at the joint Triple Industrial Sup- 
ply meeting in Atlantic City last May he spoke on 
“What Distributors Can Do” as a member of a panel 
on “The Industria! Distributor Selects a Manufacturer’s 
Line’. 

He was a man of many interests in his community; 
a director of the Holyoke National Bank, a director and 
former president of the Holyoke Credit Bureau, Inc., a 
director of the old Morris Plan Co. of Holyoke, a past 
president of the New England Retail Hardware Dealers’ 
Association, past president of the New England Iron & 
Ha-dware Dealers’ Association, past president of the 
Engineering Society of Western Massachusetts, member 
of the National Hardware Dealers’ Association and of 
the National Engineering Society. 

He was active, and enthusiastic, in behalf of the young 
people of the community. He was a director and past 
president of the Holyoke YMCA, and a director of the 
Mt. Tom Cauncil, Boy Scouts of America—for the last 
20 years. In 1935, he was awarded the Silver Beaver for 
distinguished service in the field of scouting. 

During World War II, Mr. Russell was chairman of 
the Victory Fund Campaign in Holyoke. 

Robert H. Russell was born in Holyoke April 7, 1893, 
the son of Henry L. and Susie (Newton) Russell. He re 
reived his early education in the Holyoke public schools 
ind was graduated from Worcester Polytechnic Institute 
in 1915, receiving a bachelor of science degree in electri- 
cal engineering. Later he took a business course at the 
Carnegie Institute of Technology and attended the grad 
uate school of business of the Westinghouse Electric & 
Mig. Co. at Pittsburgh, Pa. 

kollowing his service in World War I. in which he 
served as a Lieutenant in the A. E. F. and later served in 
the Baltic and Northern Russia regions as a courier for 
the diplomatic service, he joined J. Russell & Co. in 
1919. He was named president of the Holyoke Savings 
Bank in 1940, the third member of his family to hold 
that position. 

He is survived by his wife, two daughters, two sons, a 
brother and sister and a grandson. 
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YALE LOAD KING 


Portable. /2-ton model weighs only 
37 Ibs.! High strength aluminum al- 
loy castings and alloy steels, fewer 
parts—all are combined to provide 
the compact “carry-around” light- 
ness of the Load King in all capaci- 
ties. 


Up to 95% efficiency! It takes this 
hoist a mere 20 seconds to lift 
1,000 Ibs. 3 feet. Only 60 seconds 
to hoist 4,000 Ibs. 2.1 feet. All ro- 
tating shafts are ball-bearing 
equipped, parts are precision-ma- 
chined, and the powerful, revolu- 
tionary new Synchro-matic load 
brake acts quick as a wink. 


Hand pull force necessary to lift 
the load is maintained at minimum 
by the high efficiency of this hoist. 
Ya-ton or 2-ton capacity—the Load 
King is a one-man hoist. Easy lift- 
ing keeps operators “in trim” all 
day. Production hikes, costs go h) 
down. ie 


ff fy 
' r) 

loys a new, improved principle of instantaneous brake 
p—maximum braking power, automatically! 6-tooth ’ 4) 
gages 24-tooth ratchet at 6 points simultaneously ' r | 
ced and cushioned spring pressure ... no side % 
bearing surfaces . . . longer pawl life. Stabilizer CAPACITIES: 
even, lighter hand chain pull—speeds brake Y2, 1, 1¥%2 and 

inching when lowering. 2 Tons 


EVERY SALES-CLINCHING TOOL ( TT) 











e. A whole array to help you sell the Load i 
and the top quality Yale stands for. 
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To sen. Beneh Lathes, vou Neen 


THE ANSWERS 





Lost your bearings on 
bench lathe sales? Don’t 
chuck the whole thing. Center 
your work on these 16 ques- 
tions, then swing over to 
Page 162 for the answers. 


1. Which of the following operations 
can be 
lathe 


drilling and 


performed 1 bench 


reaming 
boring 

thread cutting 
turning and forming 
milling 

grinding and polishing 


2. The term 


10-inch lathe’ means 
the lathe bed accommodates 
work up to 10-in, long 

the lathe stands 10 inches 
ibove the bench itself 

the lathe will take work up 
to 10-in. in diameter 


- 
When selecting a lathe, the most 


nportant point to consider 


space available to set it up 


1 
electric current available 
the size of the work to be 


machined 


Whichever lathe you ciect, its 
1 good rule to choose one with a 
ving capacity and distance be 
tween centers at least 10% greater 
the largest job that will be 

I'ruc False 


bench lathes are recom 
work where a 9 o1 
is needed; floor lathes 


recommended for work 


in successful lathe 


to keep the lathe per 


bolting it down 

1 moment to make 
rotation 1s 
en facing the pulley 

natt 


rection of 


} 


Good practice 
bad practice 
hardly matters 


mstor 1 
iIstome}; 


plains the 


1] 
normally 


What 











How well do you know the parts of a lathe? 


diagnosis of his trouble 
that he has neglected to use 
the proper oil 
that the machine has been 
run too soon at speeds above 
500 1 p.m 
that the factory men used 
impure oil in their lubrica 
tion of the machine 


lor general lathe use, you would 
suggest as lubricant 
good grade of machine oil 
lard oil 
iuto engine oil 


Match the following materials 
cast iron 
machine steel 
copper 
aluminum 
stainless steel 
yellow brass 
with the following speeds sug 
gested as good practice for “rough 
cut” machining on the bench 
lathe 
1) 200-S00 f.p.m 
b) 80 f.p.m. 
c) 50-60 f.p.m 
d) 40 f.p.m 
e) 200 f.p.m. 
f) 129 s.f.p.m 


When using —_ tungsten-carbide 
tipped cutting tools, the cutting 


speeds listed above may be in 


Can vou identify mt 


creased from 100% to 800% 
l'ruc l'alse 


Work may be held in a bench 
lathe 

between centers 

in a chuck 

on the face plate 

in a collet 

on a mandrel 


Ihe most accurate, most uni 
versally used work-holding method 
is “in a chuck.’ 


I'ruc ] False 


\ customer needs to do a great 
deal of taper turning and boring in 
i lathe. He could do it 
by setting over the tailstock 
by using the compound rest 
by using the taper attach 
ment of the lathe 


For turning and boring | short 
tapers and bevels (as in die and 
pattern work and bevel = gear 
blanks) you would suggest he usc 
the turning method with the tail 
stock set over. [) ‘True. False 


Ihe quick change gear type of 

lathe is popular in busy shops 

where frequent changes of threads 

and feeds must be made, such as 

in tool and die work, general 

repair and maintenance, — etc 
ruc ] Isc 





Next month: BAND SAW MACHINES 
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Cor Squared Away” 
on cheating Costs 


...get SIMONDS 


“TUNGSWELD” 
Squaring Shears 


(with the High Speed Steel Cutting Edge) 


For longest cutting life between grinds, Simonds 


developed the “Tungsweld” method of welding 
High Speed Steel inlays to the tough steel backing 
of these Squaring Shears. This permits heat-treating 
after welding ... assures full cutting hardness of 
the steel inlay, with longer cutting life. 

For easier cutting, clearance is ground in the face 
and top edge... with accuracy and uniformity 
assured by special heavy grinders. The net result 
is a single-edge shear that outlasts other types... 
costs you less in down time and lost production ... 


and gives the utmost in clean, fast shearing of tin 
plate, silicon, Monel, stainless or other thin sheet 
metal. Sell Simonds ““Tungsweld” Shears and cut 
yourself into bigger profit. 


SIMONDS 


SAW AND STEEL CO. 


E_- 


Branch Offices in Boston, Chicago, 
Los Angeles, San Francisco and Portland, Ore. 
Canadtan Factory in Montreal, Que. 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1950 





NEW PRODUCTS 


WITH SALES 
POSSIBILITIES 

















Portable Saw 


Electric Hand Saw 
Features Light Weight 


I'his portable electric hand saw, be- 
cause of its combination of power, 
light weight, and ease of handling, is 
particularly suited for farm, home, 
shop, institution, and industrial ship- 
ping and maintenance department use. 

Ilcatures incorporated in this new 
saw include: improved streamlined de 
sign throughout; powerful, universal 
115-120 volt, ac-de high speed, fan 
cooled motor with precision, dynam 
ically balanced armature; precision cut, 
bronze, helical gears; self oiling, sleeve 
type bearings; two pole trigger switch 
in handle; improved design of shoe 
that permits adjustment in depth of 
cut from 0 in. to 24 in., and angular 
cutting adjustment from 90° to 45°; 
idjustable ripping guide, graduated 
from 0 in. to 8 in.; quick return ro 
tating, telescoping safety guard to pro 
tect the operator. 

No load speed is rpm, full 
load speed 3200 rpm. Net weight is 
ipproximately 104 pounds. 

Portable Electric 
cago—Industrial 
ber 1950 


5200 


Chi 
Octo- 


Tools, Inc ’ 
Distribution, 


Sling Chain Adjuster 


Designed for 
Unbalanced Loads 


This sling chain adjuster permits 
the lifting of an object at any angle 
By shifting the chain in the 

wheel, one leg is made longer 


and the other leg shorter. The chain 
locks and the load cannot shift. 

Unbalanced loads, or loads hard to 
handle can be safely transported using 
this adjustment, eliminating the neces- 
sity of twisting or spiking a leg of the 
chain to shorten it. It is available 
only in complete units of pear shaped 
link, adjuster and sling chain with 
hooks on both ends. 

American Chain Division of Ameri 
can Chain & Cable Co., Inc., York, 
Pa.—Industrial Distribution, October 
1950. 




















Electric Hoist 


Easy to Service 
While in Position 


his one ton capacity electric hoist 
features unusual compactness and ac 
cessibility that makes it easy to ser 
ice the hoist in place without taking 
it down from its overhead support or 
track. It is controlled by push but 
tons with only 24 volts at the push 
buttons for additional safety. Main 
frame is steel and housings and covers 
ire aluminum alloy. 

Covers are used as covers only, there 
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being no bearings or shaft supports 
integral with them. The motor brake 
is of the multiple disc type with the 
friction discs operating in oil. Motor 
mounting will receive any standard 
make of motor with a NEMA flange 
mounting. Featured in its construc 
tion are large diameter, deeply grooved 
drums with sheaves the same diameter 
as the drums, ball bearings through 
out, helical gears with 20° full depth 
cut teeth. Hoist is available for lug 
suspension, standard push geared type 
and motor driven trolleys, and for all 
standard electric currents. 

Shaw-Box Crane & Hoist Div., 
Manning, Maxwell & Moore, Inc., 
Muskegon, Mich.—Industrial Distri- 
bution, October 1950. 























Pipe Machine 


New Wheel Cutoff 
On Pipe Machines 


A choice of either wheel and roller 
cutoff or knife cutoff is now offered on 
the manufacturer's No. 999 Model 2 
in, power pipe machine. With the 
new wheel cutoff, the cutter head is 
equipped with two rollers and one 
cutter wheel which is self centering 
ind easily fed with hand wheel. This 
device cuts off pipe rapidly, leaving 
i clean cut. 

If a knife cutoff is preferred, the 
machine is furnished with four cutter 
knives which leave a straight square 
end cut without burr. Blades are fed 
through a scroll by a smail hand wheel, 
ind may be resharpened many times 

Cutting is very rapid with either 
tvpe of cutoff, cutting off 2 in. pipe 
in 10 seconds. Motor is full 4 hp 


Continued on page 112) 





No other Brand can claim this! 


There are any number of famous brands on the 
cattle range. But, in abrasives, there is only 
one which identifies a complete line. It is the 
CARBORUNDUM brand. 


Because CARBORUNDUM makes all abrasive prod- 
ucts, there is no reason to recommend any but 
the best for the job. An impartial recommenda- 


tion based on the ability to supply the right 


abrasive product for every job requirement is an 
advantage enjoyed by CARBORUNDUM’s distrib- 
utors exclusively. 

By featuring products with the best known 
name in abrasives — plus the advantages of your 
local service—you have a profitable business- 
building combination that is hard to match. The 
Carborundum Company, Niagara Falls, N. Y. 





Making ALL abrasive products... 
to give you the proper ONE 





CARBORUNDUM 


Sy 


“teh 


Abrasives by 


TRADE MARK 








Carborundum”’ is a reeistered trademark which 
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Every Winter dverzement haps make your sling fb esis by emphasiz- 
ing twe points: 
{ii dencectaetanendel aisR miaipeaetitiny of tee Wetec tine of tops ond dies; 
(2) the confidence that can be placed in Winter distributors as a source for 
all staple industrial needs. This message appears regularly in AMERICAN 
MACHINIST, MACHINERY, TOOL ENGINEER, WESTERN MACHINERY, and 
MODERN MACHINE SHOP. Each ad tells your customers that their “local 
distributer carries a complete stock of Winter Taps on his shelves—as close 
$> your tapping prolilems as the telephone on your desk.” 





WINTER BROTHERS COMPANY + Division of the National Twist Drill and Tool Company 
Rochester, Michigan, U.S. A., Distributors in Principal Cities + Branches in New York, Detroit, Chicago, San Francisco 





Expert advice on all metal cutting problems is an important National contribution 


toward your objective of giving better customer service. National maintains a 
staff of trained cutting tool specialists, conveniently located to give prompt assist- 
ance when you need it. Their knowledge, gained through field and factory 
experience, can be of use when customers are faced with a problem in metal 
cutting. They will help you get the best results from National's complete line of 
rotary metal cutting tools, which includes twist drills, reamers, counterbores, 


milling cutters, and end mills, hobs, and special tools. 


“CALL YOUR DISTRIBUTOR” —Ii is NATIONAL'S firm belief, 

based on long experience, that the local industrial distributor is the 
one best source for all staple industrial needs— including NATIONAL 
Metal Cutting Tools. 


NATIONAL TWIST DRILL AND TOOL COMPANY . Rochester, Michigan, U. S$. A. 
Distributors in Principal Cities + Factory Branches: New York + Chicago + Detroit + Cleveland + San Francisco 





heavy duty, 115 volt universal type, 
ac or dc, any cycle, ball bearing, re 
versible. Speed automatically adjusts 
to load. 

Toledo Pipe Threading Machine 
Co., Toledo—Industrial Distribution, 
October 1950. 














Electric Drill 


Designed For 
Deep Boring in Wood 


[his standard duty, 4 in. electric 
drill with built in toggle type revers 
ing switch is designed for deep boring 
in heavy timbers, creosote planking 
and all kinds of sappy lumber. 
The tool turns in reverse at a flick 
of the switch, eliminating hand turn 
ing and struggling to remove the bit 
from wood 

The drill 


body, and 


wet 


iluminum 
Its 


has die cast 
weighs 8} pounds 


capacity is 4 in. in metal, 1 in. in 
wood. The universal ac-de 115 volt 
motor develops 550 rpm no _ load 
speed. 

Cummins Portable Tools, Div. of 
Cummins Business Machines Corp., 
Chicago—Industrial Distribution, Oc 
tober 1950. 


Pipe and Bolt Machine 


Cuts and Threads 
Pipe, Bolts and Conduit 


This 185 pound power tool cuts 
ind threads pipe, bolts and conduit, 
with a capacity up to cight inches. 
It is lever fed and smooth operating. 
An outboard eccentric spool steady 
rest prevents “whip” of long lengths 
of over-hanging revolving pipe from 
rocking” the spindle 

I'he unit uses the same die heads, 
dics, interchangeable wheel-and-roller 
wr knife cutoff devices and reamer arm 
ind cone as the manufacturer’s other 
models. It is lightweight, completely 
maneuverable, and less costly to pur 














chase and maintain than similar mod 
cls, according to the manufacturer. 
It has quick-opening, fully adjustable 
ring type die heads, and no lower 
hinge to foul with chips from dies. 
Other features include a one piece 
welded steel base, renewable bronze 
bushings, aluminum alloy chuck, alu 
minum housings. 
Beaver Pipe Tools, Warren, O. 

Industrial Distribution, October 1950. 


Hack Saw Broach Blade 
Features Graduated Teeth 


This high speed hack saw broach 
blade has graduated tceth for cleaner, 
swifter metal cutting. Made of flex 
ible, unbreakable molydenum steel, 
the blade is being made in 10 and 12 
in. lengths, to fit all standard makes 
of hack saw frames. In both the 10 





Product 


Portable Saw 


Sling Chain Adjuster American 


Manufacturer 


Portable Electric Tools 
Chain 
American Chain & Cable 


Page Product 


108 Automatic Feeds 
Flexible Hose 
Mop Wringer 
Conveyor Belts 


Div.. 


Manufacturer Page 
Benchmaster Mfg. Co. 
Resistoflex Corp. 
Market Forge Co. 
The B. F. Goodrich Co 


—-o he 


Electric Hoist 
Pipe Machine 


Electric Drill 

Pipe & Bolt Machine 
Blade 

Wire Brush 

Grinder 

Tubing 


Pumps 

Tool Boxes 
Drill Press 
Drill Press Vise 


Drum Pumps 
Motor 
Plastic-Metal Screw 
Powerguns 


Dial Bench Gage 
Plier Wrench 
Pump 

Dovetail Cutters 
Fog Nozzles 
Ground Clamp 





Co. 

Manning, Maxwell & Moore 

Toledo Pipe Treading 
Machine Co 

Cummins Portable Tools 

Beaver Pipe Tools 

Diamond Saw Works, Inc. 

Skilsaw, Inc. 

Delta Power Tool Div. 

Spang-Chalfant Div., 
National Supply Co. 

DeLaval Steam Turbine Co. 

Lyons Metal Products, Inc. 

South Bend Lathe Works 

Chicago Tool & Engineer- 
ing 

Lincoln Engineering Co. 

U.S. Electrical Motors, Inc. 

Forman Insulating Screw 
Corp 

Alemite Div... 
Warner Corp. 

L. S. Starrett Co. 

Seymour Smith & Son, Ine. 

Geo. D. Roper Corp 

Reltool Corp. 

Bete Fog Nozzle Ine 

he Lincoln Electric Co. 


Stewart- 


Pump 
Steel Tape 


Humidity Instrument 


Bolt Die 

Saw Blades 
Unit Heater 
Steam Trap 
Tape Dispenser 


Insulated Tools 
Puller 

Chuck 

Screw Starter 

Die Filers 

Insert Bits 
Extinguisher Fluid 
Pumps 


Socket Wrench 
Reduction Clutch 
Bearings 

Splicing Tape 


Chuck 
Concrete Saw 
Tilting Arbor Saws 


W. A. Horejsi Co 

Evans & Co. 

Weston Electrical 
ment Corp. 

The Ridge Tool Co 

Black & Decker Mfg. Co. 

Reznor Mfg. Co. 

Armstrong Machine Works. 

Minnesota Mining & Mfg. 
Co. 

H. K. Porter, Ine. 

Coffing Hoist Co. 

Peerless Machine Co. 

Owatonna Tool Co. 

Rice Pump & Machine Co. 

Hy-Pro Tool Co. 

Rockwood Sprinkler Co. 

Worthington Pump &« 
Machinery Corp 

Plomb Tool Company 

Snow-Nabstedt Gear Corp. 

Boston Gear Works 

Bakelite Div... Union Car- 
bide and Carbon Corp. 

Buck Tool Co. 

Martin Fireproofing Corp. 

Duro Metal Products Co.. 


Instru- 


— et feet et 
os us wo wo we 


; BERR SERRS FE 


160 
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THEIR JOB 
is to help 
you provide 


Precision Engineering of valve designs, Precision . 
Manufacturing and Precision Application—OIC 
considers all three factors equally essential to 
good valving. OIC has the years of experience 
and the service organization to permit you to 
offer all three. 

We point with pride to these veteran members 
of the OIC organization as evidence: Mr. Claude 
Waltz has been contributing precision machin- 
ing for 54 years. Mr. D. B. Malaney, Metallurgist, 
Mr. H. G. Doster, Vice President in Charge of 
Engineering, and Mr. J. B. Turner, Product 
Engineer, combine 40 years of service in preci- 
sion engineering. Mr. A. A. Kruse, Jr., who 
began in our Engineering Department, is now 
one of the many field engineers advising users 
on precision valve application in various parts 
of this country. 


This design, manufacturing and application 





know-how helps you sell better valving—more 
OIC Valves. The Ohio Injector Company, 
Wadsworth, Ohio. 


FORGED AND CAST STEEL - IRON - BRONZE 
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IMPORTANT 
REASONS WHY 


Teall 


MAINTAIN PEAK OUTPUT with Pheoll 
precision-made screws, bolts and nuts— 
they will speed your assembly work and 
improve product appearance. 


INSURE PRODUCT PERFORMANCE with 
Pheoll quality screws, bolts and nuts— 
standardize on these dependable indus- 
trial fasteners. 


HUGE MANUFACTURING FACILITIES assure 
rapid production of both standard and 
special fasteners. 


SINGLE upp.y for screws, 
bolts na por in ‘different sizes, types 
and metals. 


ivery to principal cities 
jn eumually- Toonted Pheoll factory and 


warehouses. 
FACTS sour Peal YOU SHOULD KNOW 


@ One of the nation’s leading producers of in- 
dustria! fasteners. 

@ Pheoll products are widely used in part as- 
sembly when quality is of prime importance. 
¢@ Men who produce Pheoll industrial fasteners 
Ouse highly trained and experienced craftsmen. 

@ All products are manufactured under rigid 
quality control standards. 

@ Constant product inspection 
from laboratory metal analy- 
sis, through production and 
final finish is your assurance 
of precision made, trouble- 
free screws, bolts and nuts. 


Write for this free Bulletin 


SCREWS e BOLTS e@ 





New Products 


(Continued from page 112) 





and 12 in. lengths, graduations are 
from 24 points to 20 points and 18 
points to 14 points from one cutting 
end to the other. 

The manufacturer reports that the 
patented graduation design eliminates 
sticking and binding in “cutting met- 
als. As each tooth of the blade takes 
a larger “bite” than the one before, 
the customary “hacking” gives way 
to a smooth cutting action and re- 
sultant cleaner and easier cut of fer- 
rous and non-ferrous metal. 

Diamond Saw Works, Inc., Buffalo, 
N. Y.—Industrial Distribution, Oc- 
tober 1950. 





WIRES COMPLETELY 
LOCKED IN RUBBER 








Wire Brush 


Wires Locked 
In Solid Rubber Core 


With wires completely locked in 
a solid rubber core, this wire brush 
reduces the danger of flying bristles 
by eliminating the rigid hinge point 
on which wires fray and break. This 
resilient rubber mounting allows 
brush to be used right down to core. 
Individual wires are always in an up- 
right position, keeping the maximum 
number of cutting points in contact 
with the work. Rubber holds each 
wire securely, yet allows it to “give” 
without bending. 

Ihe brushes are available in 4, 6 
7 and 8 in. diameters. 

Skilsaw, Inc., Chicago—Industrial 
Distribution, October 1950. 


Grinder 


New 14 HP Grinder 
Added to Line 


A new 4 HP grinder has been an- 
nounced by the manufacturer. Fea- 
tures include shatterproof glass safety 
shields, a steel spark guard at the top 
of each wheel, tool rests that give full 
support to the work and are fully ad 
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2. 








justable to any grinding angle, and a 
three wire cord that can be grounded 
if desired. 

The grinder measures 20 in. from 
side to side with safety shield, 9 in. 
high, and 8 in. deep. End bells ex- 
tend well beyond the motor housing 
frame to provide adequate working 
room on both sides of the grinding 
wheels. Because the motor housing is 
small, there is no interference when 
a long piece is ground across the face 
of the wheels. 

Delta Power Tool Div., Rockwell 
Mfg. Co., Milwaukee—Industrial Dis 
tribution, October 1950. 


Electrical Metallic Tubing 
Completes Line 


The manufacturer has started pro 
duction of electrical metallic tubing 
to complete his product line of stecl 
electrical raceways. The new product 
has an electro-galvanized exterior fin 
ish. The interior is finished with an 
elastic enamel coating. It is being 
manufactured in sizes ‘from 4 to 2 in. 
and in standard 10 foot lengths. It 
is adaptable to a wide range of elec 
trical raceway services. The tubing 
meets the requirements of the Na- 
tional Electrical Code and bears the 
approval of the Underwriters’ Labora 
tories, Inc. 

Spang-Chalfant Div.; The National 
Supply Company, Pittsburgh Indus- 
trial Distribution, October 1950. 





MICHIGAN ABRASIVE COMPANY 


bases tis muikilitig foley onthe 4 


sale of its products . sy 
through distributors! 


WANS 
Ss 


SAS 


Here is an opportunity to sell profitably quality abrasives 
under a marketing policy tailored for the distributor. Less 
inventory, less red-tape, more profit on small purchases. — 
You as a distributor are the main sales force and have © 
abrasive sales in your territory under your control. This — 
marketing policy is made to order for you. 


Michigan Red Coat Brand Abrasives are quality products _ 
and are widely used today by many large industrial and — 
automotive manufacturers. They stand up under hard — 
usage and prove economical on the job. ‘ 


Why not write and discuss the possibility of handling the 
complete line in your area? ; 


Being a distributor for the Michigan Red Coat Brand Abra- : 
sive line is the kind of experience most distributors have — 
hoped for. It's more profitable, it's cooperative, it's to — 
your advantage... try it, write for full information today. : 

ABRASIVE BELTS 

ABRASIVE ROLLS 

ABRASIVE DISCS 

ABRASIVE SHEETS 


ABRASIVES 


MICHIGAN ABRASIVE COMPANY, 11900 E. Eight Mile Road, Detroit 5, Michigan 
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LISHED BY THE COOPER ALLOY FOUNDRY CO., MILLSIDE, Wed, 22> 
COOPER ALLOY ANNOUNCES 
COMPLETELY NEW CATALOG 


GIVES FULL DATA ON CORROSION RESISTING STAINLESS 
STEEL VALVES, FITTINGS, ACCESSORIES 


PLANNED to serve as a manual for all concerned with 
purchasing, design or maintenance of corrosion-resisting 
equipment, Cooper Alloy’s new 48-page catalog gives com- 
plete data on all standard Cooper Alloy products. It includes 
engineering drawings, weights, dimensions, size ranges, 
materials, corrosion data, nomenclature and design infor- 
mation. Catalog +52 also contains easy-to-read charts 
covering the corrosion resisting ratings of stainless alloys, 
applications and other related information. 


FREE—Write for it today © Your copy of the Cooper Alloy Stain- 
less Steel Valves, Fittings and Accessories Catalog will be mailed 
to you immediately upon request 


The COOPER ALLOY Foundry CO leading producer 
of Stainless Steel VALVES @ FITTINGS @ CASTINGS 
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Pumps 


New Line Features 
Interchangeability 


This new pump is designed to fit the 
idea of a service and exchange plan. 
All parts except the bare pump casing 
are contained in the rotor assembly 
When maintenance is necessary, tlic 
top cover and end plate studs ax 
removed, the assembly is lifted ou 
and a new one dropped in place. 
Through the manufacturer’s service 
and exchange plan, new rotors arc 
available for immediate shipment 
from factory stock. The old one is 
returned and full credit given for all 
serviceable parts. 

The pump impeller is of bronze 
and cast by an advanced method to 
insure accuracy of dimensions. Sim 
ple, proven mechanical seals have re 
placed the old type of soft packing 
with adjustable glands. 

DeLaval Steam Turbine Co., Tren 
ton, N. ].—Industrial Distribution 
October 1950. 














Tool Boxes 


New Line Meets 
Most Requirements 


Ihe manufacturer is now producing 
a line of tool boxes to meet most re 
quirements. The utility box illustrated 
is an excellent general purpose box 
This holds an average assortment of 
tools used by most workers. Canti 
lever tray has five compartments. The 
trav swings smoothly and easily to 





A steady, hard-selling campaign in the nation’s leading industrial 
magazines. Almost a million Butterfield messages yearly to readers 
in the metalworking trades — including the best prospects in your 
territory. 


And always, in every 
one of these dra- 
matic, full-page ads 
the reader is ex- 
pressly directed to 
bring his business to 
you. 








For point-of-sale and point-of-use promotion, you get a 
full supply of corefully planned merchandising aids — 
including decimal equivalent charts, tap size charts, at- Me ity Perks 
tractive literature with your name imprinted and modern Oe LTT hee 
packaging designed especially for the user's conven- 4 ? : PR LAA ESA BEA rae ant La) 
ience — they keep the Butterfield name and benefit- nie 

story constantly working to help you sell. 


€rmon t. 


% 

: All these advantages — and others — are 
wrapped up in the Butterfield Distributor 
Policy. We think you'll find it mighty interest- 
ing reading, since in emphasizing you as the 
logical source of supply, it assures the complete 
protection and cooperation that build real 
profits. Why not contact us about the avail- 
ability of a franchise in your crea? Write to 
Union Twist Drill Company, BUTTERFIELD 
DIVISION, Derby Line, Vermont. 


BUTTERFIELD 


Another valuable service to — THE 1 00% INSPECTE 

your customers — and D TOOLS 
you — is expert odvice on the proper selection Every Too! Individual} In 
and use of Butterfield cutting tools, always avail- TAPS «© Die S + pea Y Inspected 
able from our factory-trained specialists. MERS 


SCREW PLATES 
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one side as the top is opened, leaving 
ample space to reach the contents of 
the box. A spring on the padlock 
hasp forces it tight over staple when- 
ever the top is closed. The box cannot 
be o vole 5 accidentally when being 
handled. 

The finish is metallic bronze. It 
is 15 in. long, 64 in. wide and 64 in. 
high. 

Lyons Metal Products, Inc., Aurora, 
Ill.—Industrial Distribut‘on, October 
1950. 
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Liberates a clean, dry, odorless, 
inert gas under high pressure 
without pumping. Snuffs out 
flames in seconds. 

Especially effective on highly 
inflammable liquids — gasoline, 








Drill Press 


oils, and greases, alcohol, sol- 
vents, paint, lacquer, etc. 
Safe and certain in fighting 


Produced In 
Bench and Floor Models 


This new, low priced drill press is 


fires of electric origin —a non- 
conductor of electricity. 
Non-damaging to any equip- 
ment, finish, fabric or other ma- 
terial with which it may come in 


produced in both bench and floor 
models. The 14 in. press is ruggedly 
constructed for continucus industrial 
service. The net weight of the bench 
model is 124 pounds less motor and 
chuck. 

contact. An automatic belt tension device 

Fully effective indoors or out — for Class maintains proper tension on the motor 
B and C fires. Won't freeze or deteriorate. belt. Spring tension helps to absorb 
shock if the drill should catch in the 
work. Other features include an ad- 
justable feed handle and one piece 
head casting. 

General specifications are: capacity 
to drill to center of 14} in. circle, 
maximum drill size 4 in. in steel, 
spindle run-out .005  in., spindle 
square to table within .0075 in. in 
5 in. Table surfaces and the base 
surface of the bench model are pre 
cision ground and slotted. The table 
also has a 3 in. thick edge rib all 
around for the clamping of work. 

South Bend Lathe Works, South 
Bend, Ind.—Industrial Distribution, 
October 1950. 


Improved Squeeze Grip Valve, pressure- 
seat type with recoil preventors and safety 
pressure relief disc. 

Approved by Underwriters Laboratories. 

Sold through better mill supply houses every- 


where. A few territories now open. Why not 
write us? 


Established 1895 


BurrALO FIRE APPLIANCE 


< eo & Ff @ RB AB F 1 on 
OaATrton t, ONO 
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Drill Press Vise 
Equipped With 
Swivel Bench Base 
This bench drill press vise is 
equipped with a swivel bench base | 
and adapter for bench mounting. The 
vise can be rotated 360° horizontally 
and quickly locked in any position. 
The swivel bench base is bolted 
securely to a workbench for general 
shopwork, and the vise can be easily 
removed for use on a drill press or 
other machine. The vise base is dove 
tailed and is removed from the adapter 


by loosening the locking thumb screw Let La mson* 


and sliding the vise out of the adapter. 
The vise has jaws 24 in. wide, | in. | 
deep, and opens 24 in. It weighs 10 aa 


QUAN ’ 
pri 


pounds. 
Chicago Tool & Engineering Co., 


Chicago—Industrial Distribution, Oc s 


tober 1950. s ) 


, 


Got some tough buyers in your territory whom you can’t 
seem to “crack”? Here’s an idea that has worked for others 
and might help you. 


Get your “foot in the door” by selling these prospects 
products they a// need and use... bolts, nuts and screws. 
And be sure to emphasize the fact that you handle Lamson 


‘ ; 
Se (i 


& Sessions fasteners ... a name they all know and respect. 


Yes, the Lamson name will help open doors for you and 
give you an opportunity to sell other products you carry. It’s 
an easy and profitable way to add new customers to your list. 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street © Clevelend 2, Ohie 
Drum Pumps Plants ot Cleveland and Kent, Ohio © Birmingham © Chicoge 


Heavy Duty Drum Pumps 


Added to Line LAMSON &e 


Ihe manufacturer announces the 
addition of two new heavy duty drum 
pumps to his line of lubric ating 
equipment. These 400 pound dram 
size models, No. 1761 for bung open 
ing drums and No. 1766 for full open 
lrums are air motor operated. They 
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Its the RIGHT ANGLE’ 


that makes 2. 
the difference : 


Yes, the “right angle” shape has much to do with the popularity of 
WITT CANS. The straight sides assure extra resistance to rough 
handling and are further strengthened by-the deep rolling corruga- 
tions, which run the full length of the body, rugged heavy gauge 
steel, and top and bottom structural steel bands. Rust proofing is 
insured by a hand hot dip galvanizing process. The pinch-proof 
handles and sturdy one-piece top completes the WITT CAN except 
for the famous Quality Assuring Guarantee—WI1TT CANS outlast 
ordinary Cans 3 to 5 times. For a tangible asset to your business, 
ask for WITT CANS... they have the “right angle.” 


WITT CANS 

have the 

“right angle’’ 

STRAIGHT SIDES Provide Rugged Strength 


+ + » Greater Resistance to Rough Handling 
«.+ longer Wear! 


ee ee ee 


Ms 


THE WITT CORNICE COMPANY 
Cincinnati 14, Ohio 
“Originators of the Corrugated Can" 
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provide a fast, economical means of 
pumping lubricants, sealing com- 
pounds, and other semi-fluid or vis- 
cous materials directly from original 
400 pound refinery drums where ab- 
normally low air pressures are re 
quired. 

Pumps can be installed to deliver 
lubricant or materials through pipe 
lines to conveniently placed outlcts 
remote from the central source. 

Lincoln Engineering Co., St. Louis 
—Industrial Distribution, October 
1950. 


Motor 


Screened, Splashproof Motor 
Meets All Sanitation Codes 


This screened, splashproof sanitary 
motor is in addition to the manufac- 
turer’s totally enclosed type an- 
nounced last year. The screened 
model is equipped with screened ends 
with the openings located under- 
neath so that water cannot intrude. 
Use of screened vents permits full 
ventilation, essential in a horsepower 
range from 3 to 74. ‘The new type of 
motor is fully streamlined, finished in 
baked white enamel and meets all 
sanitation codes. 

U. S. Electrical Motors Inc., Los 
Angeles—Industrial Distribution, Oc- 
tober 1950. 














Plastic-Metal Screw 


New Fastener Is 
Insulated, Shock Resistant 


This fastener is comparable in 
strength and accuracy to a standard 
metal screw, and yet has the addi 
tional advantages of electrical insula 
tion, shock resistance, and vibration 
damping, according to the manufac 





. « funny how such 
a little thing can 


make such a 
BIG ditterence” 


Tubing size marked on nut on 
IMPERIAL TUBE FITTINGS* 


Sure, it’s a little thing but it’s amazing how this # Identifies fittings quickly 

new convenience developed by Imperial — tradi- Makes it much easier to find needed fittings 
tional leaders in tube fittings — helps make tub- 7 Replacements can be made faster 

ing connection work simple. It’s one of the many Fittings are easier to sort and check 
EXTRAS which build preference for IMPERIAL Teaches men to recognize fitting sizes 
TUBE FITTINGS. Note these advantages: 


*Both compression and flare types 


Two other EXTRAS provided | by Imperial Tube Fittings — 


FITTINGS ARE LONG DRYSEAL PIPE THREADS 
FORGED* Full Length Dryseal American National 


Standard tapered pipe threads are provided 
Because forged fittings have Greater on all pipe ends. These threads are longer than 
Strength and Toughness they stand up . former standards on sizes 44” and over. They 
better under pressure, vibration and : are a definite improvement in pipe threads, 
shock. Their denser grain structure , give extra &ssurance of tight joints, and are 
means no chance of blow holes or 4 especially valuable in providing for additional 
seepage. Their greater uniformity , takeup when reconnection is necessary. 
means quicker, easier assembly. ; 


*Elbow and Tee Bodies. 


IMPERIAL TUBE WORKING TOOLS help you get jobs done quicker 


HI-DUTY TUBE CUTTER HI-DUTY FLARING TOOL 


Free-wheeling ball bearing Makes precision SAE flares on copper, 
action makes cutting easier, brass or aluminum tubing quicker — 
faster. Cuts hard or soft tub- better. New style die holder with slid- 
ing. Roller type with flare ing dies provides speedy, single-nut 
cut-off groove. Makes clean, clamping. No. 300-F . . . flares 4", 
right angle cuts. Retractable Me", %”, 42”, ¥%” O.D. Tubing. 
reamer. No. 274-F ... for 4” 

to 1” O.D. tubing. 


Ask for Catalog No. 350 


THE IMPERIAL BRASS MFG. CO., 511 South Racine Avenue, Chicago 7, Ill S in 
TUBE FITTINGS and TUBE WORKING TOOLS 


Catalog 350 shows a wide range of 
sizes, types and styles. Write for copy. 
“Look for the Diamond 1) on every fittin 


and tool you buys 
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SMALL PIPE 


Thitenden 


IN A JIFFY 





threader... threads ‘em 
clean...threads ‘em easy” 





It pays you to sell these popular 
Fei E41 Nos. OOR, IIR, 12R Threaders 


@ You make more sales easily when you offer your customers 
these light strong ratchet drop-head dies. Any size die head 
wanted snaps in quickly—and it’s ready to thread pipe. Die 
heads can’t fall out. No special dies needed for close-to-wall 
work. Dies are precision cut of tool steel, assuring smooth 
perfect threads. Ask your Supply House for these popular 
Rig@oeiD work-saver threaders: No. 00OR, %”’ to 1’’; No. 
111R, 4%” to 1%”; No. 12R, 4%” to 2”. 


——« ©) <f 
WORK-SAVER PIPE TOOLS 
THE RIDGE TOOL CO. « ELYRIA, OHIO 
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turer. It possesses advantage in saving 
parts and time when the insulation is 
an integral part of the fastener. 

The fastener consists of a serrated 
metal core which has been extrusion 
coated with a thermoplastic material. 
The metal core runs the entire length 
of the screw and furnishes most of 
the screw strength. There is no dan- 
ger of the plastic chipping or cracking 
under torque. 

Standard sizes immediately avail- 
able from stock range in diameter from 
No. 8 to 4 in. with cellulose acetate 
insulation; from No. 10 to 2 in. with 
polyethylene; from No. 8 to 2 in. with 
cellulose acetate butyrate; and from 
No. 8 to 4 in. with ethyl cellulose in 
sulation. 

Forman Insulating Screw Corp., 
New York — Industrial Distribution, 
October 1950. 














Powerguns 


For Use When 
Air Power Not Available 


Two new design high pressure 
electric powerguns, of 25 pound and 
40 pound capacity, for use where air 
power is not available, have been an- 
nounced by the manufacturer. 

The 25 pound gun will deliver 14 
oz. of light or medium lubricant per 
minute at 70° F.’ It will handle all 
greases that seek their own level and 
develops 5,000 pounds pressure. It 
has a 115 volt, 60 cycle universal mo 
tor which automatically cuts off when 
5,000 pounds pressure is built up. 





packings 
provide you 
with 


A GOMPLEIE... 


ND PROFITABLE... 
CLLING PLAN 


As an authorized R/M Packing Distributor, you have a complete line of top-quality 
packings and gaskets, established trade names and trade-marks known from coast 
to coast, hard-hitting, consistent advertising, good service, effective selling helps, 
and a unique distributor policy that makes aggressive selling worth while. 


For the full story write us today. 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, manneim, Pa. 


FACTORIES: Bridgeport, Conn. Manheim, Pa. 
No. Charleston, S.C. Passaic, N.J. 
RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings * Asbestos Textiles « Mechanical Rubber Products + Abrasive 
and Diamond Wheels * Rubber Covered Equipment + Brake Linings « Brake Blocks + Clutch Facings + Fan Belts 
Radiator Hose » Powdered Metal Products + Bowling Balls 
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ur Prescription= 


Heres Yo 

hp immediite nclief— 

apply H a es 
Trealmenl 


Ke 


ORDER THRU YOUR 


FOR CASES OF CHRONIC THREADACHES 


Send detailed symptoms. Specialists in our 
Tap Clinic will make a thorough diagnosis, 
and recommend a treatment for an econom- 
ical cure. 


HY-PRO Taps last longer on the job, and 
wear longer between sharpenings to assure 
Sustained Accuracy — the true guide to tap 
efficiency and economy. 


Send your name to receive the HY-PRO 
Stock List, mailed bi-monthly on tequest. 
Contains listing of standard and special taps 
in stock ready for immediate delivery. 


COMMERCIAL + PRECISION 
SPECIAL 


Ground Thread Taps 


HY-PRO TOOL CO. 


Ne Ww Bedford Mass.U S A $ A Sul 
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The 40 pound gun handles all types 
of grease. It has helix arm and worm 
gear priming, and delivers 54 oz. of 
heavy fibrous lubricant per minute at 
70° F. The 115 volt, 60 cycle heavy 
duty motor cuts off automatically 
when maximum pressure of 5,000 
pounds is built up. 

Alemite Div., Stewart-Warner 
Corp., Chicago—Industrial Distribu- 
tion, October 1950. 














Dial Bench Gage 


Predetermined Spring Pressure 
Insures Accurate Readings 


Plus or minus variations from. siz 
in .0005 of an inch can be read oft 
instantly from this universal dial 
bench gage. Readings are uniformly 
accurate because of predetermined 
spring contact pressure entirely ind¢ 
pendent of the operator’s “feel”. Ver 
satile design makes it equally suitabl 
for use as a comparator or a thickness 
gage to measure rubb-r, textile, papel 
metal parts, etc. on either flat, curved 
or irregular surfaces 

It is provided with a convenient 
hand lever which is pressed down to 
lift the spindle and released to con 
tact the work. Left hand operation 
permits easy handling of work with 
the right hand. The ground and 
lapped table is adjustable vertically 
on the ground post to suit various 
thicknesses of work and is locked in 
approximate position by the tabk 
bracket screw. Final setting of thi 
table is accurately made by a fine ad 
justing screw. 

The L. S. Starrett Co., Athol, Mass 

Industrial Distribution, October 
1950 





Submarines 
vse U.S. Gauges 
Transformers 
use U.S. Gauges 


Have you an 


that is looking for a GAUGE? 


Rate Fay YY ‘ 


po 
use U.S. Gauges 


Cream Filters 
use U.S. Gauges 
pe . 


Airplanes 
use U.S. Instruments 
fron Lungs 


use US. So" a 


If you have an idea looking for a gauge, why not make the search 
short and sweet? Come to U.S. Gauge. 

More than 6 out of 10 original equipment manufacturers find the 
solution for their problems right here in Sellersville, Pa. And for 
good reasons. U.S. Gauge designs and produces top-flight special 
purpose instruments as well as first class pressure and temperature 
gauges. 

U.S.G. has a warm and friendly welcome for the ideas and prob- 
lems of engineers and designers... and some solid help. Your 
gauge should be included in those we have developed for over 
15,000 other purposes. 


So whatever your gauge needs, large or small—commercial or 
highly specialized, call in U.S.G. first. United States Gauge, Division UN S S E 
of American Machine and Metals, Inc., Sellersville, Pa. ( 


¢ C / 
V7 UW) CMY neu for C WOULD a MM Si d4 


PRODUCTS OF UNITED STATES GAUGE... Absolute Pressure Gauges «Aircraft Instruments «Air Volume Controls « Altitude Gauges « Boiler Gauges 
Chemical Gauges » Mercury, Gas, and Vapor Dial Thermometers . Glass Tube and Industrial Thermometers @ Flow Meters @ Inspectors’ Test Gauges 
Precision Laboratory Test Gauges » Marine, Ship and Air-Brake Gauges » Voltmeters « Ammeters # Welding Gauges 


OTHER DIVISIONS OF AMERICAN MACHINE AND METALS, INC., AT SELLERSVILLE, PA.: GOTHAM INSTRUMENTS, AND AUTOBAR SYSTEMS. 
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How TPE HELPS INDUSTRY 





Wroresave crocers eunoie 
RETAILERS ORDERS ON SHIPPING 
PLATFORMS WITH PERMACEL. 
TAPE HOLDS CARTONS SECURELY DURING 

SHIPMENT — REDUCES 
BREAKAGE — SAVES 
MONEY IN TIME 


PAINTING CONTRACTORS 

STRIP PERMACEL oN ToP OF 

BASEBOARD TO FORM PROTECTIVE 

SHELF WHEN PAINTING INTERIOR 

WALLS. TAPE STRIPS OFF EASILY- 

SAVES TIME- ASSURES BETTER PAINT JOB. 














PERMACEL ADVERTISING 
| SOFTENS EM UP FOR YOU TO SELL! 


THAT'S RIGHT! Your prospects are learning plenty about 
PERMACEL TAPES from striking advertisements like this. 
They're reading about PERMACEL quality— PERMACEL efficien- 
cy—PERMACEL versatility—in the country’s leading business 
and industrial publications. 

ATTENTION JOBBERS: To keep you “up-to-the-minute” on cost- 
saving PERMACEL Tapes, ask your nearest PERMACEL salesman 
to show you the new “fact-packed” tape presentation. 














INDUSTRIAL TAPES 
INDUSTRIAL TAPE CORPORATION e NEW BRUNSWICK, N. J. 
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Plier Wrench 


Snaps On, Holds Grip 
Independent of Hand Pressure 


This plier wrench, which locks onto 
the work, features several advantages: 
patented swivel jaw gives better grip 
on the work; patented jaw size indi- 
cator saves time for the user; patented 
lock release makes opening easy. 

The plier wrench is made of heavy 
gage pressed steel. Jaws are of hard- 
ened tool steel, and handles are of 
bright nickel with non-slip scoring top 
and bottom. The plier wrenches come 
in two sizes, 7 in. and 10 in. 

Seymour Smith & Son, Inc., Oak 
ville, Conn.—Industrial Distribution, 
October 1950. 


Pump 


Has Venturi Suction, 
Discharge Principle 


\ new 300 gpm pump has been 
added to the manufacturer's 3600 
Series of rotary pumps. It is rated at 
300 gpm at 360 rpm and may be 
driven by geared head motor, gasoline 








Alemite Transfer Pumps assure quiek; waste-free, 
shown above. ou'll agree, is where to mess-free loading of bycketputips and power guns! 
make a sale. Costly hand fra . : ‘ ransfer Pumps keep lubricants “refinery 


grease like this is wasteful... slow... messy... clean” from drums to guns—end all risk of con- 


ee 
dangerous! A drain on the production efficiency csemeanemaaads 


of any plant. When you see any oil room like that in the pic- 
ture above (and there are plenty of them around) 
move in fast . . . recommend this 3-point improve- 
ment program. Keep in mind that every Alemite 
Transfer Pump is a “big money” sale . . . and paves 
Alemite Transfer Pumps cut man hours 63% for the way for sales of additional equipment. se. 
every 100 lbs. of lubricant transferred! ONE FOR EVERY OIL ROOM DRUM. 


a® 
4 there’s a better Alemite transfer pump for every oil room...every need! 


Selling Alemite Transfer Pumps here (and in 
plants like it everywhere) is quick easy... 
profitable. Here’s why . 


Alemite, Dept. H-100 
1850 Diversey Parkway, Chicago 14, Illinois 


' 
Put facts, ideas into your presentation... i 
! 


My company ___ handles the 


- Alemite Line. Please send me a free copy of the powerful new 
Mail thé COUpOn OW sales booklet showing “11 Ways To Cut Production Costs.” 


ALEMITE |i] 


WARNER Street . Pe 
Modern Lubrication Methods That =p 


Cut Production Costs oe ee 
' 
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engine, or truck power take-off. 

This pump has the venturi suction 
and discharge principle which spreads 
the liquid over wide helical gears for 
smooth flow and high efficiency. The 
pumping elements, hardened alloy 
iron helical gears, are fully supported on 
both sides by bronze sleeve bearings. 
The steel shafts are induction hard 
ened at all bearing and packing sur 
faces. 

A lantern ring in packing box re- 
duces pressure on packing. Drain-back 
from lantern ring automatically re 
verses if pump rotation is changed. 

Geo. D. Roper Corp., Rockford, III. 

-Industrial Distribution, October 
1950. 


Dovetail Cutters 


For Use With 
Standard End Mill Holders 


These dovetail cutters are designed 
for use in the manufacturer’s and 
other standard types of end mill hold 
ers. Right hand cut is standard, with 
either 45 or 60 degree angle, as speci 
fied. They are used extensively in 
place of arbor type and threaded hole 
angle cutters. ‘Two advantages which 
make them an ideal tool for milling 
dovetails are ease in handling and 
substantial saving in set-up time. They 
are made of fine high speed tool stcel 


Reltool Corp., Milwaukee—Indus 


| trial Distribution, October 1950 


A SUPER STANDARD TOOL 
FOR EVERY CARBIDE JOB! 


SUPER TOOL (0. 


21650 HOOVER ROAD DETROIT 13, MICHIGAN 
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Fog Nozzles 


Will Extinguish 
Numerous Types of Fires 


rhis new type three way fog nozzle 
will extinguish oil, electrical, paint, 
and many other types of fires with 
the least possible water The new 





again »» fUltese ed- ferst./ 


3, 
CA hy - p 


THE OLD WAY 


ROLLER 


New convenience, handling headaches elimi- 


nated, time saved! These are just a few of the 
benefits your customers get with the new Morse Re q 
f 2 , S 


packages, 


PLUS ALL THESE ADVANTAGES: * oe : 
* Easy to store... on shelves or in bins . . . saves ae ss ; 
storage space . . . it’s PACKAGED! Cane 


% Simple to handle . . . no sorting through a maze 
of chains . . . no struggling with loose chain 
lengths . . . it’s PACKAGED! 


% Quick identification . . . the label on the pack- 
age identifies the contents at a glance... it’s 
PACKAGED! 


Clean, dust-free chain and parts . . . dirt, dust, ‘ 
grit cannot get inside the tightly sealed boxes 
.. it’s PACKAGED! 


Inventory time saved . . . packages are easily 
identified, rapidly counted . . . it’s PACKAGED! 
These popular chain jengths available: Up to 
1” pitch chain packaged in 5‘ and 10’ coils, 50’ 
and 100’ reels; 1’ pitch packaged in 5’, 10’ 
coils, 50‘ reels; over 1“ pitch packaged 10’ coils. 


‘Ab 


| 


The complete Morse Roller Chain packaging pro- 
gram is another step forward to help you provide 
added convenience for your Morse customers. 


* Flash to Industrial Distribution — 


Write today for Folder F57-50, 13,999 packages sold first 3 weeks! 


which gives a complete description of 
all Morse Factory-Packaged chains wee ee ee a ee ee ee eee 


and parts, together with list price. 


ProouctTs 


Transmission  ‘---==-------- 


Morse Chain a 9 
7601 Central Ave., Detroit 8, Michigan 


eww eee = 
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the PAY. ENVELOPE 
/ for 


BESLY DISTRI UTOR 


HERE’S Wi 
IN ADB ETON TO PRO} 


/EMAND __Volume users—the big mass CO-OPERATION_you'll find that close 
support by factory engineers at Beloit, 
or in the field, helps your customers 
solve difficult production problems. 


TURNOVER_Quick-turning inventory is 
assured by Besly’s popular exchange 
policy that “weeds out” 
and replaces them with items in great- 
est demand in your territory. Stock 
must move to make a profit for you 
and your salesmen. 


PROMOTION__Besly ads are read by the 
buying power of industry. Intensive 
trade paper advertising is backed by 
coordinated promotion that includes 
catalogs, mailings, reprints, selector 
manuals and tap data sheets. This pro- 
motion helps you cultivate your most 
profitable markets. 


Write “Today! See, by checking facts, why Besly’s hard fisted 


selling program gets results for distributors. 


production plants where tool quality is 
critical—buy Besly Taps, Reamers and 
Twist Drills. Besly’s unchallenged repu- 
tation for quality helps Besly distributors 
sell the big fellows and makes it easier 
to sell all the rest. 

slow movers 
RI N__No longer are you just a 
distributor—one of many in 
the same territory with the same line. 
Besly’s “respected distribution” policy 
eliminates wasteful duplication of sales 
effort. You get the profits you earn! 


“me-too” 


AN 


“—Besly’s reputation for user 
satisfaction makes sales for you. Stocks 
move faster. Besly maintenance of top 
quality production star.dards assures cus- 
tomer satisfaction wherever Besly Taps 


are sold—in large or small shops. 


i) 


TAPS—the 
world's most 
accurate tap. 


TWIST DRILLS TO se 

AND REAMERS = Wwieris AND 

—Complete line pi scs— individ- 

for every need vally formulated 

CHARLES H. BESLY & COMPANY for your job. 

@ 118N. Clinton Street * Chicago 6, Illinois 
Factory: Beloit, Wisconsin 


GRINDERS fhot 
reduce costs on 
every type of 

surface grinding. 
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unit can be changed from full fog to 
straight stream to complete shut-off 
by a turn of the handle. 

According to the manufacturer, the 
nozzle produces more fog at lower 
pressures, yet is self cleaning aud prac- 
tically non-clogging because of a pat- 
ented spiral tip and unique movable 
core. 

The nozzle can be operated on any 
pressure from 30 to 150 pounds, using 
at 100 pounds about 8 gpm for fog 
and 10 gpm for straight stream. It is 
regularly furnished with a standard 
“garden hose” thread, and is made of 
polished stainless steel and chrome 
plated brass. 

Bete Fog Nozzle Inc., Greenfield, 
\lass.—Industrial Distribution, Octo 
ber 1950. 














Ground Clamp 
Has 300 Ampere 


Current Capacity 


This ground clamp is designed to 
provide 1 convement readily mov- 
able, yet solid ground connection for 
welding jobs where welding currents 
do not average over 300 amperes. The 
new clamp not only cuts accessory 
costs for these jobs but also eliminates 
for welders the inconvenience of han 
dling heavy duty clamps on jobs 
where their extra capacity is not 
needed. 

The clamp weighs 14 pounds and 
has a jaw spread of 24 inches. The 
jaws are made of a special steel and 





Fewer fluorescent lighting maintenance headaches! 
Lower maintenance costs! More light for your money!, with 


General Electric Simplified 
p Replacement Plan! 


Free, informative literature now 
available from General Electric 


OW! Another extra service from General Electric 

for G-E lamp distributors to offer their customers! 
It’s the new, Simplified Lamp Replacement Plan that 
makes fluorescent lighting maintenance easier and 
more effective in factories and large office areas. 


Simplified Lamp Replacement— replacing fluorescent 
lamps in groups instead of singly—reduces the high 
cost of replacing every individual tube as it burns out. 
All the fluorescent lamps in a section or department 
are replaced near the end of their life, just before the 
great majority are about to burn out. The results: fewer 
interruptions of office or factory work; fewer man- 
hours spent in replacing lamps; a cleaner, brighter 


2. eS 
oO. 


‘cual cantare Eee a 


lighting system; fewer starter and ballast breakdowns; 
more light for the money. Already in use by many lead- 
ing companies, Simplified Lamp Replacement is proved 
to be practical. 


Simplified Lamp Replacement is especially economi- 
cal today because of the increased life and low cost of 
G-E fluorescent lamps. General Electric lamp prices 
are now so low that the cost of changing a single lamp 
is often greater than the cost of the lamp itself. 


LEARN ALL ABOUT IT! General Electric has 
literature available on Simplified Lamp Re- 
placement. It’s yours for the asking. To help 
lamp distributors tailor a lamp replace- 
ment plan to meet customer's individual 
needs, General Electric offers the service 
of its lamp engineers. Write the Lamp De- 
partment, Div. 166-ID-10, General Electric 
Company, Nela Park, Cleveland 12, Ohio. 














You can put your confidence in— 


GENERAL @@ ELECTRIC 
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copper alloy, highly conductive and 
¢ highly resistant to wear. A heavy di- 
rect acting spring gives a positive con- 


EVERY ASSEMBLED PRODUCT — nection with the work 


The Lincoln Electric Co., Cleve 
SHAKEPROOF | , z 
THREAD-CUTTING SCREWS ik SHAKEPROOF SPEED NUTS 


land—Industrial Distribution, Octo- 
ber 1950. 
SHAKEPROOF LOCK WASHERS 











SELF -LOCKING nuts 





SIMS by SHAKEPROOF ' Automatic Feeds 


Four New Models 
Added to Line 


29 & . re 
- ne apt 48) ure The manufacturer announces an 


expanded line of four models of its 
/ automatic friction roll feed. The 
: Y : | models will handle stock in widths of 
end Wa CLA ASTM S 3 in., 5 in., 7 in., and 9 in., respec 
{ 114 ’ tively, with an adjustable stroke which 
can be varied from 0 in. to 3 in. 
Maximum thickness capacity is % in. 
While designed for the manufacturer’s 
presses, these feeds are readily adapt 
able to fit virtually all makes of presses. 
The feed is equipped with an angle 
bracket which mounts to the press bed 
or bolster plate, permitting vertical 
adjustment to align rolls with the 
die. Both rollers are geared, which 
increases the pulling force and insures 
excellent accuracy. Direction of feed 

is readily reversible, if desired. 
Benchmaster Mfg. Co., Los An 
geles—Industrial Distribution, Octo 

ber 1950. 


Flexible Hose 


Gives Exceptional Service 
With Hot Spray Lacquers 


Q ‘This hose is said to be unique be 
f,. j cause it is constructed with a tube of 
Waa ARO \N 7, compar. This material, according to 
L WoRKS the manufacturer, has outstanding re 


sion OF iLLINO!S Too Minois mt ; sistance to the various strong sol 

pivi avenue sa vents used in lacquers, synthetic coat 
2501 North Keeler a i ings and enamels. It is claimed that 
3 ¢ the compar tube will not swell in con 

tact with aromatic hydrocarbons, 

esters, ketones and chlorinated sol 


vents 





chicage 3% 
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compactness 
economy 
efficiency 


Line-O-Power drives 


Double reduction 


BECAUSE— 


Duti-Rated helical gears made to 
precision accuracies and having file hard 
tooth surfaces (60 Rockwell C) offer the 
max'mum in long life and quiet opera- 
tion. Gear tooth cores are processed to 
maximum strength and ductility for resis- 
tance to intermittent peak overloading 
conditions. 


Cast Iron Housings give the strength 
and rigidity needed to maintain accurate 
alignment of all moving parts. Rugged, 
dense, cast iron housings do not distort 
under load, 


Lerge Range of ratios, and horsepower 
capacities from 1 through 175 horsepower, 
provide a unit for practically any heavy- 
duty application. 


. 
4 
' 
t 
s 
a 
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Trim, efficient, rugged, these new drives offer power transmission at 
lower original cost and at lower operating cost. 

Line-O-Power is ideally suited to the requirements of the original 
equipment manufacturer, who needs the sales appeal of compact and 
modern looking straight line drives as part of his equipment. He 
knows that the ultimate user is certain to benefit from the lower 
maintenance costs and the high efficiencies (over 96%) that Line- 

O-Power is designed to meet. 

Investigate today the advantages that 
Line-O-Power has to improve the general 
design of your machines and equipment. 
FOOTE BROS. GEAR AND MACHINE 

CORPORATION 
Dept. ID, 4545 S. Western Blvd., Chicago 9, III 


Triple reduction 


FOOLE? BROS. 








Beller Power Tea ooion Through Collec Beara 
oe ee 8 ee ee ee ee ee ee ee ee Se Ue Ue US Ue OS Ue 
WRITE FOR BULLETIN LPA 
Foote Bros. Gear and Machine Corporation 
Dept. ID, 4545 S. Western Blvd., Chicago 9, Illinois 
Please send me a copy of Bulletin LPA on Foote Bros. Line-O-Power Drives. 
Name 
Company 
Position 


Address 
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PIN Revolves on Retainer Pin. 
Presses into hex bushings. 


HARDENED RETAINER : — ALIGNMENT —s 





— 
Cutters revolve ogoinst hex bush- 
ing shoulders, 
HARDENED HEX NOT SOFT CASTING 
BUSHINGS 


Pressed into casting, absorb radial 
thrust — cannot turn. 











Exclusive, improved Vincent Dressers and tough, 
long-lasting Vincent Dresser Cutters are just the combination 
to produce clean, accurate dressings at lowest cost. They 
are the right combination for complete customer satisfaction. 


The improved, exclusive features of Vincent Dressers 
shown above assure more accurate dressings and fewer 
dresser replacements. Special analysis steel, heat treated to 
exactly the correct hardness, provides added dressings from 
every Vincent Cutter. 

Point out these features to 
your customers for faster sales... 


- ao 


. Use 40 Dressers = 
Wheels up to 
cent on 
#1 Dressers 
* Wnesls 1%" to 


face. USE THIS CHART TO 


42 Dressers 2" 


| Use fa iowa SELECT THE PROPER 


4 Use #1) antecle DRESSER FOR EVERY 
yer wide face. JOB! 
- VINCENT 
STEEL PROCESS COMPANY 
Heeot Treaters of Metals—300 Tons Capacity Daily 


7 
greater ‘‘repeats.”’ 


hedges HSS TOOL Bers d 
TUE CUANER CUTTERS, * WHOMWAY SURPACER CUTTERS 





Detroit 7, Michigan 
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The hose is built in } in., * in., 3 
in., and 4 in. diameters and is dimen- 
sionally suited for use with the reus- 
able couplings on conventional spray 
equipment. 

Resistoflex Corp., Belleville, N. ]. 
Industrial Distribution, October 1950. 














Mop Wringer 


Rolls on Two Inch 
Solid Rubber Casters 


This new mop wringer combination 
| features a handsome stainless steel 
| pail and extremely efficient wringer. 

| ‘The pail combines an attractive, spot- 
| less appearance with strong, long last- 
| ing construction. It is casy to clean 
| 





and maintain. Guaranteed to be leak- 
| proof, the pail rolls smoothly on 2 in. 
| solid rubber casters and will not tip 
Ovcr. 
The wringer which fits on this pail 
offers lighter weight and __ greater 
| strength due to its solid one piece 
| construction. Non- -squirting louvers 
| make it impossible for water to splash 
| out. The wringer has a leverage ratio 
| of 20 to 1. A back floating plate slides 
forward to wring both large and small 
mops. 
Market Forge Co., Everett, Mass. 
Industrial Distribution, October 
1950. 


Conveyor Belts 


Two Oil Service Belts 
Added to Line 
Two new brands of oil service con- 
veyor belts have been added to the 
(Continued on page 138) 





i 
TRADE MARK re / cc 


MEANS BUSINESS 
AGGRESSIVE DIS 


Here’s Why: 


QUALITY PRODUCT 

Suitable for use in either manual or power 
operated systems beyond the limitations of ordinary 
commercial products. Two basic models meet the 
requirements of virtually all industrial applications. 
1:1 or 2:1 ratio with either 2 or 3 shaft extensions. 


SOUND MERCHANDISING 
Folders, counter displays, technical data sheets, 
PLUS attractive and substantial color packaging, 


LIBERAL DISTRIBUTOR POLICY 


Full protection, including all direct orders and inquiries. 
Distributors will be appointed on the basis of ability to 
provide adequate customer service. 


¥ POWERFUL ADVERTISING 

Vigorous support by consistent advertising in leading 
industrial publications directed to Design Engineers, 
Plant and Maintenance Men, Purchasing Agents 
and other important buying influences. 
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No Other Fitting has 
Ermeto's Exclusive Design 


e NO FLARING 
e NO WELDING 
e NO THREADING 
e NO SOLDERING 
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in High Pressure Connections 


ERMETO fittings are 
also available in 
stainless steel 
and brass 


ERMETO MALE 
CONNECTOR 


ERMETO 
TEE UNION . 
MALE ELBOW 


90k Ahead With 


\\ ae oe 
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Why these 


ee 


Handy-Pack 


Bolt Cartons 
are preferred... 


By Hardware Jobbers jecause the 
rugged Handy-Pack is a better product 
and an easier product for jobber salesmen 
to sell. Retailers go for the Handy-Pack... 
jobber sales go up. 


Rugged open 


drawer 


By Hardware Stores because the cover 
can be used as a rugged open drawer in bolt 
cabinets. No opening cartons everytime you 
make a sale. And you never have broken 
cartons, spilled or mixed bolts. 


WRITE 


@ Handy-Packs contain the same 
small lot quantities of bolts that 
have been standard for years. Cut 


have nuts attached as always. 


Certified 
Reshippable 


Sealed with 
nylon tape 


By Industrial Distributors pecause 
these rugged cartons can be handled or even 
dropped without breaking. They can be 
stacked fast and efficiently. They save time 
and labor in the warehouse. 


RUGGED HANDY-PACK 
CARTONS are made 
of corrugated board... 


with a certified bursting strength from 125 
to 200 Ibs. per sq. in. depending on bolt size. 
The cartons are packed in wooden boxes... 
can be ordered in carload or less-than-carload 
lots. Every carton is sealed with nylon tape 
-+-is certified reshippable. Tying and wrap- 
ping are eliminated when you reship them. 
Once you try rugged Handy-Packs, you'll 
never again want bolts in ‘paper’ cartons. 
Enjoy all the advantages of the rugged 
Handy-Pack by sending your bolt orders to 
Buffalo Bolt Company. 


for this free circular on quantities 
and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


4 
on 


we 


b 


PRODUCERS OF CIRCLE ® Provucts 


Buffalo International Corp., 


138 


North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: 


1) Church Street, New York City 


BOLTS * NUTS + RIVETS AND SPECIAL FASTENERS 
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| manufacturer’s line. The first has 
been specifically designed for light 
oil service and the second to handle 
low viscosity oils, plasticizers and 
| solvents used mainly in the plastics 
and related industries. 

The first is recommended for trans 
porting wheat, oats, flax, linseed, corn, 
oil treated coal and other materials 
with light oil characteristics. The 
other, it is claimed, will give maxi- 
mum service life when conveying plas- 
ticizers, pine oil, corn oil, machine 
cutting oils, asphalt compositions and 
where conditions of oil combined 
with high heat are encountered. 

The B. F. Goodrich Co., Akron, 
Ohio—Industrial Distribution, Octo- 
ber 1950. 


thread carriage and machine bolts | 














Pump 


Coolant Supply Unit 
Employs Foot Powered Pump 


A new coolant supply unit for use 
on drill press, tapping machine, milling 
machine or bench employs a foot pow- 
ered pump. ‘The unit consists of a 
heavy steel tank holding two gallons 
of lubricant or coolant, equipped with 
a foot pump, five feet of plastic hose, 
and nozzle attachment with bracket 
that can be attached to practically any 
machine. 

The stroke of the foot pedal on 
the pump controls the amount of 
fluid delivered to the cutting tool, 
which can be as little as a few drops 
or a stream strong enough to wash the 
chips out of the taps, etc. The unit 
eliminates the use of cil cans and 
brushes for applying lubricant or 
coolant. The fluid can be returned 
to the tank. 

The unit weighs than 10 
pounds empty, and easily 
moved from one machine to another. 

W. A. Horejsi Co., Minneapolis 

| Industrial Distribution, October 1950. 


less 
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PORTABLE ELECTRIC 


DRILLS 


Y" DRILL STANDS 


: For All Drills 
eeeceeeesece 


yA" 


%" and 2” Capacities 
With Drill Stands 


From midget type 4" models 
to heavy production 1%” 
machines, there's always the 
one best drill for the job—a 
THOR ... all handle styles, 
all popular speeds — every 
tool packing Thor’s extra 
power .. . featuring the light 
weight ana handling ease of 
Thor's modern design... 
available with stands and 
accessories. Call your Thor 
distributor for a free demon- 
stration—or write for Cata- 
log E-2. Independent Pneu- 
matic Tool Co., Aurora, Ill. 


Belt Sanders 


Bench Grinders 


Fender Hammers 


Electric Hammers 


Screw Drivers 


TOOLS 


em F£ ORC THE /, : 
Lue? “Ah 
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This printing organization is set up 
in facilities and experience to do 
the exceptional in catalog prepa- 
ration. A long list of clients testi- 
fies to our ability—firms who have 
used our catalog service for years. 


Our service begins with the plan- 
ning of your catalog—we work 
with you to shape your catalog into 
a forceful sales builder. Experience 
and craftsmanship work for you all 
the way. Facilities and careful 
preparation assure you of unex- 
celled quality. 


Wisconsin Cuneo representatives 
are men who know the catalog re- 
quirements of industrial distribu- 
tors. The representative who will 
call on you, at your request, will 
make suggestions that will be of 
material aid in perfecting an out- 
standing catalog. 


WRITE, WIRE OR PHONE: 


239 EAST CH 
MILWAUKEE 1, WISCONSIN 
DAly 8-5340 


PLUS IN 
CHARACT 


PLUS IN 


QUALITY 


PLUS IN 


PLUS IN 


MODER 


CHICAGO * PHILADELPHIA * NEW YORK * SAN FRANCISCO 
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| heavily chrome plated. 


| Corp., Newark, N. J. 
| tribution, October 


Steel Tape 


White Steel Construction 
Insures Easy Reading 


Jet black markings on white stcel 
with bold numerals make this push- 
pull tape easy to read. The high car 
bon steel blade is tempered, bonder- 
ized, enamelled and baked in electro- 
thermically controlled equipment. 
I'he tape is claimed to stay “live” and 
white longer than ordinary tapes. 

The die cast features specially de 
signed edges for easy gripping. It is 
The tape 
measures inside and outside, and an 
automatic brake prevents creep, yet 
does not touch either surface or tape. 

Evans & Co., Newark, N. J].—In 
dustrial Distribution, October 1950. 














Humidity Instrument 


Pocket Instrument Indicates 
Relative Humidity 


Vhis precision pocket instrument, 
shorter than a pencil, shows relative 
humidity by the accurate wet and dry 
bulb method. ‘The instrument can be 
used either in the hand or mounted 
on a wall. A built-in slide rule con 
verts the wet bulb and dry bulb read 
ings direct into relative humidity. 

I'he device consists of two etched 
scale glass thermometers, individually 
hand calibrated for permanently ac 
curate readings. These are secured 
in a white plastic case by integral rc 
silient mountings. ‘The psychometric 
slide rule forms the cover of this casc 
For use, a few drops of water are ap 
plied to the thermometer wick, and 
the instrument is fanned or swung 
for several moments. 

Weston Electrical Instrument 
Industrial Dis- 
1950 
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“This belt outlasted others 34 times 


in the world’s largest drug store” 


“Ever see a conveyor belt in a drug store? Here’s one made of 
neoprene that services counters of the mammoth Owl-Rexall store 
in Los Angeles. It gets rough treatment too . . . exposure to many 
destructive influences, such as fats and fruit acids . . . is even rum 
through an alkaline cleansing bath. Ordinary belts failed after 
three weeks on the job. But the neoprene belt is still in excellent 
condition after two years’ service.’ 





Success stories like this are a result of Du Pont neoprene’s 
exceptional resistance to deterioration from contact with oils, 
grease, moisture and most chemicals. And neoprene’s ability to 
withstand heat, abrasion, and constant flexing makes it outstanding 
for almost any such application. So when your prospect has a 
particularly tough job for a rubber product, it will pay you to 
remember the many advantages of Du Pont neoprene. The 
manufacturers of the lines you represent will be glad to tell you 
why they use neoprene in many products where severe service 
conditions are encountered. Ask him to tell you about them. 


| 

E. I. du Pont de Nemours & Co. (Inc.), Rubber Chemicals 
‘ Division, Wilmington 98, Delaware. 

i 


_— 
| The rubber made by Du Pont since 1932 \ FREE! 
| oe eo THE NEOPRENE NOTEBOOK — 

Ztail Interesting stories . . . new, unusual 

\ " | applications and products of neoprene 

\ Write E. I. du Pont de Nemours & Co 
\ Inc.), Rubber Chemicals Division 
* = C-10, Wilmington 98, Delaware. 
REG. U.S. PaT. OFF —— 


BETTER THINGS FOR BETTER LIVING THROUGH CHEMISTRY Tune in Du Pont "Cavalcade of America” Tuesday nights—NBC coast to coat’ 





RATCHET LOWERING 
JACKS—6 Models — Co- 
pacities 5 to 15 Tons. 


BALL BEARING JOUR- 
NAL JACKS—7 Models 
— Capacities 15 to 50 Tons. 


HYDRAULIC JACKS—15 
Models—Single and Two 
Speed Types. Capacities 3 
to 50 Tons. 


BUDA JACKS are 
sold ONLY through LEADING 
INDUSTRIAL DISTRIBUTORS 


Buda sells jacks to industry only through selected 
and leading Industrial Distributors who order and 
maintain adequate stocks to serve their customers. 
Orders and inquiries received direct are referred to 
the local Distributor. Buda does not want the profit to 
which our Distributor is entitled. He has an investment 
in our mutual efforts and our reputation for quality and 
service is in his capable hands. 


Buda renders its Distributors complete cooperation 
and service in selling Buda Jacks... comprehensive 
trade journal advertising, sales aids and bulletins, pro- 
motional letters, one to four pages of catalog layouts 
and copy, successful advertising and marketing sugges- 
tions, and instruction for their salesmen on the use and 
sale of various types of jacks ... at no cost. 


Buda wants the Distributors of its jacks to prosper. 
They are entitled to full profit for the superior product 
and service they offer our mutual customers. Proven 
flagrant or continuous price cutting will be considered 
cause for severing business relationships with any 
who prefer not to subscribe to this fair method of 
merchandising. 


Each Buda Jack is tested in excess of rated capacity. 
It is warranted to be free from defects in material and 
workmanship, and to perform satisfactorily under 
normal soutien of capacity and service for a reason- 


able length of time. 


Current price schedules show our Distributor’s 
costs, suggested resale prices, transportation allow- 
ances, and terms of sale. 


Buda invites recognized Industrial Distributors 
who subscribe to this sales policy to investigate the 
profitable advantages of stocking and selling Buda Jacks. 


The Buda Company, Harvey, lilinois 


There are Models and Sizes 


for Every Lifting Job 


B)-2 


142 
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Bolt Die 


| No Adjustment Needed 
For Standard Threads 
| This new tool consists of a ratchet 
drive ring and handle with 10 die 
heads fitted with } in. to 1 in. but 
ton dies, both National Coarse and 
National Fine thread available. This 
compact set is furnished with a pat- 
ented carrier which makes it easy to 
keep dic heads from being scattered 
and lost. Button dies are easily re- 
versed for threading close to bolt 
shoulders or heads. 

No adjustment is said to be needed 
for standard threads, easy adjustment 
for undersize or oversize threads. The 
manufacturer states that these die 
heads fit his pipe threader drive ring, 
and those that already own this model 
can purchase the bolt die heads alone. 

The Ridge Tool Co., Elyria, O.- 
Industrial Distribution, October 1950. 














| Saw Blades 


Carbide Tipped Blades 
Added to Portable Saws 


The manufacturer has introduced 
special carbide tipped blades for his 
line of portable electric saws. ‘The new 

| blade cuts faster than abrasive discs 
when sawing transite, cemeste board, 

| masonite, formica and other abrasive 
or plastic composition materials. By 

| test the blade cuts 4 in. transite eight 

| times faster than an abrasive disc, ac 
cording to the manufacturer. 

I'he carbide tipped blades come in 
| three sizes: 7 in. (18 tooth), 8 in. 
| (20 tooth), and 9 in. (22 tooth). 

The blade is excellent for cutting 
| wood and because of special tooth de 

sign as well as number of teeth, these 
| blades make a smoother cut than the 
| standard steel blade, it is claimed. 
| The Black & Decker Mfg. Co., Tow- 
son, Md.—Industrial Distribution, 
October 1950. 





BRONZE BEARINGS 
meet every uced of 
DISTRIBUTORS 


DISTRIBUTOR SALESMEN 
AND PURCHASERS 


@ Buckeye gives you full distributor protection;—a 
recognized “‘name’’; a quality product; adequate factory 
inventories upon which to draw; and a wide range of 
sizes to meet customers requirements. 

Manufactured from selected materials under our exact- 
ing controls, Buckeye fully-finished ready-to-use bearings 
and fully machined maintenance bars are free from 
porosity — of uniform metal analysis throughout — and 
accurately dimensioned. They are recognized everywhere 
for long, efficient, trouble-free service. 

Stocked and sold by representative distributors in 
the principal industrial centers, — some of whom have 
handled the Buckeye line for more than 25 years. 


Buckeye 


BRASS AND MANUFACTURING COMPANY 


BRONZESMITHS SINCE 1900 


6410 HAWTHORNE AVENUE ae: CLEVELAND 3, OHIO 
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Used with equal efficiency 
on largest size suction hose 
and smaller diameter 
water hose in every service. 
Sizes range from 1’'A’ to 8". 


INDUSTRIAL DISTRIBUTION 


© OCTOBER, 1950 


| Unit Heater 


Blower Type Heater 
Features Extreme Quietness 


These blower type unit heaters are 
used where architects’ specifications, 
heating engineers, or local codes call 
for squirrel cage, centrifugal type or 
multi-bladed blowers. They are prime 
movers of fresh air or suppliers of 
warmth. 

Produced in eight different sizes, 
the heaters are practically the same 
as the manufacturer's fan type sus 
pended heaters except that the pro 
peller is replaced by a powerful, cen 
trifugal type blower. A belt drive is 
used on larger size heaters; direct 
drive with variable speed control is 
used on 50,000 and 25,000 Btu sizes. 
Other sizes controlled by variable 
sleeve pulley. 

Reznor Mfg. Co., Mercer, Pa. 
Industrial Distribution, October 1950. 














Steam Trap 


Steam Trap Has 
Built In Strainer 


Vhis small inverted bucket steam 
trap has a brass strainer built right 
into the body. ‘The side inlet, side out 
let trap is used for draining smallet 
sized equipment producing relatively 
small amounts of condensate. ‘The 
built in’ strainer feature eliminates 
separate strainer, extra fittings and in 
stallation labor. This model is larger 
than that introduced by the manu 
facturer several years ago with integral 
strainer. 

It has 4 in. or 3 in. pipe connec 
tions; 250 psig operating pressure; 
769-1060 Ibs./hr. hot condensate 
capacity; 7a in. height; six pounds 
weight; 5 in. diamcter; cast semi-stcel 
body and cap 

Armstrong Machine Works, Three 
Rivers, Mich.—Industrial Distribu- 
tion, October 1950 





All the national 
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All the direct mail 
<> you do... 
on Worthington pumps and 
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NEW Air 
Compressor 
It's the Worthington Ralanced Angle—the 
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PUMP AND MERCHANDISING DIVISION 


HARRISON, NEW JERSEY ” 
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Be sure you use the direct mail 
Worthington has prepared for your 
use over your name. Get in touch 
with us for the latest printed litera- 
ture on Worthington pumps and air 
compressors. 


. adds up to these two exclusive sales-making statements! 


The broadest line 
of standard pumps 





The only new 
air compressor line 


...4 pump for every job since the war 


Worthington Standard Pumps 


Worthington “Balanced Angles” 


WORTHINGTON 


WER TRANSMISSION: sheaves, 


PO drives 


V-belts, variable s 
PUMPS: centrifugal, power rotary, 
steam 


AIR 
air-cooled. 


Se: eS 
WORTHINGTON PUMP AND MACHINERY CORPORATION 


COMPRESSORS: water-cooled, PUMP AND COMPRESSOR MERCHANDISING DIVISION 


THAve 


General Offices, Harrison, New Jersey 7 
“/he Good Right Hand of Vudustry Oe 
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MR. INDUSTRIAL DISTRIBUTOR: 


Arrow Tool & Reamer Company Offers 


YOU A COMPLETE LINE OF 


"Fascut” END MILLS... 


Including our popular 3 FLUTE SERIES 


NEW SALES OPPORTUNITIES IN 


THE SPECIAL TOOL FIELD THROUGH 


ARROW'S 
“INDUSTRIAL DISTRIBUTOR’S 
PLAN FOR SELLING SPECIALS” 


Arrow’s 34 year old record as an unusually competitive and experienced 


source on special cutting tools has provided many Arrow Distributors 
with sales opportunities not previously fully utilized by Distributor 


Organizations. 


Arrow’s plan is tailored specifically to fit into any Industrial Distribu- 


tor’s sales program. 


WRITE TODAY FOR COMPLETE INFORMATION! 


< 





Here's another Arrow PLUS! 


ARROW LIVE CENTER 
@ Adjustable for wear 
@ Tapered, interchangeable inserts 


Rugged, accurate and durable, the Arrow 
LIVE CENTER has been shop tested and is 
equipped with Timken precision roller bearirgs. 
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Tape Dispenser 


Metal Unit Designed For 
Filament, Hard-to-Cut Tapes 


This new, all metal hand dispenser 
is designed to dispense lengths of fila- 
ment tapes and other hard-to-cut 
tapes. Main feature of the dispenser 
is a razor sharp cutting edge. A thumb 
operated trigger presses the cutting 
blade against the tape to make the 
cut. When the trigger is released, the 
blade retracts so that it cannot cut 
accidentally. 

Dulled blades can be changed as 
easily as safety razor blades.. Five re- 
placement blades are included with 
each dispenser. The dispenser can be 
used with tape rolls up to 72 yards 
in length, and accommodates tape 
widths from 4 to 1 in. 

Minnesota Mining and Manufac- 
turing Co., St. Paul—Industrial Dis- 
tribution, October 1950. 


Insulated Tools 


Designed for Work 
With Dangerous Voltages 


Use of these insulated tools with 
rubber gloves for “hot work” provides 
a very great extra margin of safety 
and protection for personnel and 
equipment. This insulating material 
was developed specifically to give en- 
during and safe service in the insul- 
ation of hand tools. It maintains its 
high dielectric strength over the ex- 
treme range of working temperatures 
and in the presence of moisture, oil 
or acid fumes. 

Tools in this line include Meter- 
man’s screwdrivers (factory tested to 
5,000 volts), standard screwdrivers 
and socket wrenches (factory tested 
to 10,000 volts) and wire cutters and 
fireman’s cutters (factory tested to 
20,000 volts). , 

H. K. Porter, Inc., Somerville, 
Mass.—Industrial Distribution, Octo- 
ber 1950. 





Through changing times 


Walker-Turner’s sales policy has remained 
unchanged 








To grow and prosper, a company must change with the times. 
Without such change, there is no progress and, eventually, 
no business. 

Never, perhaps, has there been so much change in so little 
time as in recent years. In industry, new methods, machines 
and materials are being developed at a faster rate, it often 
seems, than the economy can absorb them. 

Walker-Turner reflects this accelerated change of our 
times. We would not have it otherwise. For it is solidly an- 
chored, as Walker-Turner Distributors will proudly tell you, 
in a sales and distribution policy that has never changed. 

Through slump and boom, war and threats of war, this 
policy has stood — selective distribution, a fair margin of 
profit, advertising that helps sell, distribution cooperation, 
ample stocks of service parts, long range product development 
—a sales policy as sound today, and as respected, as in 1938. 

It is the foundation stone upon which Walker-Turner has 
built not only a fast-moving line of metal and woodworking 


machines, but the finest distributor organization in the world! 


Sold Only Through Authorized Distributors 





WALKER-TURNER DIVISION 


PLAINGIELO, MEW JERSEY 


DRILL PRESSES e BAND SAWS e RADIAL SAWS e BELT and DISC SURFACERS 
JOINTERS e LATHES e TABLE SAWS e JIG SAWS e TILTING ARBOR SAWS 
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¢ Parts roll easily into hand 


¢ Label Holder 


has topmost visibility 


* Tilt divider stops hand injuries 
¢ World’s strongest drawer with 
more efficient features 


Label holders 


visible on 

each cross 

and rear 
end of drawer 


Slanted back tops 
on cross dividers— 


easy to see labels 
Lengthwise dividers 
—full length. 


Handy rounded 
convenient handie. 


No. 11 — EQUIPTO'S most 
popular item. Width 34”; 
height 13%"; depth 12”. 
Each of the 18 boxes comes 
equipped with 2 adjustable 
and removable cross divid- 
ers making 3 compartments 
per box. This makes a total 
of 54 adjustable compart- 
ments. Olive green baked 
enamel finish. 


No. 1092 — Size 7’ x 3’ x 
1’; 108 drawers, 324 ad- 
justable compartments. 
Frame is of high carbon 
angles making the strong- 
est of drawer units — none 
finer. Drawers slide on flat 
surface with no bolts or 
fasteners to interfere. Olive 
green baked enamel finish. 


PROMPT 
DELIVERY 


Extra dividers may 
be added on 1” 
centers. 

Adjustment of dai 


by dus 
adjustment grooves 
One piece construc 
tron — front, bot 
tom, back, with all 
welded sides 


Le 
Stock Rooms 
Shipping 
Depts. 


Under Benches 
Counters or 
Sales Tables 


Homes 
Basements 





For 
Large 
Quantities 
of 


Small 
> Parts 
at 
Your 
Finger 
Tips 











AURORA, ILL. 
Phone AURORA 9231 


DIVISION OF AURORA EQUIPMENT CO 


| 
68) PRAIRIE | 
| 
' 
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Puller 


Hand Operated Puller 
Handles 1000 Pound Loads 


This hand operated hoist or puller 
weighs 94 pounds, takes up less than 
a foot of space, and handles a full 
1000 pound load on any _ lifting, 
stretching or pulling job. 

The handle serves a double pur- 
pose. It may be used as a straight 
lever when loads are especially pee 
or where lack of headroom allows only 
partial strokes; or the lower section 
may be locked at right angles to the 
upper section, forming a crank for 
high speed lifting or pulling. 

Coffing Hoist Co., Danville, Il.— 
Industrial Distribution, October 1950. 





Chuck 


Wrenchless Chuck 
Features Fast Self-Adjustment 


Unusually rapid chucking, releas- 
ing and repositioning of cylindrical 
parts as large as 2% in. in diameter 
are possible with this self-adjusting 
wrenchless chuck. No adjustment of 
the chuck jaws is required for gripping 
stock of different diameters, and no 
bushings are necessary. When the 
handwheel is turned, the three jaws 
advance simultaneously until the work 





TACKLE 
BLOCKS 


ROPE 
FITTINGS 


WIRE ROPE 


Only manufacturer of the complete line — wire 
rope, wire rope fittings and tackle blocks... All 
engineered to the job by Upson-Walton for 
LONGER LIFE and BETTER SERVICE. 


THE UPSON-WALTON COMPANY : Cleveland, Ohio 


New York ¢ Chicago «¢ Pittsburgh 
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UGGED, powerful, compact— 
the mew Bob-Cat Hoist is the 
streamlined mighty midget that 
increases your customer's plant effi- 
ciency ... increases your customer's 
satisfaction ... increases your sales. 
Designed for busy plants where 
space is at a premium and top per- 
formance an absolute necessity, the 
Bob-Cat weighs substantially less, 
size for size, than other high-grade 
hoists. It is built to handle loads 
from 12 to 5 tons... built to give 
extra years of trouble-free service. 
You can fortify your sales talk 
with facts when you sell the new 
line of low-cost Bob-Cat Hoists. 
Write for information today. a s2 


THE OHIO ELECTRIC MFG. CO. 
Chester Bland, President 


5900 MAURICE AVENUE + CLEVELAND, OHIO 


The Obio Electric Mfg. Co. also makes lifting magnets 
and controllers, small motors, nail making machines. 


G) 


6 to | factor of safety 
High-torque Ohio Motor enclosed 
in cable drum 

Epicyclic gear reduction 
Weston-type load brakes 
Solenoid motor brake 
Push-button or rope control 
lug, hook or trolley suspension 
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| has been positively gripped and auto- 


matically centered. 
The chuck is available for installa- 


| tion on different types of threading 


machines where pipe and rounds as 


| large as 2% in. OD must be chucked 


and released frequently or on produc- 
tion runs. Pipe or rod as small as 


| # in. OD can be chucked. 


Peerless Machine Co., Racine, Wis. 


| —Industrial Distribution, October 


1950. 
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Screw Starter 


Fits Various 
Recessed Head Screws 


This magnetic screw starter fits all 
sizes of Phillips, Reed and Prince re- 
cessed head screws. The bit is de- 
signed to fit No. 1, 2, 3 and 4 Phillips 


| screws as well as corresponding sizes 


in Reed and Prince screws. The bit 
on each starter is built of heat treated 
alloy steel and is permanently mag- 
netized. 

Three lengths are available: three 
inch, for use in close quarters, six 


| inch, for normal use, and nine inch, 


to reach inaccessible spots. 

The Owatonna Tool Co., Owa- 
tonna, Minn.—Industrial Distribu- 
tion, October 1950. 


Die Filers 


Table Levels Instantly 
| Without Indicator 


The manufacturer has supplemented 
the use of graduated dial plates for 
the more satisfactory method of slip- 

ing dowel pins through matching 
and in the pivot bracket to bring the 
table back to a horizontal or level posi- 
tion. The table can now be leveled to 





“*FEATHERWEIGHT” 85% MAGNESIA INSULATION 
was used to insulate header and piping from 
boiler, hot water generators, breeching and stack 
of the Omaha World-Herald installation. 


**Featherweight”’ 85% Magnesia insulation con- 
tributes a high degree of efficiency and economy 
to any job with temperatures up to 600° F. It 
applies to the smallest as well as the largest 
installation. It helps to get heat when and where 
it is wanted at the right temperature and at a 
saving in cost over the years. These are among 
the many reasons why it has been widely 
accepted and used for more than 60 years. And 
it is a safe, sure and profitable investment for 
the distributor, contractor and user. Recom- 


mend it for all low pressure applications. 


@ Summer hot water system, Omaha World-Herald Building. 


Header and piping from boiler, hot woter generators, breeching and stack, 
insulated with ‘‘Featherweight"’ 85% Magnesia. Hot and cold water pipi 
insulated with K&M Duplex Insulation. Phote courtesy of Omaha World-Heral 
Insulation Contractor — Midwest Asbestos and Insulation Company, Omaha, 
i Cc — Wray M, 


Nebraska. Plumbing, Heating and Air-Cond 
Scott Company, Omaha, Nebraska 





K&M DUPLEX PIPE INSULATION was used in the 
Omaha World-Herald Building for insulating 
both hot and cold water piping. It is so con- 
structed as to serve this dual purpose with high 
efficiency and can be recommended for all water 


pipe applications within a temperature range 
of 40°-212° F. 


These Keasbey & Mattison Insulations— 


“Featherweight” 85°% Magnesia and Duplex 


Pipe Insulation—are top quality products you 
can sell for profit; count on for customer satis- 
faction. We'll gladly send complete information 
on all K&M Insulations upon request. 


Nature made -hsbestos. .. Keasbey & Mattison has made it serve mankind since 1873 


KEASBEY & MATTISON 


COMPANY? AMBLER ° 


PENNSYLVANIA 
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Durable, precision- built 
Darnell Casters and Wheels 
assure the easy handling of 
heavy loads — savings in 
floor and equipment wear 


soon pay for their cost. 
| WRITE FOR DARNELL MANUAL 
DARNELL CORP. LTD. 
: LONG BEACH 4, CALIFORNIA 
60 WALKER ST., NEW YORK 13, N.Y 
36 N. CLINTON, CHICAGO 6, ILL 
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the precision limits instantly without 
the use of an indicator working from a 
surface plate. 

The table design has been changed 
from a two way to a four way, 15 de- 
gree tilt. In addition, the deep 
throated overarm has been redesigned 
to accommodate practically every die 
filing application. The operator can 
now do filing, sawing, and lapping 
with the one overarm. The chuck 
beneath the table has been changed 
from the rigid to the ball jointed type 
to permit alignment of files with 
warped or crooked shanks with the 
workpiece. Other features include 
two operating speeds and Scotch yoke 
mechanism to impart a truly vertical 
filing stroke without bell mouthing. 

Rice Pump & Machine Co., Mil- 
waukee—Industrial Distribution. Oc- 
tober 1950. 














Insert Bits 


Average 25 Percent Longer 
Life Is Claim 


It is claimed by the manufacturer 
that these new insert bits average over 
25 percent longer life than bits for- 
merly used. They are precision cold 
forged by the same precision process 
used to forge the recess in the manu- 
facturer’s recessed head screws. They 
are hardened to an exact, precisely 
controlled degree by a special heat 
treating formula. 

The holders are designed with an 
efficient ball and spring lock in the 
head that effects a sure, tight fitting 
grip while driving, yet allows quick 
changing of bits. Holders are pre- 





@ SOUND, FULL-FORMED HEADS 
..- Rapid, Heavy Wrenching 


@ UNIFORM, STRONG SHANKS 
... Permanent, Tight Grip 


@ CLEAN, SMOOTH-TURNING THREADS 
-.. Accurate, Fast Assembly 


REPUBLIC UPSON 


—from the more than 20,000 
members of the REPUBLIC 
UPSON Quality Line. 


* 


REPUBLIC STEEL CORPORATION 
Bolt & Nut Division 

CLEVELAND, OHIO e GADSDEN, ALABAMA . 

Export Dept.: Chrysler Building, New York 17, N.Y. 


rm J 
REPUBLIC. 


BOLTS AND NUTS 


96 YEARS FASHIONING THE FASTENING HABITS OF INDUSTRY 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1950 











PRINTED SELLING 
PRINTED SPECIFICATIONS & DATA 


CATALOG 














In Peace or War a Good Catalog | 
S-T-R-E-T-C-H-E-S MANPOWER. 


In ordinary times a good catalog enables a sales force to cover 
more ground, serve customers better, close more orders. In times of 
acute manpower shortage it can be a lifesaver—by stretching thin 
sales and service lines to their top efficiency. 

While our crystal ball is not reflecting the future any better than 
your own, we wonder whether you do not share our strong feeling that 
this is a time for a careful check of every link in the chain of sales and 
service? Specifically, we believe that every distributor will be wise to 
consider now all that six months or a year may bring, and decide 
whether his catalog is as suitable and effective as it might be to pos- 
sible changes that may come in the field of distribution. 

Please count on us for any help we can give you in appraising the 
picture fairly. In case action of some kind seems in order, we will let 


you know how we can help. No obligation. Call us in today. 


R.R. DONNELLEY & SONS COMPANY 


CATALOG COMPILING DEPARTMENT 


350 East Twenty-second Street 
Chicago 16, Illinois 


PRINTERS © BINDERS © ENGRAVERS © LITHOGRAPHERS 
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cisely machined from highest grade 
stock and held to close tolerances. 

Hy-Pro Tool Co., New Bedford, 
Mass.—Industrial Distribution, Oc- 
tober 1950. 





‘ for Producing FOAM and 4 
for use in Extinguishing 
& remus company worcestét ‘g 


Extinguisher Fluid 


Flows at 
Subzero Temperatures 














This new type of foam liquid ex- 
tinguishes fires in gasoline and other 
similar flammable liquids faster and 
more economically than old type 
liquid or chemical powder materials, 
according to the manufacturer. It is 
more fluid, faster spreading and will 
flow at subzero temperatures. 

Where proper proportioning is pro- 
vided, the liquid can be used with the 
latest types of fog nozzles in hose 
lines or fixed piping systems. It is 
claimed that the liquid is easier for 
firemen and shippers to handle and 
requires only half the space for storage 
and shipping. 

Rockwood Sprinkler Co., Worces- 
ter, Mass.—Industrial Distribution, 
October 1950. 


Pumps 


Line Completed of 
Vertical Turbine Pumps 


A completely new line of vertical 
turbine pumps has been developed 
by the manufacturer. Capacities from 
50 to 15,000 gpm are available. The 
new models develop maximum per- 
formance per size and overlapping 
coverage allows selection of a unit for 
nearly any capacity and head condi- 
tion at peak efficiency. Incorporated 
in the line are extra size bearings of 
special materials for long life shaft 
seals where required; enclosed impel- 
lers throughout; wearing rings; flanged 
and bolted bowl construction. New 
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Here is a hoist you can sell with 
confidence and then forget. It is quality 
built to stay sold and to sell others. 
For safety, all mechanical parts are 
factory tested at 100% over- 
/ rated capacity. For long life, 
all moving parts are heat 
treated, sealed in oil, de- 
signed for the most continu- 

ous assembly line usage. 


Prompt, efficient Coffing 
service, with immediate ship- 
ment of replacement parts fur- 
ther assures customer satisfac- 
tion—further encourages repeat 
sales. Find out for yourself that 
the hoist business can be good 
business — with Coffing Quik-Lift 
Electric Hoists. 


COFFING HOIST COMPANY 
DANVILLE, ILLINOIS 


MD, 
WWW 
ee ie 


Hoists * Load Binders and I-Beam Trolleys. 
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Originators of the FIRST small portable electric hoist 


Hoist-Jack * Safety-Pull Ratchet Lever Hoists * Mighty- 
Midget Pullers * Spur-Geared Hoists * Differential Chain 





casting and machining methods have 
been developed to assure high effi- 
ciencies and accurate manufacture. 
Either oil or water lubricated 
pumps are available, arranged for 
motor drive, right angle gear drive, 
or belt drive. They are suitable for 
a wide variety of services, including 


| installation in wells for irrigation, in- 
| dustrial and municipal water supply, 


for installation in sumps, tanks, res- 


| ervoirs, or streams, for pumping water, 


refinery products, and other liquids. 

Worthington Pump and Machinery 
Corp., Harrison, N. ].—Industrial Dis- 
tribution, October 1950. 











Socket Wrench 


Giant Socket Wrench 
Weighs 67 Pounds 


Production of a special socket 
wrench with a 6 in. hexagon opening 
has been announced by the manufac- 
turer. The socket was designed for 
use with impact equipment by the 
road maintenance crew of a large water 
and power utility. It has an outside 
diameter of 94 in., a length of 8 in., 
a drive size of 14 in., and a weight 
of 67 pounds. By contrast, the small- 
est of the manufacturer’s sockets has 
an opening of *% in. and weighs only 
1/50th of a pound. 

Plomb Tool Company, Los Angeles 

Industrial Distribution, October 


| 1950. 


Reduction Clutch 


Eliminates Need 
For Counter Shafts 


Precision-made for dependable, 
smooth running, this reduction clutch 
Model #5107 eliminates the need for 
counter shafts and accompanying re- 
quirements, and contributes to a less 
expensive reversing arrangement. 

The clutch is 93 in. long, 93 in. 





wide by 1048 in. high. It has forward, 
reverse and neutral operating posi- 
tions. The axes of the input and out- 
put shaft are coincident. It can be 
shifted or reversed frequently without 
hesitation under full load. Its mini- 
mum ratio is 4 to 1, adapting it well 
to equipment like small agricultural 
machinery, small construction ma- 
chinery, road rollers, powered wheel- 
barrows, and platform trucks. It trans- 
mits two to 12 HP. 

Snow-Nabstedt Gear Corp., Ham- 
den, Conn.—Industrial Distribution, 
October 1950. 











S, CG “s oP 
Bearings 


Porous Bronze Bearings 
Carry Oil Reservoir 





The manufacturer presents a new 
line of all purpose, precision sized por- 
ous bronze bearings, cored bar, solid 
bar and plate stock in a wide range of 
stock. The bearings carry their own 
oil reservoir providing an oil film that 
is always present on every surface. The 
constant oil film permits closer shaft 
clearances and assures quiet, smooth 
operation. The bearings are easily as- 
sembled with any reasonable press fit 
and will not break or chip. The bore 
can be sized at assembly simply by 
using a shoulder arbor. 

Plain cylindrical bearings are stocked 
in 4 in. to 3 in. ID, flanged bearings, 
ws in. to 2 in. ID, thrust bearings } in. 
to 14 in. ID, cored bar stock 4 in. 
ID x 1 in. OD to 4 in. ID x 6 in. OD, 
solid bar stock from 3 in. OD to 4 in. 
OD, plate stock 4 in. thick to 1 in. 
thick. 

Boston Gear Works, Quincy, Mass. 

Industrial Distribution, October 
1950. 


Splicing Tape 
Welds Into 
Continuous Elastic Skin 

Layers of this new insulating and 
splicing tape based on polyethylene 
resins weld into a continuous elastic 
skin within a few minutes after 
wrapping around a cable splice or tool 


| 
| 
| 
| 





Socket Set Screws 
New precision- 
ground threads on 
“Blue Devil’’ socket 
set screws assure fin- 
est, super-smooth 
finish. Safer because 
they’re recessed—es- 
cially when used on 
collars, hubs, pulleys. 


Socket Pipe Plugs 
Safer and stronger 
than common malle- 
able iron pipe plugs. 
Heads don’t pro- 
trude. Made of high 
grade alloy steel. Pre- 
cision-cut threads 
provide an excellent 
seal. 


GUN SENS 


SAFETY SOCKET SCREW COMPANY 


6500 AVONDALE AVENUE e 


New York Office—11 Park Place 


Socket Cap Screws 
Sturdy, cold formed 
head continuous 
fibre structure. 

Flat Head 

Socket Cap Screws 
New flush type sock- 
et cap screws fit 
standard counter- 
sink. 


Socket Stripper Bolts 


-also used for cam 
motions, link attach- 
ments, and other ap- 
plications which re- 
quire a long-wearing 
stud. 


Socket Screw Keys 
In all sizes—short or 
long arm series. 


Set Screw Point Styles 
e Cup Point 

e Oval Point 

e Flat Point 

e Cone Point 

e Half Dog Point 
Full Dog Point avail- 
able on special order 


catalog of “Blue Devil” 


socket screw 


roducts—lists prices, 


styles and sizes. Well illustrated, thumb 


indexed. 


CHICAGO 31, ILL. 


West Coast Warehouse—2022 E. 7th St., Los Angeles 
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Safety Appa rel 


SELLING 


SAFETY MEANS 





ANAGEMENT directs its attention 

more and more to safety for employees. 
They leave the door wide open to you to 
help them in this important step. 

You can give them everything required in 
safety apparel with the Industrial line. You 
can give them the right kind of protection 
against every hazard and make excellent 
money in doing it. 

Each Industrial article is correct in every 
detail for its particular job. Each was de- 
signed and styled by experts who knew best 
how to combine durability, comfort, and 
full protection. 

Here is a source of supply that you can 
depend upon—here are sellers that are pur- 
chased in all seasons—here is a line that will 
make customers for you and establish con- 
tinuous sales outlets. 


@ FINGER GUARDS are lead off items that 
get quick attention from management 
and open the way for introducing In- 
dustrial’s complete line. Made in 3 
sizes and in a variety of materials. 


S, 


INDUSTRIAL | 50 
4,7 Safety Apparel mar 


% 
. 


GLOVES » MITTENS 

HAND GUARDS 

ARM PROTECTORS 

LEGGINGS * SPATS » SHINGUARDS 
APRONS + COATS * PANTS 


Safeguards furnished in your 
required materials 


Industrial 


GLOVES COMPANY 
1658 Garfield Street, Danville, Illinois 
vn Canada: Safety Supply Co., Toronto) 
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handle. The plastic base keeps the 
self bonding tape flexible despite 
severe weather conditions. The tape 
is unaffected by temperatures ranging 
from 120 degreees to as low as 30 de- 
grees below zero, F. 

The seal made with this tape re- 
quiring no adhesive material is a posi- 
tive, permanent, moisture and _ air 
tight seal. It is unaffected by corro- 
sive fumes, ozone, sunlight and 
oxygen. It is almost impossible to 
unwrap or delaminate. 

Bakelite Division, Union Carbide 
and Carbon Corp., New York—Indus- 
trial Distribution, October 1950. 





we {sehen pe 


iy 











Chuck 


Adjustment Built In 
For .0005 Accuracy 


This self-centering chuck has a 
built in adjustment for .0005 accuracy. 
Precision ground on all working sur- 
faces and production balanced, the 
chuck provides the flexibility and speed 
of scroll chucks plus the precision of 
four jaw independent chucks. Tests 
show that an inexperienced operator 
can adjust to within .0005 in .hree 
minutes. 

The jaws, either three or six, go in 
or out to grip the work like any scroll 
chuck. Precise adjustment is made by 
four opposed fine-threaded screws 
operating between the chuck body 
and its adapter. Duplicate second 
operations by the dozens or hundreds 
can be performed without further 
check adjustments. 

Buck Tool Co., Kalamazoo, Mich. 
—Industrial Distribution, October 
1950. 





ALOYCO 20... 


the one best alloy 


for valves in 


sulfuric acid service! 


Aloyco Gate Valve 
Aiorco 20 is frequently referred to as a — 


super corrosion-resistant alloy. This is due 
to its unequalled resistance to hot and cold 
sulfuric acid in various concentrations, as well 
as to many other acids. 


Valves are manufactured in Aloyco 20 in a 

complete range of types and sizes, screwed and Aloyco Acid Shield Valve 
flanged ends, in 150, 300 and 600 Ib. pressure es SI 
classes. Illustrated are a few of the more 

popular valves that are used in great numbers 

by plants producing materials such as fer- 

tilizers, plastics, rayon, soap, synthetic rubber, 

explosives, coal tar and oil refinery products. 

In short—Aloyco 20 valves have an applica- 

tion wherever Sulfuric Acid is used. 


Aloyco 20 is practically unaffected in any con- 

centration of H,SO,4 at room temperatures. It 

is also adequately resistant at the boiling point 

up to 30% acid strength. In concentrations 

between 30% and 93%, temperature is an 

influencing factor. Aloyco 20 is also strongly Aloyco Jacketed Gate Valve 

resistant to the effects of high strength sodium No. 1105 

hydroxide, hot acetic acid, acetic anhydride Aloyco Globe Valve 
vapors and hot nitric-sulfuric solutions. No. 311 


Our metallurgists will gladly confer with you 
regarding the application of Aloyco 20 and the 
many other Aloyco corrosion-resistant alloys 
—to assure your using the one best alloy to 
meet your particular requirements. 


ALLOY STEEL PRODUCTS CO., Inc. BRR Alyce Check Vaive 


No. 371 
1306 W. ELIZABETH AVE., LINDEN, NEW JERSEY 


ATLANTA — CHICAGO — HOUSTON —LOS ANGELES 
«NEW YORK — PITTSBURGH — WILMINGTON 
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HERE’S THE NEW 


. . « LOWEST COST 


Flexible Shaft 


Machine 


TOP QUALITY 
in every detail 


Available with 43 HP, 4% HP and 
3% HP motors. Econoflex uses 
any standard accessories for elec- 
tric drills, drill presses and pneu- 





| uae Saw 


Eliminates Chiseling, 
Offers True Portability 


This concrete saw features an elec- 
tric motor, guide rails and a choice 


of either wet or dry cutting, making | 


it possible to trim precast slabs to spe- 


cial size or shape on the job. The | 


electric motor assures a smooth con- 
stant flow of power, and the guide 
rails guarantee a straight clean cut and 
eliminate cutting blade breakage. For 
dry cutting, inexpensive 
blades can be provided. Specially 
bonded abrasive or diamond _ blades 
are available for wet cutting. 


All working parts are shielded by 


heavy gage sheet steel welded into a 
single unit. The cutting assembly 

pivoted on ball bearings and chides 
effortlessly over angle iron rails. It 
is claimed that both saw 


Martin Fireproofing Corp., Buffalo, 
N. Y.—Industrial Distiibution, Oc- 
tober 1950. 





matic tools . . . and the complet 
line of fine Elliott accessories. 


The HANDIEST 


TOOL FOR 


Industry 

Auto Shops 
Machine Shops 
Home Workshops 
On the Farm 


The Elliott line is a complete 
line, including other Flexible 
Shaft Machines up to 3 HP pow- 
ered, unit drives, machines for 
specialized applications, a wide 
range of accessories . . . backed 
by more than 50 years of experi- 
ence. 


Write for complete details 
of attractive, profitable 
dealership arrangement. 


Elliott 


MANUFACTURING CO. 
212 Prospect Ave., Binghamton, N. Y. 
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Tilting Arbor Saws 


Ball Bearing Saw Line Includes 
14 Variations of 6 Models 


Latest addition to the manufac- 


turer’s line of power tools is an un- | 


usually complete line of ball bearing 
tilting arbor saws, including 14 vari- 
ations of six models in two sizes. 

lhe 8 in. 
able in a wide variety of prices. The 
8 in. ball bearing tilt arbor saw pic- 
tured above is the low price leader. 

Duro Metal Products Co., Chicago 

-Industrial Distribution, October 
1950. 
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abrasive | 


operation 
and moving it about is a one man job. | 





and 10 in. saws are avail- | 


Youre always 
a jump ahead 
with the 
MARSH line 


When you sell the Marsh line, you sell 
the most acceptable line. Marsh 
gauges, dial thermometers, traps, heat- 
ing and refrigeration control special- 
ties have behind them more than three- 
quarters of a century of leadership. 
They are produced in the world’s finest 
instrument plant containing every 
available facility to give your cus- 
tomers more for their dollars. They 
have proven first choice of the most 
discriminative users in every phase 
of industry. 

The story of Marsh leadership is 
being told to your customers each 
month in a larger list of publications 
reaching every field where Marsh 
equipment is used. Push the Marsh 
line . . . it pays! 


MARSH INSTRUMENT CO. 
Sales Affiliate of Jas. P. Marsh Corporation 
Dept. C Skokie, Ill. 
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CY HOT WORK STEEL 


gives you more runs for your money 


... anywhere from 1¥%2 to 5 times the Performance! 


SOME TYPICAL EXAMPLES 


= 





we 


> 


B-47 dummy blocks, vs. 9% 
and 12% tungsten types, ex- 
truded more than twice as 
many brass and copper tubes. 
B-47 dies outperformed 12% 
tungsten type 14% to 1. 


Win 
Fate 


eae 


B-47 dummy blocks, vs. 5% 
tungsten-5% chromium types, 
extruded twice as many copper 
and brass tubes and rods. BPS 
dies outperformed 12% tung- 
sten-12% chromium type. 


SRR MES OME IF 








SEND NOW 


for “‘Blue Sheet’’ 
on Grade B-47 


This four-page folder 
gives technical data on 
B-47 for brass extrusion 
dummy block and dies, 
valve extrusion die in- 
serts, hot punch tools, 
forging die inserts, press 
forging dies, and hot 
work in general. Write 
for your copy today. 


ADDRESS DEPT. 1D-10 


Looking for a better hot work steel? 
You'll find it in B-47—an improved 
chromium, tungsten, cobalt, vanadium 
type whose superiority is established 
by actual performance runs such as 
those summarized above. All tests 
show that B-47 has unusual resistance 
to shock and abrasion at elevated 
temperatures. 

Developed originally for applica- 
tions in the copper and brass industry, 
B-47 has given excellent results on 
difficult hot work jobs on steel. B-47, 
when properly heat treated, exhibits a 
well rounded combination of red 
hardness, toughness, and resistance to 
wear and heat checking that makes it 
a valuable addition to the Allegheny 
Ludlum group of hot die steels. 

Put B-47 to the test. You'll find that 








B-47 punches, vs. low-carbon 
18-4-1 type, hot pierced more 
than twice as many eyes in 
steel axes. See top picture. 


B-47 punches, vs. § 
mium type, hot extrusion forged 
1% times as many automotive 
steel front axle spindles. 


B-47 die inserts, vs. 9% tung- 
sten types, hot pressed more 
than twice as many steel side 
gear forgings. B-47 die inserts, 
vs. regular insert material, per- 
formed better than 5 to lL. 


5% chro- B-47 die inserts, vs. 9% tung- 


sten types, extruded 1% times 
as many high alloy steel auto- 
motive valves. This is consid- 
ered a very difficult job for any 
grade of hot work steel. 


, Et SoU. Ye, 5 Pa 
FOR . VaR 
a te 240d or 


it will do any number of severe hot 
work jobs without washing out or 
changing size. Get in touch with A-L, 
today. Let us help you to use B-47. 


LEGHENY 
UDLUM 


STEEL CORPORATION 
Pittsburgh, Pa. 


TOOL STEEL DIVISION: DUNKIRK, N. Y. 


lunes tool Sed 
Quuce (854 
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BELMONT 19 for hot 
and cold water rods 
and plungers;lowand 
intermediate steam 
rods 


BELMONT 30...for high 


pressure steam rods 


te , uNsion joints 
and gas 


BELMONT 6102 
for rod and 
valve stems 
handling vola- 
tile distillates 


cut 
yy). equipment 
7/4 “down-time- 


BETTER SEALING...LONGER LIFE 


Idle equipment affects production schedules . . . influences 
product quality and many times cuts deeply into profits. 


To keep equipment producing, use Belmont, the Packings that 
have individual characteristics and are scientifically designed 
and constructed by packing specialists to seal better and last 
longer. 

EASY TO GET . . . Belmont Packings are stocked by local Distributors 
in every large industrial center. We tell the buyer this story in every 
Belmont advertisement. The message reaches hundreds of thousands of 
readers monthly. It helps to create sales for YOU right in your own back 


yord. But, this is cnly one way Belmont cooperates with Distributors 
Interesting? 


THERE’S A BELMONT PACKING FOR EVERY SERVICE 


THE BELMONT PACKING Pion o— 
AND RUBBER CO. eT 


Butler and Sepviva Streets 
Philadelphia 37, Pa. 


FOR STEAM * WATER © OIL * GAS © AIR © ACIDS © ALKALIES * AMMONIA 


RINGS © SPIRALS © COILS © REELS 
SPOOLS © SHEETS * GASKETS 





Know the Answers 
to quiz on page 106 








i 
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The keyed numbers on the lathe out- 


line are: 
1, Lathe bed ways 
2. Compound rest 
3. Tail stock 
4. Lead screw 
5. Rack 
6 Carriage hand wheel 
7. Cross slide 
8. Head stock 

9. Face plate 

10. Tail stock ram 


.All of the machining operations 
can be performed on a bench lathe 
fitted out with attachments. They 
can also be used for gear cutting, 
knurling, cutting-off, filing work, 
etc. They are extremely versatile, 
and I wish I had one. 


2. “Ten-inch lathe” means that the 


lathe will accept work up to 10-in. 
in diameter. Of course in specify- 
ing you’d add the bed length di- 
mension, too. 


. Size of work to be machined is the 
most important point to keep in 
mind. 


. That’s true. (See answer to ques- 
tion 2, above.) 


. That’s true, too. 


». Also true. 


. Good practice 


. Probably the Joe has been too 
anxious to get into production on 
the machine and has run it, too 
soon, at speeds above 500 r.p.m. 
He should have started it at about 
150 r.p.m. run it that way an hour 
or so, then upped the speed gradu- 
ally. 


.A good grade of machine oil for 
general lathe lubrication of parts. 


. Materials and speeds should be 
matched off like this: 

cast iron 50 

machine steel 80-90 

copper 120 s.f.p.m. 

aluminum 200-800 

stainless 40 

yellow brass 200 


. That’s true. 


2. Work may be held in a bench lathe 


by any one and all of the five meth- 
ods 


3. Nope, that’s false. The most ac- 


curate, most universal work-holding 














“Certified Reports Show 
300% to 1000% More Service 


.. that’s why YOU can’t afford NOT to use 


““ MORSE Elenolized TOOLS” vs 


THERE'S NO SUBSTITUTE FOR 
PROVEN PERFORMANCE 








USS NES VORR, DETROIT 


—_.. TS 
Nt 
WN 





~_ 
_— 


This is the Red-Hot News 

ALL INDUSTRY IS Baapene 

t MORSE Kofi ze ii. 
about MORSE /ec075E°TOOLS 


...and this shows why the MFD* 
Salesman is the busiest man in town! 


More production, of higher quality, than any cut- 
ting tools have ever delivered before! That’s the nutshell story 
on Morse Electrolized Tools, broadcast monthly through color 


spreads in top metal-working magazines. 


To tell the whole story...to publish a// the Certified af “MED aD A MORSE- 


Reports from users of Morse Electrolized Tools... would take 


= . - - 
up all the advertising space available! For this is no longer a : Franchised Distributor 
oe? - : tan ditt 7 a (Under the Morse Code 
trend—it’s permanent purchasing practice, coast to coast. Tl and remember. ..ONLY *MFD's Selesmen of 
Hl =©MORSE ELECTROLIZED TOOLS can quote 


That’s why MFD* Salesmen are writing the great- zt ...and PROVE. .. such statements as those 
d ii@ quoted in the ad above. 


est success story that’s ever been written in the field of metal- 76 MORSE TWIST DRILL & MACHINE CO. 
7 75 NEW BEDFORD, MASS. 


cutting tools. 
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why it pays 


to sell 


KEGKLEY 


equipment 


There is no sales resistance to overcome. 
Your prospects recognize the name Keckley 
as representative of the highest quality. It 
gives you greater prestige in the territory 
you cover and helps you to sell other lines. 


Keckley Float Valves—Temperature 
Regulators—Pressure Regulators — 
Steam Traps—Water Gauges—Gauge 
Cocks—Strainers—Safety and Relief 
Valves are nationally advertised and have 


0. C. KECKLEY GOMPANY 


ANGLE OR GLOBE 
No. 14—Single Sect—Pilot Stem 
No. 15—Balanced, Double Seats 


the reputation of giving years of uninter- 
rupted service with minimum repair require- 
ments. The price is right. Your margin of 
profit is generous. Our experienced en- 


gineers are always at your service. 


We can still make prompt shipment. 
This is your opportunity to acquire a 


stock at present prices. 


Write for Book No. 65 “Steam and 


Liquid Control Equipment”. 


400 WEST MADISON 
CHICAGO 4, ILLINOIS 











ationally 
IT’S EASY TO seu bor Spacers and Shims 


Get extra, profit-building busi- 
ness from every shop in your territory! 
Tell them how “De-Sta-Co” all-steel 
Arbor Spacers save setup time on 
milling machines, slitters, gang-saws 
. . » Sell them two sets for each 
machine in the shop! 

For 20 arbor sizes (%”" to 4”) 
.-. 19 graduated thicknesses (.001” 
to .125") . . Complete sets —or in 
bulk. We suggest stocking "De- 
Sta-Co” Ready-Packaged sets in 
the five most popular arbor sizes, 
ye", TV, 1%", 1H", 2°. They're 
easy to stock, packed in individual, 
heat-sealed, clear polyethylene en- 
velopes for rust-proof stocking. Each 
set plainly identified by arbor size. All 


ARBOR SPACERS 


“De-Sta-Co” Arbor Spacers have standard 


keyway. Special arbor spacers, thicknesses over .125”, available in popular sizes 
and thicknesses machined from solid bar stock, hardened 


and ground, 


with standard keyways. 


“De-Sta-Co” all-steel Shims furnished in same sizes (in 
sets or in bulk), stamped and coined to close tolerances, 
without keyway. Preferred by machinists for over 


ARBOR SPACERS 
Keywoyed 


SHIMS 
Not Keywoyed 


thirty-five years for shimming gears and bearings... 
asked for by name, “De-Sta-Co”. 


“DE-STA-CO" QUANTITY DISCOUNT PLAN gives you extra 


DETROIT 


profits for handling this fast-selling, easily stocked line. Write 


today for “‘De-Sta-Co" Arbor Spacer and Shim Stock Price List. 


STAMPING 
COMPANY 


ong 


method is between centers. 

. He could do the job by any one 
and all three of the methods men- 
tioned. 

5. Nope, that’s false. The compound 
rest of the lathe usually is used for 
turning and boring short tapers 
and bevels. 


16. That’s true. 





OBITUARIES 





A. H. Timmerman 


A. H. Timmerman, 
Wagner Electric Corp. 


Arthur H. Timmerman, nationally 
known veteran of the electrical indus- 
try and until March of this year a 
vice-president of Wagner Electric 
Corp., died in Dallas, Texas on July 
18. 

Mr. Timmerman’s industrial career 
began in 1899, when he joined the 
Wagner company. He was chief engi- 
neer from 1908 to 1919 when he be- 
came vice-president, and in 1925 he 
was elected a director. He retired 
March. 20 of this year after 50 years 
with the company. 


William Knox Wilson, 
Hardware Manufacturer 


William Knox Wilson, retired tool 
and hardware manufacturer, died on 
August 2 at his home in the German- 
town section of Philadelphia. His age 
was 82. 

Before his retirement in 1943, Mr. 
Wilson was a partner of Shields 
Brothers, wholesale hardware and tool 
manufacturers. 

Surviving is his widow, Bella Nichol 


332 MIDLAND AVE., DETROIT 3, MICH. 
Mee ei aa. Z  Saeeilee Wilson. 
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Arthur R. Webber 


Arthur R. Webber, 
Sherman Mfg. Co. Salesman 


Arthur R. Webber, senior salesman 
of H. B. Sherman Mfg. Co., Battle 
Creek, Mich. died on July 5 at his 
home in Chicago. 

He joined the Sherman company 
in 1903. He would have completed 
his 47th year of continuous service 
with the company last Sept. 1. 

He made his home in Chicago and 
had represented the company in that 
territory for many years. 








NEW LINES 


taken on by 
DISTRIBUTORS 








Plainfield Appliance Store, Plainfield, 
Vt. has been named a distributor 
for Delta-Milwaukee woodworking 
and metalworking machines manu- 
factured by the Delta Power Tool 
Division, Rockwell Mfg. Co. 


The California Division of National 
Supply Co. has been named a dis- 
tributor of Raybestos-Manhattan 
rubber and asbestos products for the 
California oil fields. 


The Cambridge Wire Cloth Co., 
Cambridge, Md. announces the follow- 
ing distributor appointments for its 
line of “Gripper” woven wire slings: 


e Montana Hardware Co. 
Butte, Mont. 

e Frank Morrison & Sons Co 
Cleveland, Ohio 

e Joseph R. Tray Co. 
Indianapolis, Inc. 

e Bard Steel & Mill Supply Co. 
Kalamazoo, Mich. 





Chicago Cut Ott Wheels 


Another “Exclusive” for Chicago Wheel! Chicago 
Cut-Off Wheels are now enclosed in heat-sealed jackets . . - 


stay Factory-Fresh until used. Buyers can now be 


sure of longer wheel life, top strength and as much 


Mounted Wheels 


First—Foremost—and 
Finest! The fastest 
turnover and biggest 
profit line in the ab- 
rasive field. Mini- 
mum space require- 
ments .. . low stock 
investment 


Handee 

Tools of 1001 Uses. 
Nationally advertised 

nationally known 
De Luxe Model for 
lighter jobs. New 
85" Model (shown) 
for bigger jobs. 


We Are Interested In... 


Full Details on the 
Chicago Wheel Industrial 


Distributor Franchise 


as 10% greater cutting efficiency. 


Grinding 
Wheels 
Designed for effi- 
cient economical 
performance on 
every portable 
tool operation. 
Wide selection for 
profitable wheel 

business 


VALUABLE FRANCHISE! 
Chicago Wheel’s Industrial Dis- 
tributor Franchise means more 
profitable business for you. Non- 
competitive on many items. 
Profit margin fully protected. 
Write today for details. 





CHICAGO WHEEL & MFG. CO 
Dept. ID, 1101 West Monroe Street 
Chicago 7, Illinois 

Name 

Firm 


Address 


City 
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/ 
Faps are ft exceptional 


accuracy and Uniformity. Special machines of 
/ 
unusual design control this detail with precision — 


another reason for selecting Bay State Taps. 


BAY STATE TAP & DIE CO. 


MANSFIELD, MASS. 
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e Bettis Sales Corp. 
Houston, Texas 

e Syracuse Supply Co. 
Syracuse, N. Y. 

e Gardner Denver Co. 
Denver, Colo. 

e Intermountain Equip. Co. 
Boise, Idaho 

e Jeffersonville Boat & Mach. Co. 
Jeffersonville, Ind. 

e Moore-Handley Hardware Co. 
Birmingham, Ala. 

e Shadbolt & Boyd Co. 
Milwaukee, Wis. 

e Standard Supply & Hardware Co. 
New Orleans, La. 

e Williamson & Wilmer, Inc. 
Richmond, Va. 

e Franklin Supply Co. 
Chicago, Ill. 

ej. B. Eng. Sales Co. 
New Haven, Conn. 

e James Walker Co. 
Baltimore, Md 

e McMaster-Carr Supply Co 
Chicago, IIl. 

e Mansaver Industries 
New Haven, Conn. 

e Anderson & Ireland Co. 
Baltimore, Md. 

e Carey Machinery & Supply Co. 
Baltimore, Md. 


Abrasive & Supply Co., Detroit, 
Mich., has been appointed dis- 
tributors for products of American 
Pulley Co., Sunbury Wire Rope 
Mfg. Co., Allegheny Ludlum 
Corp. carbides; The Buckeye 
Bronze Co.; Albion Caster Co.; 
The Bristol Co.; the Better Fin- 
ishes & Coatings Co. and The 
Ohio Gear Co. The firm will sell 
and service Wayne, Oakland, Ma- 
comb, Shiawassee, Sanilac, Wash- 
tenaw, Livingston, Lapeer, Gene- 
see, and St. Clair counties in 
Michigan. 


Wetzel Equipment Agency, Salt Lake 
City, Utah, has been appointed an 
accredited distributor a Republic 
Rubber Division, Lee Rubber & 
Tire Corp. 


Following are distributors recently 
named dealers for Allis-Chalmers 
products: 


e The Morgan Electric Co., Gadsden, 
Ala., to handle motors and con- 
trols in the state of Alabama. 


e Dowzer Electric Machinery Works, 
Inc., Mt. Vernon, Ill., for the 
company’s general machinery di- 
vision, in transformers, to cover 
the eastern portion of Missouri 
and southern Illinois. 


e@ Reeves & Skinner Machinery Co., 
St. Louis, Mo., to handle mo- 





Sales-making sales literature is a specialty with Parker-Kalon, 
and here’s a new and potent reason why Distributors prize their 
P-K Self-tapping Screw franchise. 


This Bulletin describes every type of Self-tapping Screw— 


lists complete application information. But it is also a complete 
workbook of this time-proved method of fastening economy. 
It tells how to plan assembly savings, and why it’s essential to 
use P-K Self-tapping Screws to make those planned savings 


pay off. 
It fits perfectly into the pattern of strong, solid Sales Promo- 


; tion that Distributors have learned to expect from Parker-Kalon 
Proving to more fastener users 


tien uae Cidlens . another reminder that it pays to team up with P-K* .. . for 


prestige, for sales, for profit. Parker-Kalon Corporation, 200 


N Varick St., New York 14. 


IF IT’S P-Kr: O.K. 
The Quip 
PARKER-KALON, SELF-TAPPING SCREWS 


A TYPE AND SIZE FOR EVERY METAL AND PLASTIC ASSEMBLY 


*TRADE MARKS REG. U.S. PAT. OFF, 
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tors, controls and _ centritugal 
pumps in eight southern Illinois 
and seven eastern Missouri 
counties. 





e The Corpus Christi Electric Co., 
Corpus Christi, Texas, named 
dealer for Allis-Chalmers’ trans- 
formers in 14 southern Texas 
counties. 


e Poole Electric, Inc., North Little 
Rock, Ark., named dealer for 
motors, controls, Texrope drive 
equipment, centrifugal pumps 
and transformers in Arkansas 
east of and including Marion, 
Searcy, Van Buren, Conway, 
Perry, Pulaski, Jefferson, Lincoln, 
Desha and Chicot counties. 





Pye-Barker Supply Co., Atlanta, Ga., 
has been appointed distributor for 
Louis Allis, and Cutler Hammer 

Core Solder; an old, products. 


Kester Flux- 


reliable product in a new, mod- 

ern, easier to sell spool and package Peeler Hardware Co., Macon, Ga., 
>» Ca 4 se é aCKa . Fi ° ° ° 

f f 8 has been yp Somer distributor for 

wire rope of American Steel & Wire 


Co.; copper fittings of Imperial 
© 3 . Brass Co., Chicago; tractor imple- 
ment repairs of Starr Mfg. Co. 


Macon Supply Co., Macon, Ga., has 
been appointed distributor for Le- 
Your customers know that rejects are elimi- Page glue; National Lead Co. 
nated when the correct solder for the job is paints; Superior Mfg. Co. belt lac- 
used. Kester makes over 100,000 different types ing; Rochester Can Co. galvanized 
pails, Falk Co. flexible couplings; 

industrial products and industrial 
clothing of U.S. Rubber Co, 
Steelcote Co. paints and Somerset 


Electric Co.’s visomatic oilers for 
Ti electric motors. 


Kester is faster to use. Maintenance men pre- | D-A-T-E-§ 


fer it and production solderers are more satis- 


fied; assembly lines speed up and output is in- 10 REMEMBER 
creased. f 


KESTER SOLDER COMPANY 


ae — rate oy Sa Fad Oct. 2-6—The National Hardware 


Show, Grand Central Palace, New 
Send for free manual: q 2 § * 54 York City. ; a 
“SOLDER and Soldering < . Oct. 3-5—National Lubricating 

Technique” 4 , Grease Institute, 17th Meeting, 

4 Roosevelt Hotel, New Orleans, La. 

Oct. 4-6—Direct Mail Advertising 

‘ ; Association, Hotel Roosevelt, N. Y. 

KESTER : “| } Oct. 8-11—National Institute of Gov- 

SOLDER 2 - ‘ ernmental Purchasing, 5th Annual 

Conference and Products Exhibit, 
Milwaukee, Wis. 

Oct. 10-12—Industrial Packaging & 

Materials Handling Exposition, 


Standard for Industry since 1899 Convention Hall, Philadelphia. 


Oct. 15-18—Public Works Congress 





and sizes of Flue-Core Solders. 


| 
$ 
} 
§ 
| 
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& Equipment Show, New York. 
Oct. 16-20—National Safety Con- 
gress & Exposition, Chicago. you make more sales 


Oct. 23-27—1950 Convention of Na- 


tional Metal Congress & Exposi- 
tee ot SOCKET SCREWS 
Nov. 8-9—Central States Industrial 


Distributors’ Association meeting, 


Palmer House, Chicago, Ill. J 
Nov. 9-11—Paint Industries Show, | 
Congress Hotel, Chicago. 
Nov. 27-Dec. 2—19th National Ex- with 
| Sy AEN aC Na RE 


oe of Power & Mechanical 
ingineeering, American Society of | 
Mechanical Engineers, Grand Cen- 4 \h 








tral Palace, N. Y. 


1951 


Re bic! Sues We consistently advertise*— 
gg ag eA ony a of | not only to tell how good Bristol’s 
Jan. 22-26—10th Heating & Ventilat- Screws are . . . but also to create more 

ing Exposition of American Society | socket screw applications. 

of Heating & Ventilating Engi- | in: MILL & FACTORY, MACHINERY, 

neers, Bellevue-Stratford Hotel, ELECTRICAL MANUFACTURING, PRODUCT 

Philadelphia. ENGINEERING, MACHINE DESIGN, IN- 
DUSTRIAL EQUIPMENT NEWS, PRODUCT 
DESIGN & DEVELOPMENT. 





Only with Bristol’s can your sales- 

The Bu pf Looks men offer the right socket screw— 
hex or multiple-spline, cap or set, 

any size down to No. | wire—for 


a 
at Business ‘ every application. And our famous 
2 oe “correspondence course”’ helps them 
SF 


squeeze the most out of every oppor- 
tunity. 





Composite Opinion of Purchasing 
Agents Who Comprise the N. A. P. A. 


Business Survey Committee. 


Purchasing executives report that, 
during August, general business con- 
tinued the sharp upswing started in 
July. Production and new orders 
increased steadily throughout the 
month. There are indications that 
the movement has about reached the 
top and, for the next few months, Every time the user no- 
may level off on the high plane it tices how much faster 
has attained. Military orders have not assembly work is with 
as yet had much effect on the over- Bristol’s Socket Sc 
all business picture. Purchasing agents ary ots . seein 
believe there is some possibility of and how much stronger 
a lag between the lessening of the the final assembly is . . . 
current high civilian demand and a that’s building repeat 
pickup in a defense production pro- | business for you. 
gram. 

Industrial materials prices continue 
to rise but, with a few exceptions, : . ; a 
the advances are not high aopaiine A Bristol representative will tell you more about our distributor 
wise. Inventories are headed down, policy ... profit structure .-. . promotion plans. Write to THE 
following a three-month rise. Em- BRISTOL COMPANY, Mill Supply Division, 126 Bristol Road, 


ployment is the highest since the Fall W : 
of 1948. Buying policy is necessarily atersury 39, Connections. 


of longer range, to cover the extended | 
production schedules of suppliers. 

To the specific question of, SOCKET 
“Would price, material, and/or in- | 
ventory controls be helpful or harm- SCREWS 
ful?”, the predominant opinion of | 
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3A Series—Single Ball 1A Series—Stationary 
Race Swivel Caster Caster 


23A Series —Double Ball 


Race Swivel Caster 


Uneven Floors .. . Narrow 
Aisles... Sharp Turns... 
Heavy Loads... Long Hauls 
... Rough Handling... 
there’s a 


14A Series—Tongue 
Swivel Caster 


Built-for-the-job 
CASTER 


designed especially for 
your service needs. 


Send for catalog K-38 illustrating 
and describing the complete line 
of Bond Industrial Truck Casters. 


BOND FOUNDRY & MACHINE CO 


Spring Action Swivel 308 PENN ST.. MANHEIM, PENNA 


Caster 


36A Series —Double Ball 41A Series —Structural 
Race Swivel Caster Steel Stationary Caster 


Dual Wheel Swivel Caster 


40-AH-VG—V-Grooved 
Wheel Swivel Caster 


1640A —Structural Steel 
Caster with Wheel Brake 


40A' Series — Double Ball Race 
Structural Steel Swivel Caster 
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purchasing executives is that their im- 
position now or in the immediate 
future would be harmful. The reasons 
given are: (1) voluntary allotments 
are working fairly well; (2) present 
defense requirements are not so heavy 
they cannot be satisfied without con- 
trols, and (3) price ceilings become, 
in effect, price protection, eliminat- 
ing free play of supply-demand forces 
on prices. 

A minority expressed the opinion 
that controls would be helpful, but 
only if managed by a separate, tem- 
porary government agency specifically 
set up for the purpose of controlling 
everything, including prices, wages, 
profits, strikes, farm products, govern- 
ment subsidies, wasteful government 
spending and the credit controls 
needed to curb inflation. 

The present situation and the fore- 
seeable future are being regarded 
with utmost caution by industrial 
buyers. 


Prices 


More and more price increases in 
August, much of it the result of high 
demand and low supplies. An infla 
tionary step-up is noted in the pricing 
of many fabricated items, where the 
prices have increased out of propor- 
tion to the rise in their contained 
basic materials. Anticipated wage de- 
mands and increasing taxes are a 
strong influence in the price move- 
ment. Escalator clauses are more 
common and they give free play to 
the use of materials at gray, black or 
premium prices. 


Inventories 


For the first time in three months, 
purchased industrial material inven- 
tories show a down trend. Twenty- 
one percent, the largest number since 
May, report this condition. Capacity 
consumption with piecemeal receipts 
accounts for much of the thinning 
out of protective stocks. Materials 
management is concerned over the 
developing trend of unbalance in in- 
dustrial inventories. With heavy pro- 
duction schedules, backed by large or- 
der books, it is difficult to decide to 
curtail intake of easier-to-get mate- 
tials while waiting for larger ship- 
ments of currently critical items or 
the development of a substitute for 
them. Over-all, there is little hoard- 
ing apparent; endeavoring to supply 
top production is the generally re 
ported condition, as sales departments 
can move all that can be produced, 
and then some. 


Employment 


Again, a spurt in pay rolls is re 
ported for August, with industry ha.d 
put to fill jobs requiring skilled work- 
ers. Overtime is increasing and addi- 








IMPORTANT! FOR EVERY DISTRIBUTOR! 
INDUSTRY DEMANDS QUALITY 


. . . in electrical tools the buy-word for quality is 


UNITED STATES ELECTRICAL TOOLS 


and just as important is their reputation It pays to do business with a concern 
for over a half-century for ABSOLUTE Se 20 pin nts Spe 

th leading tra ublications ca 
SATISFACTION and as being AMERICA’S pe RE i Sg aa 
GREATEST AND MOST COMPLETE LINE 


The U. S. 
Six-Point 

Distribution 

Plan Offers: 


1. Full line 

2. Super-quality 

3. Economical 
prices 

4. Protection 

5. Good profits 

6. Sales aids 


Mt seuervoir | 
Me spice BO ow 
: s and adjuse (O° 
Write for details amd HAS S™ Crome 
« 


m1 
Spindle 


w qth 


. 2 ee ries 
about available housing’ your qistributo” ommplease ? 
« ee? 


territory 





INDUSTRIAL DISTRIBUTION © OCTOBER, 1950 








Only GOULDS gives 


Fig. 3639-3678 Self-Priming Centrifugal 


all five of these outstanding advantages 


Absolutely no valves of any kind in pump—nor are any needed in 
Liquid can drain out of discharge and suction line 


installation. 


through pump without affecting priming ability. 


No recirculation of liquid after completion of priming action. 


Efficiencies comparable to quality straight centrifugal pumps are 


thus obtained. 


Positive fast-acting self-priming similar to priming ability of posi- 


tive displacement pumps. 


5. No large or bulky priming chambers or reservoirs, providing a 
compact unit at low cost. 


APPLICATIONS: 


Any service where suction lifts are en- 
countered. Particularly adaptable for 
automatic service or where liquids to 
be pumped contain air or gas. Pump 
will automatically free itself of air and 
positively will not vapor lock. 


Open impeller type. Sump service ¢ 
Sewage effluent ¢ Marine-bilge pump- 
ing, etc. © Mine gathering and de- 





SIZES — CAPACITIES 
AND OTHER FEATURES 


39 Models and Sizes 
% to 5 H.P. ratings 
im-* 


Open and _ enclosed 


petlers 
Capacities to 120 G.P.M. 
Heads to 135 ft. depending 
on capacities 
Suction lifts to 25 ft. 











watering ® Dewatering excavations, 
cellars, ete. 

Enclosed impeller type. Cold and 
hot water © Low pressure fire service 
¢ Pumping from underground supply 
¢ Irrigation ¢ Sprinkling ¢ Engine 
jacket cooling water service ¢ Volatile 
liquids and light oils ¢ Ice core suck- 


ing. 


Also available in Flexible coupling 
motor drive or belt drive and close- 
cupld gasoline engine-driven unit. 


Fig. 3739-3789 Flexible coupling type drive 


Patents Pending 
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tional shifts are appearing where man 
power is available. Contrary to this 
trend, are the industries dependent 
on copper, zinc and aluminum, where 
severe cutbacks in voluntary allot- 
ments by producers are forcing a re- 
duction in working hours. 


Buying Policy 


The trend to longer commitment 
periods continues. Very few com- 
panies can maintain a range of 60 
days and under, while 28% report 
over 90 days, with a strong push on 
4 to 5 months. The predominant 
comment is that the extension is for 
definitely booked orders, with no ele- 
ment of speculation. It is favorably 
noted that many manufacturers are 
screening incoming orders and accept- 
ing only reasonable quantities in re- 
lation to previous customer experi- 
ence. The multiple ordering of the 
immediate postwar period should not 
be a problem, when the course of 
business changes, if sales organiza- 
tions curb the attempt to extend and 
overextend order booking. 


Commodity Changes 


Commodities that did not move 
up in July seem to have moved up 
in August. Copper was pushed into 
a split price market—lead and tin 
were outstanding in the size of their 
increase. Other important materials 
up were: Abrasives, bearings, brass, 
building materials, castings, chemicals, 
containers, dyestuffs, electrical equip- 
ment, explosives, food, fuel oil, glyc- 
erine, lumber, steel scrap, oils, paints, 
paper, platinum, rubber, textiles, wire. 

In very short supply: Aluminum, 
brass, cellophane, caustic soda and 
soda ash, cement, copper, lumber, 
pipe, steel, wire, zinc. 


Canada 


Canadian business did not keep 
pace with that in the States during 
August. While production is sub- 
stantially up, new orders are far be- 
low the United States rate. Prices 
are all up. Inventories are lower than 
in the United States. Employment 
is much improved. Buying policy is 
the same as in the United States. 
Canadian Purchasing Agents see no 
immediate requirement for govern- 
ment controls—except none will be 
imposed in Canada until they are in 
the United States. 





We catch diseases by exposing our- 
selves to them, and | am quite sure 
that the more we expose ourselves to 
business, the more business we will 
get. 

Saunders Norvell 














means more business for 
distributors who 
sell products assembled with 


AMERICAN PHILLIPS SCREWS. 


For years, American has been a “PHILLIPS-HEADquarters” ...en- .@ 
gineering these modern fasteners into all types of products. : 
Today, American joins in this new campaign in which millions of users of 

manufactured products are being told tolook for the clue of extra quality... 


“The Phillips Cross-Recess Marks the Spot...” 


A symbol that quality is built into a product with the modern 
Phillips fastener. “ 
American, with its new plant and equipment at Willimantic, Connecti- 3 
cut, is in a stronger position than ever before to meet the ever grow- 
ing demand for Phillips fasteners. r ' 
In addition, the facilities at its 
Norristown, Pennsylvania, plant 
and the large warehouse stocks 
maintained in Chicago have been 
established to help service distrib- 
utors and users of American Phillips 
Cross-Recessed-Head Screws. Write, 
telling us how American can be of 
help to you! 
AMERICAN SCREW COMPANY 
Plants at Willimantic, Conn., and Norristown, Pa. ; 
Warehouses at: Chicago 11: S89E. IMinois St. Detroit 2: 502 Stephenson Bidg. 
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»+-t0 quality? 
XM marks the spot 


Yes!a PHILLIPS SCREW 


detect ant MMY® 80 be 8 super sleuth 4 
Myon & wodern 
ittips Cross. 


C 
18 screws mak 
creep-free tightness at all feotouhag 


Product ix well bain, Meee that 


PHILLIPS Cross 2, 
~ Recemed. 
0 sale at hardware, — scnews 
aad mill supply cathets, 
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Threadwell Tools 


do many jobs 
ae 











they can do Your tough ones 


Threadwell Distributors are getting more 
business from their customers through the 
solution of cutting tool and 

gaging problems by Thread- 

well Field Engineers. Are 

you taking advantage of 

their service? 





FROM THE 


vs FILES 





25 YEARS AGO 


Lead editorial, “Keep Studying 
Your Results,” called for a “closer con- 
tact with the actual percentages of 
profit that are being made in the vari- 
ous lines,” to be achieved by better ac- 
counting systems. 

A manufacturer friend of Mill Sup- 
plies reported, after a trip to jobbing 
centers of the East and Southeast, that 
there was “‘a general awakening on the 
part of mill supply distributors regard- 
ing the necessity of talking about their 
own importance in the industrial 
world.” (That’s truer still today—and 
I, D. talks it up all the time. See our 
Business Week ads for confirmation. ) 

A woman was appointed mill supply 
house manager. Irene A. Riordan of 
McCoy-Nolan Supply Co., Milwaukee, 
worked up from stenographer to active 
head of the business. She reported no 
difficulties in her new job, no pain. 
~ Some time between September 
12-14, burglars helped themselves to 
the drill stock at The Chas. C. Lewis 
Co., Springfield. They were Detroit’s 
h/s twist. 

One week later, the Chase, Parker 
& Co. store in Boston was broken 
into, perhaps by the same “visitors.” 
Loot this time included Cleveland h/s 
drills, some mikes and Nicholson files. 

Hollis & Co. of Louisiana recently 
organized as a separate and distinct or- 
ganization by Hollis & Co., Little 
Rock, Ark. 

Canfield Supply Co., of Kingston, 
N. Y. was just completing its 75th 
successful year in business under repre- 
sentatives of two generations. 

E. H. Vockrodt, buyer for Frick & 
Lindsay Co., Pittsburgh, resigned and 
left the mill supply field after 22 years 
of service. 

Mills & Lupton Supply Co., Chat- 
tanooga, appointed Louis Meyer to 
take charge of its sales promotion ac- 
tivities. 


10 YEARS AGO 


L. H. Pruner of American Saw got a 
river dunking and a comfortable hos- 
pital bed after, result of too much en- 
thusiasm among the L. A. Benson Co. 


| crowd, on outing bent. 


THREADWELL TAP & DIE COMPANY, Greenfield Massachusetts 


Tops © Dies ® Drills © Counterbores © Keyway Broaches © Screwplates ® Gages ® Pipe hr 
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Phil Pidgeon of Pidgeon-Thomas 
Iron Co., Memphis, was made a direc- 
tor of the Union Planters National 
Bank; and T. Walker Lewis of Lewis 
Supply Co., same city, was elected to 





run the special gifts division of the 
Community Fund Drive. 

If the Memphis Drum & Bugle 
Corps won first prize at the state 
Legion Convention it was due, no 
doubt, to a couple of assists from corps 
members T, R. Grady and J. D. Max- 
well of Riechman-Crosby. 

In “Diamond Jim, Master Show- 
man,” Louis H. Brendel of Manning, 
Maxwell & Moore, Inc. reminisced 
over the foibles of the jewel-minded 
figure of the ’70s. “When he entered 
an office he presented a display of mag- 
nificence. Attired in a stovepipe hat, 
Prince Albert coat, a large four-in-hand 
tie with a diamond stick-pin as big as 
a walnut, he commanded instant at- 
tention.” (What, no neon-lighted 
vest?) 

Hesket H. Kuhn was elected presi- 
dent of Hardware & Supply Co., 
Akron, succeeding J. E. Good, recently 
deceased. 

Resplendently modern was the new 
home of Garrett Supply Co. in Los 
Angeles. 

Harry Hardy, Great Lakes Supply 
Corp., Chicago, was sporting two cute 
armfuls—his new twins, Nan Eliza- 
beth and William Lester Hardy. 

F. “Sonny” Schimpff was promoted 
to the city sales staff of the Alamo Iron 
Works, S Antonio, Texas. 


SALES. HELPS 
from 
MANUFACTURERS 


WHEELS, DISCS — New 50-page 
pocket catalog describes the design and 
application of abrasive wheels and 
discs and includes tables of peripheral 
speeds at various R. P. M., maximum 
peripheral speeds for resinoid bonded 
abrasives, grades and —_ and a 
brief summary of the merits of resinoid 
bonds.—Charles H. Besly & Co., 
Chicago, III. 


TRANSMISSION — Machinery and 
parts for power transmission and con- 
veyors, foundry equipment, and equip- 
ment for water, sewage and industrial 
waste treatment is described in a 48- 
page booklet, which includes data also 
on power house, paper mill and other 
miscellaneous equipment. — Jeffrey 
Mfg. Co., Columbus, Ohio. 


THERMOMETERS — Liquid-filled, 


vapor pressure, and gas-filled ther- 





More applications 
mean more sales! 





Now Hein-Werner 
Pysh and Pull 
Hydraulic Jack 
meets the needs of the 
‘ndustrial user ! 


1. Moving 

2. Bending 

3. Pushing | 

4. Pulling 

5. Straightening 
6. Lifting 

7. Lowering 


Meme 
ANS, 


HEIN-WERNER CORPORATION 
Waukesha, Wes. 


t 
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A versatile package of hydraulic power .. . 
it pushes and pulls with one ram—just turn 
release valve to right or left. Direct two-way 
action exclusive with Hein-Werner on all 
models. Remote control pump operates at any 
angle and in any position. It is protected by 
safety valves and cannot become overloaded. 
Available in 4, 10 or 20 ton capacities, with 
a wide range of attachments. 
Hein-Werner also manufactures a complete line of 
Hydraulic industrial Jacks in models of 11, 3, 5, 8, 


12, 20, 30, 50 and 100 tons capacity 
complete details 


Write us for 


175 








WEINBERG & McKEE 
Compiled 


HAVE THESE MODERN FEA runes! 





Action illustrations demonstrate the use 
of many products. 


SO gm Advertised Lines are tied up 
ith manufacturers tata by use 


of their trade-marks, 





mometers are described in models for 
recording, indicating, controlling and 
telemetering of temperatures in a new 
44 page bulletin—The Bristol Co., 
Waterbury, Conn. 


FLAT STOCK-—Ground flat stock, in 
tool steel flats and squares, oil hard- 
ened and non-warping, is described in 
a four page catalog folder, along with 
notes on hardening and general infor- 
mation on warping, soft spots, crack- 
ing and overheating.—Pittsburgh Tool 
Steel Wire Co., Monaca, Pa. 


SOCKET SCREWS-Small wire-size 
multiple-spline socket cap screws and 
set screws are described in a bulletin, 
six pages long and liberally illustrated. 
—The Bristol Co., Waterbury, Conn. 


DISC GRINDING-Some safe rules 
and methods are described in a new 
18-page booklet, handy pocket-size, 
which discusses safe disc handling, 
storage, mounting and use.—Grinding 
Wheel Institute, Greendale, Mass. 


GEAR COUPLING—New four-pa 
folder illustrates and explains sim of 
fied 7-part construction of the peor a s 
gear coupling, listing its advantages.— 
Sier-Bath Gear & Pump Co., North 
Bergen, N. J. 


TABULATING CARDS -— Specially 


| designed card filing accessories which 
| will help boost tabulating card pro- 


@ Alligator V-belt Fasteners and the open-end V-belting 
now being made by belting manufacturers, will enable you 
to make up multiple V-belt drives from roll belting. These 
fasteners have been on the market 9 years and are now 
being used on a wide variety of drives. 

Available for B, C, D sizes of bele for industrial use and 
l-in. and 2-in. sizes for railroad use. These fasteners, how- 
ever, should not be used for repairing endless cord V-belts. 

Bulletin V-205 will give you complete details as to where 
and how these fasteners are used, sizes, list prices, tools and 
application instructions. A copy will be mailed at your 





request. 
Order from your supply bouse 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street, Chicago 44, Illinois 
Also sole manufacturers of Alligator Steel Belt Lacing 
for flat transmission belts and Flexco HD Belt Fasteners 
and Rip Plates for fast and rep Its. 
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duction, are outlined in a new book- 
let just published—Remington Rand 


Inc., New York, N. Y. 


POWER TOOLS-—Band saw ma- 
chines, spindle shapers, thickness 
planer and tilting arbor saw, jig saw 
and drill press, spindle sander and 6-in. 
jointer, belt sander and gap bed lathe; 
all are described in a unique, accordion- 
type leaflet that fits into the pocket 
with room to spare.—Boice-Crane Co., 
Toledo, Ohio. 


PIPE CUTTER-This four page flier 
describes the manufacturer's new 
ower drive pipe cutter. The cutter 
i overcome numerous past objections 
to cutters used with power drives. It 
is designed for use with any make of 
pipe cutting power drive. Also de- 
scribed is the manufacturer’s No. 77 
threader, a quick opening adjustable 
+ to 2 in. pipe threader—Beaver Pipe 
Tools, Inc., Warren, Ohio. 


WIRE ROPE-This new bulletin is 
expected to fill a need for quick refer- 
ence of all information pertaining to 
improved plow steel wire rope. All 
sizes and construction classifications 
are combined in one large table— 
Macwhyte Company, Kenosha, Wisc. 





Some still say: 
“Tt can’t be that simple” 


To those who have struggled with shaft 
shoulders, lock nuts, adapter sleeves and 
other gadgets for holding a bearing to a 
shaft it is understandable why some still 
say: “It can’t be that simple”, when they see 
how easy a Fafnir Wide Inner Ring Ball 
Bearing with the famous Self-Locking Col- 
lar slides on and fastens to a shaft. 


If you believe that “seeing is believing” try 
Fafnir Ball Bearing Power Transmission 
Units on your next installation. We'll let 
you judge for yourself. 

To make it simple for you, a nearby Fafnir 
Distributor will supply the units best suited 
for your requirements. The Fafnir Bearing 
Company, New Britain, Conn. 


FAFNIR BALL BEARING 
POWER 
TRANSMISSION UNITS 
If-aligning. Sealed for long, 
errupted service. A type 

ize for every condition. 


It’s this 


Slip it over the shaft. 


Engage and turn the collar. 


3 


Set the screw. 


simple 


FLANGE CARTRIDGES 


Mechani-Seal Type. Two 
Series: Light Gal Veery 


PILLOW 
BLOCKS 


Mechani-Seal Type. Two 
Series: Light and Heavy 


PILLOW BLOCKS Fixed and 
Floating Types. Two Series: 
Standard and Heavy 


PILLOW 
BLOCKS 


With labyrinth seals, and 
single or double dirt guards. 
Two Series: Standard and 
Heavy 


that’s all 


FAFNIR 


BALL BEARINGS 


MOST COMPLETE 


DOUBLE RIGID PILLOW 
BLOCKS Heavy Duty 


RUBBER 
MOUNTED 
UNITS 


Pillow Blocks 
Flange Cartridges 


LINE IN AMERICA 
FLANGETTE 


With pressed steel flanges 
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Completes 300 TV sets= 


meets d 
pam 


| 





of $4.70) 


Delicate coils were needed by Midwest manufacturer to complete 300 TV sets 

..and Massachusetts supplier was 920 miles distant! Air Express assured delivery 
by 8 o’clock next morning, so manufacturer ordered 500 men to report for work. 
Shipment arrived 7:20 a.M.—production rolled! Shipping cost for 17-lb. carton 
only $4.70! Manufacturer uses Air Express regularly to keep business in high gear. 


io ail 


$4.70—and special pick-up and deliv- 
ery included! Low Air Express rates 
cover door-to-door service. More con- 
venient—easy to use. Just phone for 
pick-up! (Many low commodity rates 
in effect. Investigate.) 


Air Express goes on all flights of Sched- 
uled Airlines. Shipments keep moving 
around the clock—speeds up to 5 miles 
a minute. Experienced handling. Phone 
Air Express Division, Ruilway Express 
Agency, for fast action. 


Air Express gives you all these advantages: 


World's fastest transportation method. 

Special door-to-door service at no extra cost. 

One-carrier responsibility all the way. 

1150 cities served direct by air; air-rail to 22,000 off-airline points. 
Experienced Air Express has handled over 25 million shipments. 


GETS THERE FIRST 


Rates include pick-up and delivery door 
to door in all principal towns and cities 











A service of 
Railway Express Agency and the 


SCHEDULED AIRLINES of the U.S. 


po 
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CARBIDE CUTTERS—A 4-page bul- 
letin issued by the manufacturer fea- 
tures carbide-tipped cutters and cast 
alloy-tipped tools, as well as dies and 
wear paits.—Corundum Co., Inc. 
Cleveland. 


MARKERS-—A new catalog released 
by the manufacturer describes indus- 
trial marking crayons for all kinds of 
surfaces and conditions——The Ameri- 
can Crayon Co., Sandusky, Ohio. 


| POWER BELTING-—A comprehen- 


sive guide to the care and the use of 
power belting for tractors, combines, 
and other types of farm machinery has 
been issued—United States Rubber 
Co., Mechanical Goods Division, New 
York. 


DISPLAY BOARD -— This combina- 
tion of display board and merchandis- 
ing bonus consists of 20 pocket size 


| sharpening stones mounted on an at- 


tractive full color tear card. The dis- 
play is given free with every purchase 
of three of the manufacturer’s tool 
sets. The stone is oil impregnated for 
fine honing and is said to be made of 
the same high quality aluminous oxide 
used by the manufacturer in his indus- 
trial line of grinding wheels.—Chicago 
Wheel & Mfg. Co., Chicago. 


CASTING ALLOYS-—A new 40-page 
illustrated booklet, “Aluminum Cast- 
ing Alloys,” is offered by the manu- 
facturer. An educational and refer- 
ence text, it is a practical guide for 
foundrymen.—American Smelting and 
Refining Co., Federated Metals Divi- 
sion, New York. 


BAND KNIVES-—New, §fast-cutting 
band knives are announced by the 
manufacturer in a 4-page folder. The 
knives have a slicing action that pro- 





ABRASIVE PLUS RUBBER...The Soft Rubber Binder Cushions the Abrasive 


Tell Your Customers About 


That 


P I ) 
Finish 
Your customers who are working with lightweight 
metals — ALUMINUM, DURAL, STAINLESS 
STEEL, or in WOOD, GLASS OR PLASTICS - 
with jobs that need a close-tolerance, precision 


finish — can work best, fastest, with ABRASIVE 
AND RUBBER BRIGHTBOY: 


BURRING © FINISHING * CLEANING © POLISHING 
in one, time-saving operation 


The action of Brightboy’s abrasive and rubber 
brings savings amounting to 50% or more in time; 
special as well as conventional finishes; sur- 
faces so smooth that they frequently serve 

as the ‘final’. Brightboy bridges the gap be- 
tween the 1ough grind and the buff in one 
operation. 


SIX MONTHS FROM NOW 


? 
sey 
4) vs 

ae x 


WILL YOU BE ABLE TO SELL THE EQUIPMENT & SUPPLIES 


YOU'RE SELLING TODAY? 


On the basis of past and present performance, 
Brightboy will be entitled to preferential rating 
for many types of work. It is a “sales natural” that 
ties up with related products: cutting tools and 
coarse abrasives, for example. It is a “must” to 
round out your complete abrasives service to cus- 
tomers. 


Would you like a Brightboy Selected Distributor 
Franchise? There are some attractive territories 
open. Write for details. 


BRIGHTBOY INDUSTRIAL DIVISION 


WELDON ROBERTS RUBBER CO., Newark 7, N. J. 


America’s Pioneer Manufacturers 
of Rubber-Bonded Abrasives 


WHEELS, STICKS, 
RODS, BLOCKS 
FOR MACHINE 
end MANUAL 
OPERATIONS 


WHAT 
Abrasive-Plus-Rubber 
BRIGHTBOY 
DOES: 


. Bridges the gap between the rough grind and the buff, frequently 
in one operation. 
. Works to close tolerances: can be shaped to contour. 
. Produces a wide variety of conventional and special finishes and 
patterns; frequently the final polish. 
> me no before-use preparation or dressing; no skilled labor to 
indie it. 


FOR FINISHING ALL METALS, WOOD, GLASS, PLASTICS, PRODUCTS AND PARTS 
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LUFKIN 


MEZURALL 
TAPE-RULES 
with the exclusive 


CHROME-CLAD | 
BLADES! <p 


EASY TO READ 
MARKINGS 
THAT ARE DURABLE 


6 FAST-SELLING FEATURES 
MEAN MORE PROFITS — 
MORE SATISFIED CUSTOMERS 


@ Non-glare Chrome-Clad Satin Finish Blades. 

@ Chrome-Clad Finish will not crack, chip, peel, or corrode. 

@ Durable Black Markings on Chrome White Background. 

@ Self-Adjusting Hook affords accurate Butt-End and Hook-Over 
Measuring. 

@ Smooth operation . . . Replaceable Blades. 


@ Improved, Heavily Plated Case . . . Inset Side Piates in attractive 
red and white. 


Only LUFKIN Gives You All This Powerful Promotion 


The New Lufkin Mezurall—with the Exclusive Chrome-Clad Blade 
—is being advertised to more than 40,000,000 reader-prospects 
in the Roto Sections of Leading Sunday Newspapers, Industrial 
Trade Papers, and other Consumer Publications. Lufkin Mezuralls 
are ‘‘pre-sold” for you. 
Selling high quality Lufkin Mezuralls means greater profits . . . on 
your next order specify: 

C-926 CHROME-CLAD MEZURALL 6-ft. 

c-928 CHROME-CLAD MEZURALL 8-ft. 
Descriptive 3-color promotional mailing pieces available on request. 

99-B 


Set UF KIN 5-8 


PRECISION, TOOLS 


THE LUFKIN RULE CO. 


SAGINAW, MICHIGAN - NEW YORK CiTy BARRIE, ONTARIO 
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duces no chips, dust, or waste ma- 
terial—The L. S. Starett Co., Athol 
Mass. 


PUMPS-—General service pumps are 
the subject of a new catalog issued 
by the manufacturer. The pumps are 
suitable for automatic drainage of 
pits, basements, and similar construc- 
tions—Economy Pumps, Inc., Hamil- 
ton, Ohio. 


AUTOMATIC DRIVE — This auto- 
matic drive, a method of instant 
speed control covering most speed 
changing needs from 14 to 40 hp., is 
described in a 12 page bulletin. To 
increase the speed, when employing 
the drive, it is only necessary to move 
the motor toward the driven sheave; 
moving the motor away decreases the 
speed. Belt tension is automatically 
maintained and a speed variation of 
approximately 2 to | is possible. The 
bulletin carries instructions and tables 
to enable individuals to figure the 
components needed to assemble a 
drive for almost any speed range and 
horsepower within the range of this 
drive.—Allis-Chalmers, Milwaukee. 


CARD INDEXING SYSTEMS—An 
illustrated folder describes the manu- 
facturer’s automatic card indexing sys- 
tems for use with name and index files. 
This card guiding system provides an 
automatic numeric keyboard which 
facilitates filing of card records behind 
primary index guides, with an added 
check provided by a sequence of three 
color bands which are repeated in each 
section of the file-——Remington Rand 
Inc., New York. 


AIR RELIEF TRAPS—Ball float traps 
for venting air from any liquid under 

ressure are described in this two page 
Pulletin, Typical applications for the 
traps are described as venting air from: 
hot water heating systems; water serv- 
ice lines; water storage tanks; centrif- 
ugal pumps; gasoline lines; dry clean- 
ing solvent filters. Included are 
hookup diagrams, cross sectional draw- 
ings of the traps and physical data and 
list prices. — Armstrong Machine 
Works, Three Rivers, Mich. 


AIR COMPRESSORS-—This bulletin 
describes the manufacturer's “T” 
series stationary air compressors. This 
series consists of two lines, one de- 
signed for normal industrial pressures 
of 100-125 pounds the other is rated 
at 200 pounds for continuous service, 
and up to 250 pounds on intermittent 
pump up service. The bulletin shows 
various sizes and models and gives 
cross sectional views, engineering 
data, sizes and dimensions.—Inger- 
soll-Rand Co., New York. 





WELDING CATALOG — This new 
complete 64 page catalog of welding 
and cutting equipment ard supplies 
and safety equipment illustrates and 
describes in detail the most modern 
and efficient equipment used in the | 
welding field today. The catalog de-| 
scribes not only the actual equipment | 
required for every type of welding and 
cutting job, but also protective equip- 
ment such as goggles, helmets, gloves, 
etc.—Burdett Oxygen Co., Cleveland. | 





COUNTER DISPLAY — Advantages 
of the manufacturer’s machine cast bar | 
solders are featured on a lithographed, 
easel back poster. Illustrations are ac- | 
tual size reproductions of solder bars. | 
Copy features the benefits to the cus- 
tomers in using these bar solders. Col- 
ored in black, green and yellow, the 
display is 16 in. x 22 in. Included on 
the poster is a pocket for easy distri- 
bution of literature on the product.— 
Federated Metals Div., American 
Smelting and Refining Co., New York. 


HOLE PUNCHING UNITS—Bulle- 
tin G illustrates and describes the 
manufacturer's new extra heavy duty 
hole punching units for punching 
holes in 4 in. thick mild steel. The 
units are equipped with split punches, 
which eliminate the tremendous strip 
ping pressures and oversize stripping 
springs that have been associated with 
stripping punches out of punched 
holes.—W ales-Strippit Corp., North 
Tonawanda, N. Y. 


SUCTION CLEANER—New catalog 
data describes how specialized tool 
equipment combined with powerful 
suction is bringing new speed, econ- 
omy and labor saving into general 
cleaning operations. Prominent front 
cover space is reserved for distributor’s | 


Changes Speeds Without 
Stopping the Machine 


New 


Inexpensive...nationally advertised... 
easy to sell...distributors wanted 


This simple, inexpensive unit converts a constant speed motor to a 
variable speed drive. Easily applied to shaft extension of motor. 
Provides any speed within 234:1 range on any driven machine— 
lathe, jig saw, printing press, packaging or labeling machine, con- 
veyor, etc. No changing belt or pulleys. You merely turn handwheel 
while machine is running. Speeds are changed smoothly without 


’ 


“steps”’ or “‘jumps.’ 
HERE IS HOW IT WORKS 


Unit comprises two facing cone-shaped discs—one sliding laterally 

under spring tension. These discs form different driving diameters 

for belt when, by turning handwheel, motor is moved forward or 

back on adjustable motor base. We can supply base or customer 

can easily build his own. Uses any standard make ‘‘A”’ or “B” 

V-belt as specified; also any standard sheave on driven machine. 
In sizes for motors from 14 to 114 hp, only $6.75 and up. 


We supply full sales instructions, pro- 
motion aids and cooperation of our 
territorial representatives to get you 
started. Write today for distributor 
proposition and complete sales kit. 


REEVES PULLEY COMPANY 
Dept. 44, Columbus, Indiana 


Recognized Leader in the Specialized Field of Speed Contre! Engineering 
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THREE BASIC 
ASSEMBLIES PROVIDE 
VERSATILITY 


PUMP ONLY 

ASSEMBLY 
The “Pump Only” assembly is an 
adaptation designed to readily use 
existing power or operating facilities. 


FLEXIBLE COUPLED 
ASSEMBLY 
Greater flexibility and utility is made pos- 
sible when CMC DUAL PRIME Pumps are 
assembled in a flexible coupled manner. 


CLOSE COUPLED 

ASSEMBLY 
Close coupled construction assures perfect 
pump and motor alignment necessary for 
peak performance under given conditions. 


CMC innovations, such as improved open thrash type impellers, double 

shaft seals, and the exclusive double jet method of priming guaran- 

tee faster priming and greater capacities. Models range in size from 112” to 10”°— 
capacities up to 240,000 G.P.H. Write today for latest catalog. 


onstruction Af acuincer ( 0's. 4 
WATERLOO, OWA, U.S.A. 











—PREVENT STALLING 
OF ELECTRIC MOTORS 
AND GASOLINE ENGINES 


7b Profitable Line 
for Destributors 

Wherever you find an electric motor at work in the 
Replacement, Maintenance, or Service markets there 
is an opportunity to sell a Mercury Automatic Clutch. 
The Mercury line is a profitable one for you to 
handle. Mercury Automatic Clutches are reasonably 
priced and easily installed. Generous discounts. 
Write for Catalog 216-Al and Distributor 
Discount Schedule. 


“yg Viervary Chiteh Divinin ei } 


‘SIP. 
AUTOMATIC STEEL PRODUCTS INC. CANTON 6- OHIO 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1950 


imprint.—National Super Service Co., 


| Inc., Toledo. 


WORM GEAR REDUCER — This 
bulletin covers all the latest revised 
AGMA horsepower ratings, describes 


| how the manufacturer’s worm gears 


are produced, lists types of speed re- 
ducers, selection tables, horsepower 
ratings, overhung load rating tables, 
dimension tables as well as a section 


| describing vertical speed reducers for 


cooling tower service. — De Laval 
Steam Turbine Co., Trenton, N. ]. 


| HYDRAULIC COUPLING BULLE- 


TIN—A new bulletin on his complete 
line of hydraulic couplings has hace 
announced by the manufacturer. Ap- 
plication recommendations are given 
for all sizes of hydraulic couplings 
from 7.4 in. to 27 in., for engines and 
motors in the complete range from 7 
to 700 hp. For each model a sche- 
matic drawing shows how the coup- 
ling is mounted between prime mover 
and driven equipment.—Twin Disc 
Clutch Co., Racine, Wisc. 


DISPLAY STAND-—A colorful elec- 
tric tool store display stand is available 
for the manufacturer’s distributors. 
The three tiered stand will be offered 
in two versions with electric tools and 
mounting devices suitable for indus- 
trial or automotive supply houses. The 
industrial stand will include an as- 
sortment of drills, an impact wrench, 
a saw, hammer, polisher, grinder, disc 
sander and belt sander.—Independent 
Pneumatic Tool Co., Aurora, III. 


SURFACE GRINDERS — Catalog 
No. 310 lists and describes attach- 
ments and accessory equipment for use 
with the manufacturer's and other sur- 
face grinders. Several new and revo- 
lutionary items are included in the 
bulletin. The catalog is profusely il- 
lustrated—The Taft-Peirce Manufac- 
turing Co., Woonsocket, R. I 


HYDRAULIC CONTROL VALVES 
—Bulletin No. 200 presents complete 
data relative to the manufacturer's 
most recent engineering developments 
on his hydraulic control valves. En- 
gineering data, sizes, dimensions, and 
cross sectional drawings are given, plus 
suggested methods of use for the valves. 
Fie ogansport Machine Co., Logans- 
port, Ind. 


FASTENERS-—This 32 page booklet, 
“What’s Your Fastener I. O.?”, con- 
tains interesting information on fast- 
ener engineering. The technical infor- 
mation is presented in an informal 
style, with humorous cartoons and the 
text presented in question and answer 
form. Among the subjects discussed 
are residual tension, the different 





ARMSTRONG 


Sell the Complete System of 
ARMSTRONG TOOL HOLDERS 


There are ARMSTRONG TOOL HOLDERS in sizes and 
types for every operation on lathes, planers, slotters and 
shapers—for the heaviest cuts; for the most delicate cuts. 


With standard shaped cutters, bits and blades of 
ARMSTRONG HIGH-SPEED, ARMALOY (Cast Alloy) 
and ARMIDE (Carbide-Tipped) they provide a system of 
tooling that assures maximum production per machine hour, 
lower tool costs, and high machining profits. 


Comprising the basic tools of practically every tool room 
and machine shop, ARMSTRONG TOOL HOLDERS are 
being bought continuously . . . are a constant source of 
profit to the Industrial Distributors who catalog, stock and 
display them. It is a profitable practice to put the question, 
“What ARMSTRONG TOOL HOLDERS do you need?” 


Write for Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


5205 West Armstrong Ave. Chicago 30, Ill. 
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IMME DIATE 
ee a ee 


DEPENDABLE 


Coast to ‘Coast 
Helps You Sell 








MODEL 60 


ate 


Weighs 8% Ibs. 


HEAVY-DUTY 6" WallSau 


2” Capacity—6” Biade 

Cuts everything from wood to steel. Ball and 
Roller Bearings throughout. With Bevel-Depth at- 
tachments ($7.50 List), it makes straight cuts from 
5/16" to 131/32"; 45-degree bevel cuts from 
4" to 111/32". When mounted in a Mall Saw 
Table, it serves as a shaper, drum or disc sander, 
wire brush, or grinder 


One of the most convincing sales points 
you can make for Mall Tools is the 33 
Factory-Owned Service Stations from Coast 
to Coast that provide immediate, depend- 
able repair service for the life of the tools. 
This service, plus the quality, performance, 
endurance and factory “know-how” that 
is engineered into every Mall Tool. clinches 
sales, creates satisfied customers and 
builds repeat business on Mall Tools and 
related items. 


Over 1000 Mall Tools for a million jobs. 
30 years experience manufacturing port- 
able power tools. 


MODEL 381 


$44 


Weighs 5 Ibs. 


HEAVY-DUTY 32” MallDrill 


Will drill holes from the smallest up to 5%” in 
steel when 54” drill is used with 3" turned down 
shank; 1 inch in wood, masonry. When mounted in 
a drill stand, it serves as a drill press. When 
mounted in a pedestal assembly, it serves as a 
lathe for wood turning, grinder, tool and knife 
sharpener. 


Write at once for FREE 52-page booklet 
“Mall Tools“ and full details of our fac- 
tory sales cooperation for distributors. 


MALL TOOL COMPANY 


802 South Cmicago Ave Chicago 19, til 


| WELDING — This 


stress conditions set up in different 
types of joints, wrenching torque, the | 
correct proportions of tensile strength 
and ductility in fasteners, and the 
relative strengths of fine and coarse 


| threads—Russell, Burdsall & Ward 


Bolt and Nut Co., Port Chester, N. Y. 


booklet, ‘The 
ABC’s of Welding High Tensile 
Steels”, shows the importance and | 
effectiveness of low hydrogen elec- 
trodes in welding low alloy, high | 


| tensile steels, mild steel under highly 


restrained conditions, and sulphur 
bearing free machining steels. The 
booklet compares mild steel and low 
hydrogen electrodes, as related to pre- 
heating, underbead cracking, moisture 
in the are and in the coating, burn off 
rate, cost of operation, applications, 
and stress relieving of the weldments. 
—Arcos Corp., Philadelphia. 


HYDRAULIC DRIVES—A new issue 
of “Production Road,” featuring the 
latest developments in hydraulic 
drives, has been announced by the 


| manufacturer. The history of hydraulic 


power transmission is briefly traced, 
followed by a profusely illustrated 
series of applications of the manufac- 
turer’s newest hydraulic drives —Twin 
Disc Clutch Co., Racine, Wisc. 


PUMPS—Bulletin 636.1 contains com- 
plete information on the new self 
priming centrifugal pump line avail- 
able from the manufacturer. The 
pumps are of a new design that elimi- 
nates valves and yet gives efficiency 
comparable to standard centrifugal 
pumps.—Goulds Pumps, Inc., Seneca 


Falls, N. Y 


FILING SYSTEFMS—“‘How To Sim- 

plify Your Files and Filing Systems” 

is the subject of a new 40 page book- 

let released by the manufacturer. The 

booklet is based on the premise that 

many time saving, work saving filing 

techniques are often unknown to the 

average file clerk. It outlines the es- 

sence of scientific filing, detailing the | 
various indexing features of a good | 
filing system.—Remington Rand Inc., 

New York. 


V BELT CATALOG~—Useful infor- 
mation, including “do’s and don’ts” 
for better transmission efficiency and 
longer belt life, is available in a new 
40 page industrial V Belt Catalog | 
issued by the manufacturer. The cata- 
log contains engineering data and | 
drive selections for general duty and 
multiple V belts in widths from A 
through E, complete with calcula- | 
tions, comparison charts and correc- 
tion factors. — Durkee-Atwood Co., 
Minneapolis. | 
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--WHITNEY- 


LEVER 
—PUNCHES— 


Built for 
years of Service 








* Individual characteristics make these Lever 
Punches adaptable for special work in their 
field. Neat, good looking finished work is 
what any first-class workman wants and that’s 
what he gets with any WHITNEY Punch he 
uses. Our descriptive circular gives complete 
facts on the WHITNEY line 
line for distributors. 


W. A. WHITNEY MFG. CO. 
ROCKFORD ILLINOIS 


a profitable 


Can be placed in any position. 
Flexible Monel Metal Poppet cannot 
leak. For cold or hot water or steam. 
150 Ibs. pressure. Noiseless. Ask 
for bulletin 402. 


Onder from your Jobber 





of the loyalty Many of 
your good customers have gs 


hown you... and 


of how you have given them a Consideration, 


extr 
Special Service, top quality 


now available + 
tain territories w 
Johnson Sleeve Bearin 


98. Write, wire 
for complete informat. 


or phone and Prosperous with 
ion. 


Out it, 


3 
aa 
te 


NEE aeaineseRMCE) 
“ the 


Dare Expires 


TOBER, 1950 
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5 YEAR 
GUARANTEE 


Also combination pipe 
and bench vises and 
four lines of inexpen- 


sive vises 


A Precision-Built Machinist Vise with SOMETHING NEW 

outstanding competitive features plus “C" CLAMPS made of pearl- 
a strict distributor policy makes the itic castings with tensile 
Wilton Line profitable to handle. For =" up to 80,000 Ibs. P.S.I. 
details write to Wilton Tool Mfg. Co., on Se Seer oe 


f d , yet th It 
925-D Wrightwood Ave., Chicago 14. efficient. aaa aia > ee 


| Parker Co. Elects 


Jordan Vice-President 


C. T. Jordan has been elected vice- 
president by the directors of The 
Charles Parker Co., Meriden, Conn. 

Mr. Jordan has been connected 
with the sales department for the past 
30 years and is in charge of hardware 
sales, including Parker and Prentiss 
vises, oldest and second oldest vises 


in the country. 
Weldy, Bertotti, Gillespie 
Advanced by Carboloy Co. 

J. E. Weldy has been appointed 
marketing manager; J. S. Gillespie, 
product sales manager; and J. M. 





Bertotti, field sales manager for Carbo- 
loy Co., Inc. of Detroit. 





makes precision ‘‘milled As marketing manager, Mr. Weldy 


will be responsible for all sales mer- 
chandising and other marketing activi- 
stand up under hard usage . . . and build up ties for ‘both carbides and special 


metals. He joined Carboloy in 1930 
sales through customer demand. at the Cleveland die works and by 


1948 had risen to sales manager. 
mM. . Mr. Gillespie joined Carboloy in 
O64 1936 in the engineering department. 
bd . In 1948, he was named manager of 


tool and wear parts sales engineering 
YORK, PENNA. ee ee ae 


after serving in several Carboloy dis- 
Write for folder illustrating and describing trict offices. In his new capacity he 
will be directly responsible for tech- 
nical selling operations on dies, tools, 


CAP SCREWS SET SCREWS COUPLIN MILLED wear parts and mining equipment. 
te suns 9 As field sales manager, Mr. Bertotti 
will be in charge of Carboloy’s district 


ecein all sizes and threads sales organization, distributor and job- 
ber sales. activities, and the company’s 
customer*training program. 


from the bar’’ screw machine products that 


our famous line of ... 
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PREPARING merchandise for mail at 
R. C. Neal Co., Buffalo, is William 
Adams of the firm’s shipping depart 
ment 





Pittsburgh Warehouse 
Opened By Norton Co. 


A new $150,000 warehouse and dis- 
trict office has been opened by Norton 
Co. on Butler Road in Shaler ‘Town 
ship, six miles from downtown Pitts 
burgh on Route 8. This is a new loca 
tion for the Norton warehouse, which 
for the past 17 years has been located 
at 600 Second Ave. in downtown 
Pittsburgh. 

Ihe building contains over 12,000 
sq. ft. of floor space and includes a 
railroad siding, modern dock facilities 
for trucking, and teletype service. 
Ralph A. Rasmussen continues as of 
fice manager. 

Abrasive engineers attached to the 
Pittsburgh district office covering the 
Pittsburgh area are Zachary M. 
Almand, Edward S. Cramer, Frank F. 
Cramer, Charles H. Krane, Charles 
B. Martin, and C. Henry Westin. 
Paul I’. Sparrow is the company’s re- 
fractory engineer in the Pittsburgh 
area 





' 


TALKING THINGS OVER are Rich- 
ard Hansen, branch manager, J. J. Ross 
Mill Furnishing Co., Seattle, and Lyle 
Ferguson, salesman. 


Smart Guyerd 
INSIST ON 
BUFFALO Gouveyor BELTS 


they're MADE TOUGHER 


4 Buffalo pays the top dollar, everywhere, to get 
the strongest, stoutest, sturdiest cotton yarn 
available. This quality yarn is the backbone 

of the conveyor belts made by our exclu- 
sive WOV-IN-WEAR PROCESS. 


Grey re WOVEN TIGHTER 
WOV-IN-WEAR is a unique belt weav- +h 

ing process that is our own EXCLUSIVE VAVAVA 
development. No, there isn’t any big ’ Nil Hi i> 
mystery to it! It’s just that we have ( Ml C] 
drawn on our more than half a cen- a iH > 
tury of experience to come up \ y { b 
with a loom design that \/ 

actually weaves belts tighter. 


Meee re 7 
"th RE REERE $3 
pest Che SOCK ELA C ERE 


he LAST LONGER 


Yes, the ideal combination of tougher yarn 
and tighter weaving keeps Buffalo conveyor 
belts looking young and acting a 
after years of heavy duty service. But—if you are a 
smart buyer, you won't take our word for it—we're 
prejudiced! Just ask any man who has used our belts 
“down through the years’’. Only Buffalo can offer you 
a line that includes 200 sizes and six special treat- 
ments. This wider selection enables you to always 
choose the right belt for the job. In addition to 
this long line of woven cotton belts, we offer a 
complete line of stitched canvas belts. 


ve 


OVER 200 SIZES * 35 WIDTHS 


7 THICKNESSES [i Ma 
Send for this FREE BOOKLET @ ¢ 


Here in this easy-to-use, file-sized phamphlet is complete in 
formation on Buffalo belt sizes, widths, thicknesses and 
special treatments. Write for your copy today! 


4S . 


- BUFFALO WEAVING & BELTING COMPANY 


209 CHANDLER STREET 
NEW YORK 


BUFFALO 7, NEW YORK 


PHILADELPHIA CHICAGO DETROIT SAN FRANCISCO | 
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CHAMPION 
DEARMENT 


And who wouldn't? For Channellock 
liers are the finest to be bought. . . or sold. 
Ghccmatbaats pliers have been known for years 
as a highest quality tool—_made by Champion 
DeArment, long recognized as synonomous 
with quality and craftsmanship. 

Check the features Longer Wearing, 
Closely Spaced Adjustments, No Wear on the 
Joint Bolt, Self Cleaning—these plus the skill 
and experience of more than 65 years make 
Channellock Pliers outstanding. 

When your customer relies on your judg- 
mont you can recommend Channellock pliers 
proudly. Hand him Channellock and he'll buy. 

And remember, ONLY Champion DeAr- 
ment makes Channellock. 
D5 today. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channellock pliers are |.sted in the 
Yellow Pages of most Telephone 
Directories under *‘Tools 


Send for Catalog 


SAW SETTING is demonstrated for 
George Montague by C. W. Turner, 
store manager of Tidewater Supply Co., 
Columbia, S. C 





American Steel & Wire 
Makes Personnel Changes 


Harry O. Johnson has been trans- | 
headquarters in | 
Cleveland, | 
Ohio, of the American Steel & Wire | 


ferred to company 
the Rockefeller Bldg., 
Co. He will perform special duties in 
the office of the vice-president of 
operations. 

John E. Allen has been named to 
succeed Mr. Johnson as general super- 
intendent of the central furnaces and 
docks and of the company’s coke 
works in Cleveland. 
with the firm 13 years ago as a blast 
furnace laborer. 

George March has been advanced 
from the post of general turn foreman 
to that of works superintendent of 
central furnaces and docks. It was at 
this seme plant that he started work 
10 years ago as a third helper. 

O. B. Stauffer has been named 
manager of the advertising division, 
and John E. McGrath manager of 
the market development division of 
American Steel & Wire Co., Cleve 
land, Ohio. 

Mr. Stauffer has been associated 
with the American Steel & Wire Co. 
since 1944 for three vears as assistant 
manager of the market development 
and advertising division. 

Mr. McGrath has been associated 
with the company since July 1946, 
serving in various sales promotion and 
market development assignments. 

Wilmer H. Cordes, manager of 
market development and advertising 
for the firm, has been named general 
staff manager of its sales department. 
In his new capacity, he succeeds Paul 
L. Lindsay, recently appointed Cin- 
cinnati district manager of sales. 

Mr. Cordes has been with Ameri- 
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ATLAS 


Car Movers 


. . Sales opportunities 
are on the 
increase . . 


The box car shortage 
indicates a greater 
need for car movers. 
Help shippers and re- 
ceivers of freight to 
move their produce 
without delay .. . 
sell them TLAS 
Car Movers. 


The key to the 
power and speed of 
ATLAS CAR MOVERS 

ist 
“compound leverage”’ 
encircled 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


1421-25 So. 2nd St. Milwaukee 4, Wis. 








Mr. Allen started | 


For SCALE-FREE 
Heat Treating & 
Annealing of Steels 


% Selective Distribution—Generous Discount 
*% Advertised in the your ti 





read. 
American Machinist 
Tool & Die Journal 
Modern Machine Shop 
Distributors: For complete 


ntormation write— The 
PARKER Sta w 


Manufactured by: 








?. 


m ‘orks, 
ne., 560 Franklin Ave., 
Hartford, ° 








thru any machineable 
material up to ts INCHES thick! 


Here is a premium tool which makes it pos- 
sible to saw holes in one short operation 

. large holes which heretofore had to be 
laboriously machined ‘’a-chip-at-a-time.”’ 


MARVEL High-Speed-Edge Hole Saws have strength to 
withstand the terrific peripheral strains of heavy duty opera- 
tion in lathes, drill presses or portable power tools. They have 
a high speed steel cutting edge which is electrically welded 
to a tough, alloy steel body, high speed steel pilot drills, 
heavy hexagonal shanked arbors and sufficient set for deep 
drilling. They are self-aligning, as the larger diameter saws 
float on their arbors and are driven by double drive pins. They 
will saw round holes accurately in any machineable material. 


MARVEL High Speed-Edge Hole Saws come in 35 sizes, 
from %”"” to 4%". They are carried in stock by leading indus- 
trial distributors. 


WRITE FOR BULLETIN ST-49 


“MARVEL” Za cist had the aed 





ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People” 
5700 Bloomingdale Avenue Chicago 39, U. S. A. 


f / 
—_— («= o_o nes « 


——— 
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vith SOHNSON 


Metal Cutting 


SAS SAW 


i.) 


tT I ————7 — 


Model J 
Cuts 10” 
Rounds 
18” Flats 


Extra Value « « 


Extra Capacity, 
| Quality, Price 
| Make 
_ JOHNSON’S 


The No. 1 Value wna 


Tod | Without 
ay: Casters Cuts 5” Rounds 
10” Flats 


Are you taking full advantage of the sales possibilities Johnson Band Saws 
offer you? Advertisement in numerous trade magazines tell the story of their 
many advantages to industrial users everywhere. . . . Their extra capacity, 
their speed, versatility, accuracy, rigidity, the safety of their Blade Guard and 
many other outstanding features, plus low cost are reasons for the great and 
growing demand for these popular machines. Step up your volume, your profits, 
by concentrating on Johnson Metal Cut-off Band Saws. Send for a supply of 
catalogs now. 


Selected Dealers Sell JOHNSONS 


JOHNSON MANUFACTURING CORP. 


ALBION, MICHIGAN | 
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can Steel & Wire since he started at 
the age of 16 as a messenger in the 
company’s Chicago sales office. He 
has been, successively, general clerk, 
assistant advertising manager, man- 
ager of ,the advertising department, 
and in 1935 the sales promotion re- 
sponsibility also was added to his as- 
signment. In 1937 the department 
was transferred to Cleveland and 
Mr. Cordes has maintained his head- 
quarters there since that time. At 
various times he has directed sales 
promotion and research, market de- 
velopment, and advertising. Since 
February 1948 he has been manager 
of market development and advertis- 


ing. 


Wheelco Opens Office, 
Makes Appointments 


A new saies office in Grand Rapids, 
Mich., has been opened by the 
Wheelco Instruments Company, 
which will cover the state of Michi- 
gan, with the exception of Detroit. 
R. P. Campbell, sales engineer, will 
be in charge as district manager, and 
the new Grand Rapids office will op- 
erate under the supervision of the 
Detroit district office. 

The following appointments were 
also made: Don C. Walley, formerly 
sales engineer with the Chicago west- 
ern office, is now district manager in 
St. Louis; Warren F. Paetz, sales en- 
gineer, has been named to fill Mr. 
Walley’s place in Central Illinois 
and lowa; Samuel M. McDevitt, 
Philadelphia service engineer, has been 
transferred to the New York eastern 
division office, and will be replaced in 
the Philadelphia office by Edward F. 
O’Brien; and Tom Mitchell, service 
engineer in New York, has been trans- 
ferred to the Boston district office. 





Pw 


* 


MRS. DELORES DAVIS checks price 
changes at The Mechanical Supplies 
Co., Cincinnati, Ohio. 





Joseph Brosch 


Mid-Island Supply Co. 
Celebrates Its Founding 


Joseph Brosch and George Treacy, 
Jr., co-partners in the Mid-Island 
Supply Co., Long Island City, N. Y., 
currently are celebrating their sixth 
successful year in the business of dis- 
tributing industrial supplies, tools and 
equipment. 

The firm began back in August 
1944, opening at its old Parsons Blvd. 
address in Jamaica with only three 
employees: the Messrs. Brosch and 
Treacy, and Mrs. Helen M. Treacy. 
The company and its facilities moved 
to Long Island City in December, 
1946. — 

Company personnel now numbers 
15, including five salesmen; and its 
policy is to carry only “single line” 
products. 


George Treacy, Jr. 


Gainey Machinery Co. 
Purchases Warehouse 


The Gainey Machinery Co., Buf- 
falo, N. Y. has purchased a_ ware- 
house and yard at 1400 Seneca St., 
Buffalo, and will move its operations 
to the new site. 

Daniel F. Gainey, Jr., president, 
reports his two sons, Daniel F., 3rd, 
and Martin J., will enter business 
with him. 


CAMPBELL 


CHAIN 


takes the strain... 


The job that calls for chain deserves only the. best. 


Campbell rigidly inspects every link of every chain... to 
make sure the chain you sell your customers measures up 
to the high standards of strength and quality traditional 
with Campbell for almost half a century. 


Send your next chain order to Campbell. Production at 
Campbell is linked to your requirements as a distributor — 


you get prompt, courteous service and fast delivery. 


Campbell Chain is advertised 
consistently fo your customers 
in BUSINESS WLEK and 
PURCHASING 


CAMPBELL CHAIN Guncany 


Main Office—Y ork, Pa. 
Factories— York, Pa. and West Burlington, lowa 


CAMPBELL 
CHAIN 


For Every Need: 


INDUSTRIAL + MARINE + AUTOMOTIVE + FARM 
SPECIAL PURPOSES 
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extra “Sell” 


Better toothing is just one rea 
son why customers come back 
again and again for Victor 
Blades. Teeth are always uni- 
form — from blade to blade — 
from tooth to tooth. That’s be- 
cause they’re cut by a special 
machine using scores of indiv- $7 
idually ground toothing tools 
that are always accurately set. ¥ 
No other manufacturer cuts 
teeth this way. 


And Victor backs up quality 
with hard-hitting sales helps. 


Victor Molyflex Display Cards — hold 
ten shatterproof high speed steel 
blades. 


Victor Wall Chart — free and full of 
facts on hack saw selection and 
use. 


Victor Metal Cutting Booklet—handy 
pocket-size guidebook to better 
hack saw results. Also free. 


Victor National Advertising — 
reaches your biggest customers 
through eight leading industrial 
magazines. 


Victor's Complete Line—hand and 
power blades, frames and bands 
in all steels, tempers, 

pitches and sets. 

Steelrite Metal 

Marking Crayons 

to go with them. 


@eyso 


COMING SOON 


“Blades of Gold” 
—sound slide film 
for distributors’ 
sales meetings. 





Hack Saw Blades 
nd Band Saw Blades 








Richard H. Frizzell 


Wickwire Names Frizzell 
Manager of Department 


Richard H. Frizzell recently was 
appointed sales manager of the struc- 
tural products department of the 
Wickwire Spencer Steel division of 


| The Colorado Fuel & Iron Corp. 


In 1933, prior to the merger with 
the Colorado Fuel & Iron Corp., Mr. 
Frizzell joined the then Wickwire 


| Spencer Steel Co. He served in vari- 


ous capacities in the sales department 
and the mills of Wickwire, except for 
four years service in the U. S. AAF, 


| with which his lact active duty assign- 


ment was in the rank of captain. 
Mr. Frizzell succeeds to the position 
of G. L. Crawford, who will devote 
his full efforts to that of sales manager 
of the division’s Buffalo sales district. 


Burbage Elected 


| Black & Decker Secretary 


Thomas I. Burbage recently was 
elected secretary of The Black & 
Decker Mfg. Co., Towson, Md. to 
succeed Harry G. Wheeler, who died 
on July 12. 

Mr. Burbage joined the Black & 
Decker organization in 1930 and has 
held positions of increasing responsi- 
bility, including assistant p.a., person- 
nel manager and, currently, assistant 
to the vice-president in charge of 
manufacturing. 

He is a member of the Personnel 
Administration Association of Balti- 
more and also has actively participated 
in the activities of the Baltimore 
County Community Fund and March 


| of Dimes Campaigns. 
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“YANKEE” 


Spiral Ratchet 
Screw Drivers 
with the"Q-R’spring 


Motion-economy that 
speeds assemblies . . 
that’s what sells 
**Yankee’”’ Spirals. A 
straight push turns the 
screw, replaces tiring, 
time-wasting wrist 
work. The quick-return 
(Q-R) spring in the 
handle brings it back 
after each stroke, keeps 
the bit in the slot. One 
hand can do the work 
of two. Every assem- 
bly line needs these 
*“*Yankee’’ Spiral 
Screw Drivers. 





4 This “Yankee” Centering 

Sleeve Bit adds still more 

| speed . . . Automatically finds 

" screw slot. Spring mounted. 
long-wearing steel. Available 
in several bit sizes. 


: 3 models— standard, No. 


130A; Heavier size, No. 131A; 
and No. 135 for small screws. 


“YANKEE’’ TOOLS NOW PART OF 


rs 


THE TOOL BOX OF THE WORLD 


NORTH BROS. MFG. CO. 


| gums Philadelphia 33, Pa. mmm, 





























..- MAKING IT EASIER 


FOR YOU TO SELL 


Consistent business paper advertising, effective sales 
promotion, complete plant facilities and prompt, courteous 





service to you and your customers—all these make it 
easier for you to sell the famous UNBRAKO = and 
HALLOWELL lines. 


UNBRAKO Socket Screw Products and HALLOWELL 
Steel Collars are preferred by manufacturers everywhere 
because of their uniformly high quality. These products 
make friends for you . . . assure steady, dependable, 
repeat business . . . provide good profits. 


See us at Booth 2434, Convention of National Metal Congress and 
Exposition, Chicago, October 23 to 27. 


<> 





STANDARD PRESSED STEEL CO. 





JENKINTOWN 13, PENNSYLVANIA 


“Serving Industry continuously since 1903 through Industrial Distributors’’ 
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FOR EVERY JOB 





100% through Industria! Distributors 


Backed by 82 years of time 
proven acceptance by industry. 


Hundreds of plants have 


REASONS 
WHY 


TO 


means , More 
$$$$$ 


10 You... 


used them and still do. 44° 


Buy PRENTISS Today. 


PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 
OF THE CHARLES PARKER CO. 














For slui’s Bake ts oe 
DAYTON SAFETY LADDERS 


NN Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 


Handrails of steel guard the large 
roomy platform for added safety. 
Half of platform can be raised to 
form an extra step, when needed. 
These famous ladders can be set up 
instanily, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 
ladder is in use. 





A FEW CHOICE TERRIVORIES ARE STILL 
OPEN 








WRITE TODAY FOR COMPLETE INFORMA- 
TION ON OUR FAMOUS LINE OF LADDERS 
Sizes 3 :eet to 16 feet heioht AND LADDER SHOES! 

with standard rubber safety shoes 

at no extra cost 


DAYTON SAFETY LADDER CO. 


2339 GILBERT AVE. CINCINNATI, OHIO 
In Canada—Safety Supply Company—Toronto 
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These two new Stow portable power 
tools were developed to provide a com- 
pact, versatile machine capable of do- 
ing a wide variety of jobs . . . grinding, 
buffing, routing, brushing, filing . . 
at a price that brings them within the 
range of every tool-room or workshop 
customer. 


Stow Jiffy machines are efficient, 
proven, adaptable—and so economical 
of first cost— 
and operation 
—that sales 
potential is 
unlimited! 
Tool Rooms 
. . . Factories 
in «¢ ete 
Shops. . 
Hobbyists . . 
all are your 
market! Best 
of all —each 
sale creates 
more profit 
possibili- 
ties through 
the fine assortment of accessories 
available for the Stow Jiffy Tool. 


YOU'LL BE INTERESTED IN 
STOW’S DISTRIBUTOR PROPOSI- 
TION. WRITE TODAY FOR FULL 
INFORMATION ON THE NEW 
STOW JIFFY TOOLS! 


STOW Flexible TOOL SHAFTS 
Seventy-five years of “know-how” 
in solving Power-Drive and Re- 
mote Control problems are packed 
into the new Stow booklet on 
Flexible Shafting. 


Send for your free copy today 





MANUFACTURING CO. 


5 Shear St., Binghamton, N.Y 





Industrial Suppliers 
Analyzes Sales Data 


Industrial Suppliers, Inc., La 
Grange, Ga., is making an analysis of 
its salesmen’s reports for last year as 
a method of determining product 
coverage. 

Phil Morgan, for the past five years 
inside salesman, has been made out- 
side salesman covering the north 
Georgia territory. 


Professor Links Freedoms 
To Selling Art 


Che old argument still is with us. 
“Is Selling Wasteful?” So much has 
been said on the subject, and so much 
written, yet the pros and cons of the 
question still go unresolved. 

Now and again someone, some 
good authority, comes forward with 
an answer to the question that makes 
uncommon sense, like the following 
remarks by Ralph H. Oakes, Professor 
of Marketing at Marquette University 
in Milwaukee, Wis. We quote him 
verbatim: 


Is Selling Wasteful? 


A distinguishing feature of the 
economy of the United States is the 
emphasis we place upon personal sales- 
manship and advertising. Possibly 
eight percent or more of our national 
bill for goods and services this year 
will go to cover expenses for salesmen 
and advertisements. 

Some selling is “service” selling, 
virtually the taking of orders for things 
the buyer already wants and secks. 
Much of selling and advertising, how- 
ever, is “creative,” in that the sales- 
man or advertisement seeks to develop 
or “create” wants (especially for 
“new” goods or services). 

There are two conflicting view 
points about whether selling and ad 
vertising effort, especially the “cre 
itive” kind, is wasteful. 

One group (including a number of 
well-known economists ) contends that 
if we “stopped selling,” consumers 
would go right on spending at the 
same rate as before. This group ar- 
gues that all the effort and other re- 
sources now expended on selling and 
advertising could better be used to 
produce more goods and _ services. 
Thus, they say, we, as a nation, could 
have more for a given total expendi- 
ture on materials, machines and man- 
power. They seem to believe that 
the salesman (or advertisement) pro- 
vides nothing useful—not even the 
information he gives about the prod- 
uct he seeks to sell seems valuable in 
their view. (Perhaps some of the 
economists mistakenly assume that 


Contractors Buy On Sight 


Exclusive Milwaukee HOLE-SHOOTER combines 
Straight and Right-Angle drilling . . . full Ys H. P. 
easy use. 
&. 


... 3 speeds .. . Unit-built for safe, 


ene 





No other Right-Angle 
drill made gives your 


customers 


correct 


speeds for many ap- 
plications ... wonder- 
tool for close quarters. 


Nationally Advertised 
To demand among contractors for 
this exclusive 3-speed Milwaukee 
power-tool is growing by leaps and bounds. 
It represents today’s outstanding sales-and- 
profits opportunity in portable power tools. 
No other tool can match the time-and- 
money-saving performance of the S-412 
HOLE-SHOOTER in close quarters, or 
provide its 3-speed versatility — suitable 
speeds and power for drilling in wood, 
metal, masonry, concrete, and tile, All con- 
tractors are your prospects — building, 
plumbing, heating, electrical, air-condition- 
ing, insulating, as wellas plant maintenance. 
Write us TODAY 
Get complete details, FREE sales helps. . . 
and instructions on the many uses of this 
wonder-tool. 


MILWAUKEE ELECTRIC TOOL CORP. 
5340 W. State Street, Mil L 8, Wi i 





TRI-SPEED 412 KIT 
for Contractors contains... 


$-412 V2” HOLE-SHOOTER, ball 
and roller bearing equipped . . . 
Jacob's geared Chuck .. 450 R.P.M. 
2 *Two-speed “Right-Angle- 
Drive” .. . low speed, 
300 R. P. M.... high 
speed, 675 R. P.M. 
©) 3 special bits — 34”, 
10", 2%". 
Special wrench for “Right 
Angle Drive” and chuck. 


‘37% 


Adjustable “‘Long Arm” Accessory .. . 
$24.50 EXTRA *Pat. Pending 


QUALITY TOOLS 
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we all have perfect knowledge! ) 


The other viewpoint is that sales- 
men and advertisements bring us 
needed information about goods and 


services which helps us to buy the 
things we really want. Also, it is 
stated, “creative” selling and adver- 
U | | Oo hr S tising effort makes us want more 
things, and hence makes us, as a na- 
tion, work more (or more strenuously ) 
in order to have more. ‘Those who 
hold this viewpoint fear that, if we 


stopped selling and advertising, there 

. : would be less propensity to consume, 
# ; a slowing-down of wants, then a re- 

ad duction in our willingness to work, 

and hence an economic “bust” such 

as that of the early ‘thirties, when 


15,000,000 men walked the streets of 
the nation looking for jobs that did 


AIR TESTED... OF AIR-REFINED MALLEABLE IRON m’Which point of view is right? 


Neither can be “proved” by “labora- 


tory experiments.”” But it seems clear 

that to forbid selling and advertising 

ni > > would mean the end of freedom as 
r we know it. For freedom to choose, 

as buyers, things that please us, is 

inseparably linked with freedom to 
offer, as vendors—through personal 

salesmanship and through advertise- 


ments—things that presumably will 
please us. The one freedom cannot 


-_- 
= exist without the other in a demo- 
cratic society. 
, Which do you prefer—to continue 
to give vendors freedom to offer, or to 


give up your freedom to choose? This 
is the real question we face when we 
ask: “is selling wasteful?” 


You and Your Customers Cash in on their A more fruitful question is: “are 


there ways of reducing, through better 
management, the amount of resources 
B E T T E R currently expended to achieve a given 
sales volume, on a given item, in a 


. e R F 0 2 MAN C 3 given area?” Close attention to this 


problem already has cut much “waste 


a out of the selling process, and unques- 
which characterizes Jefferson Unions tionably will cut more. 

has won universal good will and ac- 
ceptance wherever piping is installed 
The reason lies in the permanent leak- 
tightness of pipe joints made up with 
“Jefferson”. Location of this brass 
seat, and the fact that it is self-seat- 
ing and assures free flow through the 
fitting are all easily demonstrated ad- 
vantages. They all contribute to the 
reasons why the Jefferson line is so 
popular with industrial distributors. 














The Jefferson line also includes unions 
with ground all-iron seats in all types 
Gnd sizes 


In today’s competitive market offer better value and a product 
that has customer acceptance. Full information on request. 


JEFFERSON UNION CO. 


671 W. 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y 
49 Fletcher Ave., Lexington 73, Mass 


“| thought this would be a good opportunity 
to talk over that deal of ours, J. B.” 
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‘Keep us supplied with MILWAUKEE 


Z 


MONO-BILT Wire Wheel Brushes for 
numerous power brushing operations 


A DEPENDABLE 
HEADQUARTERS 


Here is a complete brush tool sup- 
ply source keyed to give you a de- 
pendable service — one that will 
work for you in building sales and 
profit. We are fully equipped to 
produce special brushes designed 
from blue-prints or specifications. 
Use this cost-free engineering serv- 
ice when you need assistance on 
special brush problem. Improve 
your power driven wire brush sales 
with Milwaukee. 


T IS but natural for the men 
who work with Milwaukee 
Brushes to make known their 
preference for them. It is all due 
to Milwaukee Brush perform- 
ance. This outstanding perform- 
ance that makes and holds 
customers for distributors results 
from specialized construction. 


DURA-BILT Wire Wheel Brushes 
insure smooth operation on 
high speed power equipment 


“STURDI-BILT” Wire Cup Brushes recom- 
mended for the steel fabricating industries 
wherever scale, rust, paint or weld spatter 
is to be removed from large or rough 
metal surfaces, 

Here are some of the reasons for Milwaukee Power Driven Brush performance. 

1. Milwaukee keeps to the high side of wire points per square inch of working surface. 


2. Because of this production departments are aided materially in producing more pieces 
per hour. 


3. This density of wire gives users the most in cutting and working points, 


4. This compact construction with solid face is uniform regardless of the rumber of brushes 
you order or when you order them. 


Bulletins Available— 


Bulletins covering the complete line will be sent on request. No. 42-61R is a 16 page bulletin 


describing the Power Driven Brush line. It shows special applications and gives detailed 
specifications. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE.8, WISCONSIN 


INDUSTRIAL 
BRUSH PROBLEMS 


Renee teat os las is pn oer Gels i, alee ey an as ee ene me Des EDD eS Gl Gb Gl GD 
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THE LINE THAT GIVES 
YOUR CUSTOMERS THE 
RIGHT TOOL QUALITY FOR 
Every Industrial Need .. . 


Power Driven Wire Wheel Brushes 

“Mono-Bilt” 

“Steel-Clad” 

“Dura-Bilt” 

“Di-Bilt” 

“Peerless” 

“Twis-Tuft” 

Fine Wire Polishing Wheel 
Brushes 

“Sturdi-Bilt” Wire Cup Brushes 

Fibre Wheel Brushes 

Wire Scratch Brushes 

Boiler & Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and fibre 


Miscell Maint e 








Brushes 


YOUR MARKET 


Steam & Electric Railroads 
Marine Industry 

Aviation 

Power Companies 

Public Works 

Quarries 

Mines 

General Contractors 
Chemicals 

Ceramics 

Public Buildings 

Paper Mills 

Food Industries 

Packing Plants 

Dairies 

Textiles 

Metal Working Industries 
Wood Industries 

Glass 
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ARE 
Selling 


A 
Industry — os viglt as the automotive 
service station + has found a place 
for the ‘Twa Hoist. 


Mills ond, factgries are using it for 
installing machikery and equipment. 
Contractors find? a necessary part of 
their equipment, Railroad repair 
shops use [ft foptlifting journal boxes 
into frame— 18) cite a specific job. 
Road, consttuction, and public utilities 
crews find ait ‘the perfect tool for 
laying undérgrgund conduits, cables, 
watermains; stretching guy wires 
taut. Farmers, ‘dairymen, poultrymen 
find it mighty "handy for stretching 
fences ang- repairing equipment. We 
know of séveral cities whose tree- 
planting ‘dews use the ‘Tugit’ when 
planting frees in the city parks. 


A ‘Tugit’ Hoist is the ideal tool for 
all close-Guarter lifting, tightening, 
and pulling jobs. No other tool serves 
the purpose so perfectly. 


Make a list of businesses in your 
territory who have such jobs. You'll be 
surprised how many sales you'll make! 


Write us for copies of 
Bulletin No. 388 to help 
you sell ‘Tugit' Hoists. 


MAXWELL) 


‘TUGIT’ 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 


of ‘Ashcroft’ Gauges, “Hancock” Valves, ‘Consol 
idated’ Safety and Relief Valves, ‘American’ 
Industrial and “Microsen’ Electrical Instruments. 


198 





Fred A. Kaufman 


McKay Co. Names Kaufman 
General Sales Manager 


Fred A. Kaufman has been ap- 
pointed general sales manager of The 
McKay Co. of Pittsburgh, Pa. He 
succeeds Fred C. Smith, who assumes 
the position of special assistant to the 
president, J. C. McKay. 

Mr. Kaufman has been with the 
company for a number of years, join- 
ing them in 1943 under the McKay 
Research Fellowship at Mellon Insti- 
tute of Industrial Research. Since 
then, he has successively been in 
charge of technical service and re- 
search and quality control at the 
York, Pa. plant. 

For the past year-and-a-half he has 
been sales manager of the company’s 
are welding electrode division, located 
in Pittsburgh, Pa. In his new posi- 
tion as general sales manager, he will 
continue to have charge of the sales 
of McKay arc welding electrodes, as 
well as the complete line of McKay 
chain and chemical products. 

E. H. McGraw, who has been with 
the firm as New England sales repre- 
sentative for 15 years, has been ap- 
pointed eastern district sales man- 
ager. He will make his headquarters 
in New York City. 


P. H. Money Joins 
Priester Machinery Co. 


P. H. (Bill) Money has joined the 
sales staff of Priester Machinery Co., 
Inc., Memphis, Tenn. Mr. Priester 
will represent the Priester concern in 
the river counties of Mississippi and 
Arkansas. 


Formerly, he was with Hardaway | 


Construction Co. of Columbus, Ga. 
and is well-experienced in the heavy 
equipment field. 





} 
| 


| business. 


Bring @m back 


= 


Le ON A AR GUTS IG EE TE Me 


Di A Aids 





B-RIGHT-ON 


Nu-Process Quality 


SOCKET SCREW PRODUCTS 


When you fill socket 
screw orders with 
B-Right-On products, 
you’re building repeat 
B-Right-On 


| Socket Screws are now 


better than ever. Cou- 


| pled to famous “Uni- 


Quality” (every screw 
exactly the same — 
highest quality) are 
additional _ strength 
and hardness. Made 
possible by an entirely 
new metal - working 


| process, selected alloy 
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steels are formed into 
screws with continu- 
ous unbroken fibers 
and fine, compact 
grain. 


A consistently improved product 
makes the B-Right-On line tops with 
careful buyers . . . brings them back 
for more. Brighton service backs you 
up... helps you keep these contented 
customers 


A deoler franchise may be 
available in your territory. 
Write for full details. 


BRIGHTON 


Screw & Manufacturing Co. 
1827 Reading Rd. 
Cincinnati 2, Ohio 





ANNOUNCE 
THEIR NEW 


Alex Fayne 


Fayne & Co. 
Founded in Brooklyn 


Alex Fayne and Robert Sands re- 
cently formed a partnership under the 
firm name, “Fayne & Co.” The new 
firm is located at 251 St. Marks Ave., 
Brooklyn, N. Y. Their plant at that 
address comprises 5,000 sq. ft., with 
modern fluorescent lighting in both 
offices and warehouse, and all modern 
conveniences for sales and service to 
customers. 
Mr. Fayne has more than 15 years 
of experience in the industrial supply SELF l B 1¢ TING 
business. Formerly he was vice-presi- ™ 0 R a 
dent at Carter, Milchman & Frank, 


in New York City. Prior to that he PORO OSs BRONZE BUSHED 


was sales manager at Morris Abrams, 


Inc., also in New York. 
Mr. Sands, formerly, was purchas- JOURNAL BEARING 

ing agent for American Locomotive | 

Co. He held that position for 13 

romaine pileg oy to as ws This sturdy solid gray iron housing has a machined oil 
reservoir which feeds through the porous bronze bushing. 
The strong uniform bronze bushing structure contains micro- 
scopic pores which hold up to 35% !ubricant by volume. 
These pores serve as reservoirs themselves from which lubri- 
cant is fed to the shaft by capillary attraction, preventing 
metal-to-metal contact. At the slightest increase in tem- 
perature due to friction, cil flows from innumerable reser- 
voirs in the bearing structure, maintaining a perfect oil film 
between the shaft and the bearing surfaces. Available for 
%” to 1%” shaft size. Write for Bulletin 393. 


Wood's Modern Equipment for the Mechanical Trans- 
mission of Power is, today, one of the most complete lines 
offered by any manufacturer. It embraces not only the 
standard line of Shafting, Couplings, Collars, Pulleys, 
V-Belts, V-Belt and Rope Sheaves, Hangars, Pillow Blocks 
and Friction Clutches, but a wide range of special items 

Rehert Sends built to order for specific applications. 


Toole & Sons Move Offices 
Theodore T. Toole & Sons and ie B. W .@) O ) S S .@) N S . O M PA N 7 
Universal Representatives, Inc., have | CHAMBERSBURG, PA. 


removed their offices to Suite 810, Branches: Boston, Mass., Newark, N. J., Dallas, Tex., Cleveland, O. 
175 Fifth Avenue, New York. 
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Quality Products 
Since 1876 


Rous PAT 





Ivan E. Howard 


Clark Names Howard 


COAL Regional Supervisor 


BARROW Ivan E. Howard, hydraulics and 
lubrication engineer, has been ap- 
pointed regional supervisor for the 
Clark Equipment Co.’s industrial 
truck division in the south central 
territories. His headquarters will be 
. in Peoria, Ill. 

‘ Mr. Howard is well-known in the 

region he will supervise and has trav- 
THE QUALITY LINE ‘ elled for many years from the Rocky 

; Mountains to Indiana, and from 


FOR DISTRIBUTORS - | Canada to the Gulf of Mexico. 


He is a member of the Society of 














whose customers : aaa 
appreciate the best |. 


Western Sales Region 

Set Up By SKF 

There's no resistance to price when the buyer is | Establishment of an 11-state sales 

convinced that he’s getting 100 cents worth for 4 region to expedite future requirements 

every dollar. There’s only repeat business for the | of western industries for ball and roller 

dealer who's wise enough to sell JACKMANCO- bearings recently was undertaken by 
; SKF Industries, Inc. 

the rugged line - where performance matches 


: The new region, with headquarters 
claims and every customer becomes a booster. in San Francisco, includes territory 


(Available with steel wheels) now serviced by district offices in that 
city, Los Angeles and Portland, and by 
the Denver branch office. This com- 
prises the states of Washington, Ore- 
gon, California, Idaho, Utah, Wyom- 
ing, Montana, Colorado, Arizona, New 
Mexico, western Nebraska and the 
city of El Paso, Tex. 

J. C. Bowman, district manager at 
San Francisco since 1936, has been ap- 
pointed regional manager. 








Standard Tool 
Moves In Detroit 














Standard Tool Co. of Cleveland, 
O! has ‘ed s De office 

JACKSON MANUFACTURING CO. [i 2aAaatGleni ta a 

HARRISBURG ¢ PENNSYLVANIA Ihe change has been made to im- 


prove service to the company’s cus- 
tomers in that area. 
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NEWCOMERS Felix E. Turner, Jr., 
and Isaac A. Scott, Jr., industrial en 
gineering graduates of Georgia ‘Tech, 
find much to interest them in abrasive 
wheel stocks at Pye-Barker Supply Co., 
Atlanta, Ga 


Pye-Barker Supply Co. 
Adds Two Engineers 


Pye-Barker Supply Co., Atlanta, Ga., 
has added two Georgia Tech graduate 
industrial engineers to its staff and has 
two Georgia Tech Co-op students 
working part time. 

I'he two new additions are Isaac A. 
Scott, Jr., and Felix E. Tumer, Jr., 
starting their industrial supplies train 
ing in the order department. 


E. C. Atkins & Co. 
Names Waddle Manager 


H. Waddle has been appointed 
manager of mill supply sales for E. C. 
Atkins & Co., Indianapolis, with head- 
quarters in that city. Mr. Waddle has 
been manager of the company’s New 
Orleans office. 

He has been with the company for 
many years and has a wide acquaint- 
ance throughout the south with the 
saw mill trade. 

The New Orleans office has been 
closed and all activities of that office 
have been transferred to Indianapolis. 


H. Waddle 


able to sell and it stays sold 





K & M SALES BUILD 
PROFITS AND GOOD WILL 


Dependable fluids handling equipment 
K & M’s contribution to industry 


for nearly *4 of a century. 


You'll find this quality line 


own it's easy and profit 


K&M PILOT OPERATED 
FLOAT VALVE 


For reliable control service on hot or 
cold liquid supply lines, on open or 
closed tanks, and with valve submerged 
in liquid if required. Single seat, pilot 
operated, piston balanced design per- 
mits tight shut-off with minimum float 
power. Sizes % to 2”, female screwed. 
For pressure to 150 Ibs. - 450°F. Globe 

or angle types. Bronze or special 


SERIES 8300 








alloys for corrosive liquids. 


K&M Y STRAINER \ 





For full protection to regulating valve con- 
trollers, meters and traps in service with 
steam, water, oil, gas or other fluids. Large 
open area perforated sheet metal screen 
assures proper straining with minimum pres- 
sure drop. Blow down connection for normal 
cleaning, screens easily accessible for full 
cleaning. For horizontal or down flow vertical 
installation. Sizes % to 6 inches, perforations 
Y% to %2 inches. Semi-steel, bronze, cast steel 
or special alloys. 


TYPE 340 








J « & M PRESSURE 











REDUCING VALVE 


A compact internal pilot operated valve 
for close regulation in steam pressure reduc- 
tion service. Balanced piston pilot design 
assures minimum effect on reduced pressure 
setting from variable inlet pressure or flow 
requirements. Parabolic inner valve assures 
dependable control on high or low load 
requirements. Sizes ¥2 to 2 inches. Maximum 
inlet pressure 250 Ibs. at 400°F. Bronze body, 
stainless steel trim, screwed ends. 


2033 43rd ST., NORTH BERGEN, N 


PRESSURE RE 
STRAINERS bd 


FLOAT VALVES 
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Dealers and distributors deserve a sane, 
sensible factory sales policy. Peoria Mal- 
leable Castings Co. knows this and protects 
your profits on Peoria Chain. Complete line 
of every size malleable iron chain. Write 
today for catalog or order immediately if 
your stocks are low. 








DETACHABLE CHAIN 


al 


400 CLASS 
PINTLE CHAIN 


700 CLASS 
PINTLE CHAIN 


ROLLER TOP 
TRANSFER CHAIN 


ELEVATOR 


Cc CLASS 
sees “COMBINATION” 


CHAIN 


PEORIA MALLEABLE CASTINGS CO. 


FT. OF ALEXANDER ST., PEORIA, ILLINOIS 
CHAIN MAKERS FOR OVER 30 YEARS 
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John A. Decker 


Decker and Kingsley 
Advanced by Carborundum 


John A. Decker has been appointed 
sales manager for the New York dis- 
trict of The Carborundum Co.; and 
William J. Kingsley has been named 
assistant sales manager, bonded pred- 
ucts and grain division, with ot 
quarters in Niagara Falls, N. Y. 

Mr. Decker, with the company 
since 1933, held the position of as- 
sistant sales manager of the New York 
district prior to his present appoint- 
ment, Mr. Kingsley, a veteran of 28 
years’ service with Carborundum, 
previously was a salesman working out 
of Syracuse, N. Y. and Boston, Mass. 

Thomas Curtiss, a field sales rep- 
resentative in the Buffalo district, has 
been transferred to the central New 
York area. 

Edgar T. Harris will fill the Buffalo 
district office vacancy, resulting from 
the transfer of Mr. Curtiss. 

George Dennison was named a spe- 
cial sales engineering representative 
for New York state, with headquarters 
in the Buffalo district office. Mr. Den- 
nison previously had been an indus- 
trial salesman in the Buffalo district. 


William J. Kingsley 





Philip O. Mullane, Jr. 


Southern Chain & Mfg. Co. 
Names Mullane Manager 


Philip O. Mullane has been ap- 
pointed district sales manager of The 
Southern Chain & Manufacturing 
Company, Birmingham. 

Mr. Mullane will make his head- 
quarters in Columbia, S. C., and the 
eastern sections of ‘Tennessee and 
Georgia. He will represent the com- 
pany in the sale of all types of home, 
farm, industrial, automotive, and 
marine chain. 

A mechanical engineering student 
of Alabama Polytechnic Institute, Mr. 
Mullane served in the Pacific with 
U. S. Army Corps during the war. 


Machine Tool Men 
Mobilize In Canada 


Representatives of all branches of 
the machine tool industry are sched- 
uled to meet at the Royal York Hotel 
in Toronto, Canada on October 10 to 
review mobilization plans of the in- 
dustry in the light of developments in 
Korea and elsewhere. Chairman of the 
group is Herbert L. Tigges, vice-presi- 
dent, Baker Bros., Toledo, and presi- 
dent of the ASTE. 

Tentative agenda of the meeting 
includes talks by Mr. Tigges; General 
Reimel of the National Security Re- 
sources Board; David Ayr, president, 
National Machine Tool Buslders’ As- 
sociation; and others, including a rep- 
resentative of the Canadian Machine 
Tool Industry. 

The subjects to be discussed in- 
clude production control, “diver- 
sions,” putting idle machines to work 
in the event of an emergency; and 
schedules of production (“Phantom 
Pool” orders ). 


RULES 


FOR ACCURATE 
MEASUREMENTS 


Accuracy — that’s the thing that workers want... and get 
in every Stanley Rule. Easy-to-read Stanley Rules save 
time, speed work. Simply constructed they work better, 
last longer. And there’s a Stanley Rule for every industrial 
need — a complete line of styles, sizes and markings. Sales- 
making national advertising helps bring in more business 
... tells prospects to see you, their industrial distributor, for 
Stanley Rules. Stock up... and profit. 








STANLEY NO. 346 PULL-PUSH RULE 


D-shaped case for easy inside measurements, 
two-tone chrome finish. Rust-resistant spring steel 
blade — nickel-plated or white enamel face. 
Large, easy-to-read, coal-black Gothic numerals. 
Replaceable blade. 6, 8 or 10 ft. lengths. 





STANLEY NO. 106 ZIG-ZAG RULE 


Selected Rock Maple sticks — tough and flexi- 
ble. Large, coal-black Gothic numerals. Gradu- 
ated in 16ths on all edges. New protective 
plastic finish on’ all sticks —4 times longer 
wearing. Solid nickel silver joints — rustproof. 
“Ball socket” action keeps rule rigid. 





STANLEY NO. 227 EXTENSION RULE 


All the features of Stanley Zig-Zag Rules plus 
a 6” solid brass extension for inside meas 
urements. Extra thick sticks. 


STANLEY TOOLS 
New Britain, Conn. 


THE TOOL BOX OF THE WORLD 


[ STANLEY |] 


Reg. U.S. Pat. Off. 








HARDWARE + TOOLS - ELECTRIC TOOLS + STEEL STRAPPING + STEEL 
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TO SELLAP 
THAT BACKFIRES 


co 


ne 


. . » when you sell 


a arr f x b ur g OPENING DAY in the showrooms of Tasco Import in Buenos Aires displayed to 


visitors the latest in industrial supplies, tools and equipment. 


Couplings and Flanges 
your customer STAYS SOLD Tasco Import 


Moves In Buenos Aires 


(he offices, showrooms and ware- 
house of ‘Tasco Import, distributors 


of industrial supplies, tools and equip- 

ment in Buenos Aires, recently were 

% moved to new premises, located at 
Calle Humberto I, 1561, Buenos Aires. 

The building consists of ground 

floor and first floor and includes all 


| modern conveniences to handle goods 
sold under the firm’s sales program. 


Harrisburg Seamless Steel Pipe Couplings 
ore made to A.P.l. specifications . . . Military Packaging 
threaded on special machines assuring ac- Features Exposition 
curacy of form, height, angle, and lead. | 
A “Military Packaging Review” 
will be held in conjunction with the 


Fifth Annual Industrial Packaging & 
| Materials handling Exposition in 
place of the previously-announced 
Government Packaging Review. The 
Review will take place in Convention 
Hall, Philadelphia, at 2 p.m. on Tues- 
day, October 10. 


Present will be officers from the 

U. S. Air Force, Army Ordnance, the 

Harrisburg Drop-Forged Steel Pipe Flanges U. S. Navy, and Army Quartermaster 

ore manufactured to A.S.A. standards... Corps. These officers will present the 

machined under constant inspection to in- case for military packaging needs. 

sure a product that meets critical require- Representatives of industry will be 

ments of engineers. present to discuss ways and means of 
meeting these requirements. 


e Set HarrissurG 


e Stay Happy! Field Staff Changes 
Write for Catalogs ... At Honeywell 


* Promotions and additions affecting 

H arris b ur g its field staffs, industrial and valve 

— STEEL CORPORATION divisions, made by Minneapolis- 

NH Harrisburg 18, Penna. Honeywell Regulator Co. recently, 
= included: ‘ 

97 YEARS IN PENNSYLVANIA'S CAPITAL Charles F. Woods, named valve 


Custom-Built Quality Products in Quantity division sales manager for the south- 
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west region. He will make his head- 
quarters at Dallas. 

Edward J. Byrne, formerly with the 
company’s Houston branch, who has 
succeeded Mr. Woods as industrial 
manager of the Dallas branch. 

Howard W. Griesbach, who has 
been appointed industrial manager of 
the Milwaukee branch. He was in the 
Chicago branch for the past few years. 

Additions to the field sales staffs 
include: Louis G. Schultz to Chicago, 
and William E. Van Horne to Roch- 
ester, for industrial sales; William J. 
Kirby to Los Angeles, and P. R. 
Vogel to Houston, on industrial sup- 
plies sales. 

Transfers of field men_ include: 
Lawrence E. Kennedy, transferred 
from Syracuse to Atlanta; George 
Massey, from Atlanta to Nashville; 
A. R. King, from Boston to Worces- 
ter, Mass.; Gerald G. Walker, from 
Detroit to Saginaw, Mich; W. J. Kil- 
roy, from Detroit to Grand Rapids, 
and John Koerner, from Pittsburgh to 
Youngstown, Ohio. In addition, Carl 
Bohnlein has been transferred from 
general to industrial sales at Phila- 
delphia, and George Jensen has been 
transferred from Chicago industrial 
service to industrial sales at Menasha, 
Wis. 


Norton Names Peterson 
Detroit Area Salesman 


Irwin W. Peterson has been ap- 
pointed salesman in the Detroit area 
by the grinding machine division of 
Norton Co., of Worcester, Mass. 

He first joined the company in 
1933. After a period as a ratesetter, 
he joined the sales department and, 
prior to his present appointment, he 
was a senior sales engineer in the 
sales department of the grinding ma- 
chine division. ‘ 





LEARNING FROM THE MASTER, 
from Ray “Pop” Howell, second from 
left, are Jack Wilkinson, industrial 
sales manager of Henry Disston & Sons, 
Inc. and Lou Janders, assistant sales 
manager at Disston, at the home golf 
club of young Jack Madsen, of Madsen 
& Howell, Perth Amboy, N. J. 





Buffalo Bolt Co. 
Merges Affiliates 


The Buffalo Bolt Co. has merged 
its afhliates and has changed the com 
pany name to Buffalo-Eclipse Corp. 
lhe affiliates include S. M. Jones Co. 
of Toledo, Ohio, the Eclipse Lawn 
Mower Co. of Prophetstown, IIl., and 
the Penberthy Injector Co. of Detroit, 
Mich. 

The operating units of the com- 
pany will operate as divisions of Buf- 
falo-Eclipse Corp. under their previ- 
ous corporate titles. Officers of the 
new company will be: R. B. Flershem, 
president; C. L. Turner, $. P. Cary, 
C. O. Connell, M. B. Jones, C. Neal 
Turner and C. B. Johnson, vice-presi- 
dents; and S. C. Wead, secretary 
treasurer. 

Buffalo International Corp. will 
continue as a wholly-owned export 
sales subsidiary of Buffalo-Eclipse 
Corp. 


New Representatives 
For Ajax Coupling 


I'he Samson Sales Co., operated by 
Elmer D. Samson in San Francisco, 
Calif., will represent Ajax flexible cou- 
plings, Ajax Shaler-Shakers and Ajax 
Lo-Vevors in northern California. 

J. S. (Steve) Thurlow, manager of 
the Thurlow Equipment division of 
G. Donald Bradley Co., Seattle, will 
cover the states of Washington, 
Oregon, and Idaho on all Ajax prod- 
ucts except flexible couplings. 

Boyd Goodhart, Kansas City, Mo., 
will handle the complete Ajax line in 
western Missouri and Kansas. 





When you sell “AMSWISS” Files and Rasps, you 
can conscientiously recommend them as being per- 
fect in every respect, with deep sharp uniformly 


hardened teeth, and long-wearing. 


These high-quality tools are made in every standard 
shape, size and cut, and carry a guarantee on which 
you can rely, for we have stood squarely back of 


all of our products for half a century. 


Write for our “AMSWISS” Catalog, with complete 


descriptions and listings. 


AMERICAN SWISS FILE & TOOL CO. 
865 Mt. Prospect Avenue, Newark 4, N. J. 
Telephone: Humboldt 3-6600 


Also manufacturers of Swiss-Pattern files, milled curved-teeth files, rotary files and 
mechanics’ hand tools. 
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When a valve must make its own decisions 


use KENNEDY Swing Check Valves 





A swing check valve often guards the most vital point in 
your lines, That is why you will want the full assurance of 
KENNEDY'S seventy-three years of valve experience back of the 
check valves you select. When things are flowing smoothly ... 
in the right direction... it stays open with minimum flow 
resistance. The moment back pressure develops it closes 
instantly and positively! 

KENNEDY manufactures check valves in a wide range of 
types and sizes. Write for full details. 


KENNEDY FIG. 889—IRON 
BODY BRONZE MOUNTED 


KENNEDY FIG. 492—BRONZE 
SWING CHECK VALVE 


TREASURER Mrs. Frances Walser 
handles finances for E. M. Hanson & 
Co., Philadelphia, Pa. firm. 





Steam 300 Ibs. at 550° F. Cold 
Water, Oil or Gas, Non-shock, 
600 Ibs. Generous diameter 
cap permits easy inspection 
and regrinding without re- 
moving from line. Swing disc 
swivels in hinge while a stop 
on the cap prevents sticking in 
open position. Sizes 1/)” to 3” 


Bronze Faced Disc. Steam 250 
ibs. at 500° F. Cold Water, 
Oil or Gas, Non-shock, 500 
ibs. Revolving disc is self-ad- 
justing. Angular placement 
permits easy opening at low 
pressures while also reducing 
closing shock at high back 
pressures. Sizes 2” to 10” 








pw 


fl 


KENNEDY FIG. 106—IRON- 
BODY SWING CHECK VALVE 


Flanged; Bronze Mounted, 
Bronze Faced Disc. 2” to 12” 
Soturated Steam 125 Ibs 
Cold Water, Oi! or Gas, Non 
shock, 175 Ibs. Has revolving, 
selH-adjusting disc angled for 
easy opening at low pressure 
and shock reducing closing at 
high back pressure. Sizes 2” 
to 24” 





KENNEDY FIG. 103—BRONZE 
SWING CHECK VALVE 


Bronze or Leather-Faced Disc 
Saturated steam 125 Ibs. Cold 
Water, Non-shock, 200 Ibs 
Also recommended for use on 
oil and gas lines. Leather- 
Faced disc should be used on 
cold water lines. Easy swing- 
ing disc is hinged on bronze 
pin will not stick in open 
position. Sizes 4.” to 4” 


BUY FROM YOUR LOCAL DISTRIBUTOR 


THE 


k%> KENNEDY 


VALVES + PIPE FITTINGS - 


VALVE MFG. CO. 
1040 EAST WATER ST. 
ELMIRA, NEW YORK 


FIRE HYDRANTS 
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Speedmatie Distributors 
Being Authorized 


In accordance with a new distribu- 
tion policy now being put into effect 
by J. A. Proven, vice- president of sales, 
the Porter-Cable Machine Co., Syra- 
cuse, is reducing the number of its 
Speedmatic tool distributors across the 
nation. 

The purpose of the move is to co- 
operate with the larger, more aggressive 
distributors in the nation by giving 
them more exclusive sales rights in 
their respective areas. 

Distribution policy is clearly out- 
lined in a booklet which states the 
firm’s policy with respect to all phases. 
of selling, such as classification of dis- 
tributors, discounts, resale policy, 
freight allowance, returned goods and 
the guarantee. 





PLANNING the daily shipping sched- 
ule speeds customer delivery, accord 
ing to William Hamilton, his brother 
Fred Hamilton, and Luther Morris of 


Dillon Supply Co., Raleigh, N. C 








Charles H. Goddard 


Goddard To Handle 
Sylvania Lighting Sales 


Charles H. Goddard will assume 
responsibility for national accounts 
sales in the lighting division of Syl 
vania Electric Products Inc. He also 
will continue in his present capacity 
as manager of utility sales. In his new 
position, he will be in charge of sales 
of all lighting equipment for large 
accounts in the country. 

Mr. Goddard joined Sylvania Elec- 
tric in 1944 as merchandise manager 
of the fluorescent fixture division. 
Prior to that he was vice-president of 
the Pittsburgh Reflector Co., with 
which he was associated for 14 years. 
He started in the lighting business 
with the Columbus Railway Power 
& Lighting Co., Columbus, Ohio. He 
is, also, national president of the II- 
luminating Engineering Society. 


Peeler H’ware Reorganizes 
Executive Staff 


The executive staff reorganization 
recently undertaken by Peeler Hard- 
ware Co. of Macon, Ga., has been 
completed with the election of T. B. 
Peeler as president and treasurer to 
succeed his father, the late A. M. 
Peeler. 

G. M. Yates has been made vice- 
president and sales manager, and T. 
L. Funderburk remains as general 
manager. 

Two assistant sales managers, Frank 
McLain and Max Richardson, have 
been appointed. They also serve as 
buyers of supplies and are responsible 
for inventory. 

O. E. Leverett was named secre- 
tary. 

Other changes include the appoint- 
ment of E. L. Sanderfur, in charge of 





| 


| 


_THERE’S MORE TOA SHACKLE 


| 
| 





THAN SIZE AND TYPE 


ACCO SHACKLES are 
madein both 
chain and anchor 
type—of material 
from \% inch to 2 
inches—withround 
pin or screw pin 
finished self-col- 
ored, blacked or 
falvanized- 
shipped in kegs or 
barrels, depending 
on quantity. 


i SE 


e When a man on a job connects up a 
shackle he hasn’t time to think about how 
good it is. “It’s the right size and type. 
Hook it up and let’s go!”’ 

e But when you buy shackles — that’s dif- 
ferent. You have to remember that there’s 
more to a shackle than size and type. That’s 
where the name ACCO is important. 


e ACCO SHACKLES are forged from fine grain 
steel which can be depended upon for uni- 
form tensile strength. They’re forged in 
solid dies — most sizes forged already bent. 
Every one is rigidly inspected under lights 
which disclose even the smallest defect. 
(It is almost impossible for a faulty shackle 
to get by Acco inspectors.) 


THE HIGH QUALITY that results from this 
extreme care in manufacture is character- 
istic of all Acco chain products—welded 
and weldless chain, all types of fittings and 
attachments, assemblies, repair links, cot- 
ter pins. For a complete line of high quality 
chain and chain products, look to AMERICAN 
—‘*The Nation’s Chainmaker.” 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Brideport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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GET THE FACTS! 


Send NOW for Bulletin No. 4350! 
It’s the quickest way to get the facts 
on this entirely new line of Deming 
“MOTOR-MOUNT” pumps. Wide 
application of these pumps make the 
Pew 


A “NATURAL” 
for Distributors! 


Every plant has uses for one or 
more Deming “MOTOR-MOUNTS” 
Available in 25 Type “V” vertical 
units and 25 Type “H” horizontal 
units. Capacities up to 200 g.p.m. 
Heads up to 165 ft. Motors 1% H.P. 
to 7'2 H.P. Speeds 1750 and 3500 


rpm 


Bulletin No. 4350 (printed in 3 
colors) contains all the facts a sales- 
man needs to know to “go to town” 
with this new line of Deming 
“MOTOR-MOUNTS” 


THE DEMING COMPANY 
511 Broadway Salem, Ohio 


the city order department; Roger 
Watson, in charge of the shipping 
department; and M. C. Balcom, in 
charge of the hardware department. 
| ‘The company now has eight out- 
| side salesmen; including Ben Scar- 
| borough to cover southeast Georgia, 
and Charles Roberts, who transferred 
| from city salesman. ‘There are six 
members of the inside sales staff. 

As a consequence of the reorgani- 
zation, the company has sold its re- 
tail division and now is completely 
wholesale, selling only dealers, indus- 
tries and contractors. 


Louisiana Power and Light 
Starts Sales Campaign 


Suppliers of industrial equipment 
got an outside boost in sales promo- 
tion early this summer, when Louisi- 
ana Power & Light Company inaugu- 
rated an area-wide campaign among 
industries toward greater use of ma- 
terials handling equipment. 

l'arget of the drive was promotitg 
the use of additional conveyors, cranes, 
hoists, and industrial trucks. The 
main emphasis was on electrical equip- 
ment, but other speedy methods of 
moving supplies and materials in in- 
dustrial plants were included in the 
plan. 

The campaign was backed by sure- 
fire sales promotion ammunition in 
the firm, namely, direct mail, films, 
catalogues, data sheets, and general 
advertising. Industrial salesmen of 
Louisiana Power & Light were given 
an operation kit, which suggested 
names and addresses of prospects. 





BOOKKEEPER for Johnson Supply 
Co., Denver, Colo., is Mrs. Doyle 
Rieker ’ 
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” Originality 
IXCELITE 


LOOK TO 


This 3-Tool Bargain 
SELLS ON SIGHT! 


@ Unbreakable plastic transparent box is a 
ready-made show case! 


© Contains 3 reversible detachable screwdriver 
blades, Nos. 1, 2 and 3 Phillips and 3/16”, 
V4" and 5/16” regular! 


© BIG, hand-fitting XCELITE COMBINATION 
HANDLE fits all blades! 


A real bargain, listing at $4.35! 


STICK WITH XCELITE FOR 
PROFIT LEADERS LIKE THIS! 


PARK METALWARE CO., Inc. 
Dept. F Orchard Park, N. Y. 


Quality Tools 


PREFERRED BY EXPERTS 


* First to use plastic for screwdriver handles 





FLUX 


for SODERING— 
WELDING—BRAZING 


Our more than 55 years of experience is at 
your service to help your customers solve 
unusual problems. Sometimes the solution is 
simple—a different Flux a different 
tool is all that is necessary. Send for FREE 
Sodering Chart which shows melting point of 
all soders. 


L. B. ALLEN CO., Inc. 
6731 BRYN MAWR AVE. 
CHICAGO 31, ILL. 








Kenneth P. Hengesbach 


Hengesbach Named To Sales 
By Swartwout Co. 


Kenneth P. Hengesbach has been 
appointed power plant equipment 
sales engineer in the Philadelphia dis 
trict ofhce of The Swartwout Co., 
manufacturers of power plant and 
veniilating equipment. 

Formerly, Mr. Hengesbach was with 
Molded Specialties Ce., Inc., and the 
Independent Pneumatic Tool Co., 
both in Cleveland. 


Wirtemburg and Gloss 
Named By Grossman Co. 
Ralph O. Wirtemburg has been 


named director of production sales, 
and Eugene E. Gloss appointed di 
rector of consumer sales for David R. 
Grossman Co., New York, N. Y. 
Mr. Wirtemburg’s previous afflia 
tions include two years with the en 
gineering department of the Cin 
cinnati Milling Machine Co., 9 years 
with the Miller Co. on its sales en 
gineering staff, 16 years with the New 
Departure Division of General 
Motors, during eight years of which 
he served as district manager of the 


Ralph O. Wirtemburg 
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For Longer Service 
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This True Ball Joint Makes the Difference 


Easy to Tighten ! Because of the spherically-ground joint, 
Dart unions always fit snugly — bronze seat to bronze 
seat. Moreover, they close easily and stay tight. No need to jam a Dart. 


Easy te Uncouple! Darts uncouple easily, too. Seats are unmarred—-ready for 
repeated use. 


Practically Indestructible! To ensure the ultimate 
in protection, both body and nut of a Dart are 
made of practically indestructible high-test, 
air-refined malleable iron. One more of the 
many reasons why Darts are first choice of 
careful buyers coast to coast. 


‘ 


E. M. DART MFG. CO. 
Providence 5, Rhode Island 
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GREATER SECURITY 

FASTEN FAST WITH 

CLARK FASTENERS 

BOLTS... NUTS 
RIVETS ... SCREWS 

Since 1854 the Quality... 
Accuracy . . . and Uniformity of ALL 
Clark Products has never been sur- 
passed. These 97 years of leadership 
explain why users always ask for them 
by name “Clark”—they Fasten . . . Fast 
. . . Longer. 


CLARK Bros out (0 


MILLDALE, CONN. 











PARKER VISES 


Complete Line Including 
HINGED PIPE VISES - WOODWORKERS’ VISES 














1°) 
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EXCLUSIVE 
FEATURES 


Write for catalog. Sold 100% through distributors 
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Eugene E. Gloss 


New York office. Prior to becoming 
associated with the David R. Gross- 
man Co., he was general sales man- 
ager of the Norma Hoffman Bearings 
Corp., Stamford, Conn. 

Mr. Gloss has had extensive experi- 
ence in the bearing industry, includ- 
ing 15 years with the New Departure 
Division of General Motors. For the 
last four years he was manager of dis- 
tributor sales and service. 

During World War II he served as 
deputy chief of the bearings branch 
of the WPB, later becoming chief of 
the bearings section in 1944. He also 
served as chairman of the Army-Navy 
bombsight bearing committee. 


Remington Rand Inc. 
Issues Card Indexing System 


Triple check automatic card index- 
ing systems, for use with name and 
index files, has just been released by 
the management controls division of 
Remington Rand Inc. 

The system provides an automatic 
numeric “keyboard” which facilitates 
filing of card records behind primary 
index guides, with an added check pro- 
vided by a sequence of three color 
bands which are repeated in each sec- 
tion of the file. 

The system may be applied effec- 
tively to indexing problems of both 
large and small business organizations. 


Peeler Produces 
Own Literature 


Peeler Hardware Co., Macon, Ga., 
has installed a printing department to 
print its own catalogs, folders and 
sales promotion literature. 

‘The-company uses a Varitype ma- 
chine, makes its own negatives and 
prints on monolith. 





IT’S BAD NEWS, apparently, for 
Salesman Walter Zamerovsky, caught 
off guard in conference with his su- 
perior, Charles McCoy, Jr., both of 
Manufacturers Selling Co., Trenton, 





Marsena Butts 
Heads Association 


F. Marsena Butts recently was 
elected president of the New England 
Iron & Hardware Association, Inc. 

Other officers elected included How- 
ard E, Clark, vice-president and Henry 
J. Lamb, secretary treasurer. 

The following directors were re- 
elected: William H. Bowe, Jr., Her- 
rick Co. Vincent Burns, Waite 
Hardware Co.; F. Marsena Butts, 
Butts & Ordway; Francis F. Chase, 
Chase, Parker & Co., Inc.; Howard E. 
Clark, Bigelow & Dowse Co.; Gordon 
W. Farr, Decatur & Hopkins Co.; 
Murray C. Harvey, A. C. Harvey Co.; 
Charles L. Hildreth, The Emery- 
Waterhouse Co.; J. W. McLean, Ed- 
wards & Walker Co.; R. H. Russell, J. 
Russell & Co., Inc.; and William T. 
Ryan, Sr., Cutter, Wood & Sanderson 
Co.; Sidney J. Simons, S. Simons 
Hardware Co., was elected a director 
of the association, too. 





PRICING DUTIES at M. L. Foss, 
Inc., Denver are handled by A. W 
Rucker, who has been with the com 
pany‘ for mere than 30 ‘years 


Everything you need... 


in safety, power and convenience! 


Ape 


vivo NEW 
C/p 


JAW-HEAD 
Rawhide 
HAMMER 





C/R’s new Jaw-Head rawhide hammer 

has everything. It protects fine finishes and 
delicate machine parts. Delivers powerful 
controlled blows for long periods. Tightly 
coiled rawhide faces are changed with 
amazing speed and convenience. Simply 
loosen nut, replace faces, tighten, and the 
hammer is ready for use. C/R Jaw-Head 
hammer faces are made of tough, resilient 
water buffalo hide, proved to be the most 
durable of all “soft” striking surfaces. 
Safety-Flare grip handles are easy to hold — 
prevent slipping. For maximum power, 
durability and protection, use C/R’s new 
Jaw-Head rawhide hammer! 


To release jaws, Change to new C/R To tighten nut, use 
loosen this nut. Rowhide foces wrench for best results 


@ Other C/R striking tools: Rawhide Mallets, 
Rawhide Mauls, Solid Head Rawhide Hammers. 


Available from leading industrial suppliers. 


cnicaco (Yawhide MFG.CO. 


1205 Elston Ave. Chicago 22, Illinois 
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saw tooth 
teamwork is 


: 
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profitable 
for you 


BLADE BRAND 
GUARANTEED QUALITY 
CIRCULAR SAW BLADES 


There's a steady repeat profit for you 
in the teamwork qualities built into each 
Blade Saw. 


Each tooth is uniformly set and filed to 
carry its full share of the cutting load. 
This tooth teamwork distributes the 
strain evenly around the cutting edge 
of the saw and insures a smooth, 
straight kerf under maximum feed 
loads. 


There's real satisfaction in Blade's 
teamwork between manufacturer and 
distributor. You're sure of prompt de- 
liveries and full protection on your con- 
sumer accounts. Blade saws are sold 
only through distributors! 


Every Blade saw ts precision made of 
highest quality chrome nickel steel .. . 
individually packaged for protection. 
Blade still offers better discounts for 
bigger — Immediate delivery out 
of stock permits small inventory. 


SEND FOR CATALOG AND 
PRICES on the complete line, 
including new metal and plastic 
saws. 


SIZES STYLES 
4 to 16 inches Rip, Cut-Off 
Combination & 
Hollow-Ground 


Columbus 12, Ohio 








MODERN STRUCTURE that now houses Beaver Pipe ‘Wools, Inc. 


in Warren 


Ohio, is a far cry from the building where operations first started back in 1900 


Beaver Celebrates 
50th Anniversary 


After a half century of friendly serv- 
ice to the plumbing and heating trade, 
and to domestic and foreign industry, 
the Beaver Pipe Tools, Inc. currently 
is celebrating its 50th Anniversary. 

The firm was organized in Warren, 
Ohio in 1900 and is still housed in 
the building in which the first Packard 
automobile was constructed by the 
Packard Brothers, then of Warren. 
After Packard had moved to Detroit, 
Beaver Pipe Tools, Inc. entered the 
Packard building and became a going 
concern. 

Employees hold service records of 
ten to forty-five years. Research, de- 
velopment, design and manufacture all 
are done under one roof. 


Plant Maintenance Show 
Set For Cleveland 


The Plant Maintenance Show, 
which drew industrial executives from 
35 states and many foreign countries 
when it was conducted for the first 
time early this year, will be held again 
at the Auditorium, in Cleveland, 
Ohio, Jan. 15-18 inclusive. 

Present indications’ are that it will 
be two to three times the size of the 
initial show. Already, 120 companies 
have leased booth space which ex- 
ceeds by 61% the total area used for 
the first show. 

Also to be repeated will be the 
Plant Maintenance Conference, which 
ittracted approximately 1,500 engi- 
neers and executives, one of the larg 
est attendances recorded at technical 
sessions of this type. 

On exhibition at the show will be 
equipment and materials for  air- 
conditioning, heating, ventilating, 
building materials and services, main- 
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tenance tools and supplies, electrical 
equipment, employee relations, train- 
ing and safety instruments, meters, 
gauges, lubricants and _ lubricating 
equipment, management consultants 
and services, materials handling, me- 
chanical rubber goods, paints, paint- 
ing equipment, product finishes, power 
generation and distribution, power 
transmission, and welding and gas 
cutting. 


Presley Heads Area Sales 
For Allegheny Ludlum 


Royden C. Presley has been ap- 
pointed district sales manager of the 
Birmingham, Ala., area of Allegheny 
Ludlum Steel Corp. Until recently he 
had been manager of the Toledo dis- 
trict sales office. 

Mr. Presley joined the sales force in 
1941, working out of the Chicago dis- 
trict office. In 1942 he transferred to 
the tool steel sales division, working 
as assistant to the manager, transfer- 
ring the following year to Minneapolis, 
Minn., as sales representative. He was 
appointed district sales manager of the 
Toledo territory in 1949. 

He is a member of the American 
Society for Metals and of the Ameti- 
can Society of Tool Engineers. 


Ohio Stainless 
Names Beeson V-P 


Charles R. Beeson has been ap 
pointed vice-president of the Ohio 
Stainless & Commercial Steel Co., 
Cleveland, distributor of carbon and 
alloy bars, sheets and other steel 
products. 

Mr. Beeson has been associated 
with Ohio Stainless in various sales 
capacities since its formation in 1946. 





It’s Easier to Sell 
the Sprout-Waldron 


‘blue face’ 








Mathias A. Klein 


Mathias Klein Elects 
Founder’s Grandson 


At a recent meeting of the board of 
directors of Mathias Klein & Sons, 
Chicago, Mathias A. Klein, grandson 
of the founder, was elected president 
and treasurer. He svcceeded to these 
offices after the recent death of his 
brother, Joseph A. Klein, Jr. 

Mathias A. Klein & Sons, well- 
known manufacturer of tools and 
equipment for linemen, electricians 
and mechanics, was founded in 1855 
by Mathias Klein, who came to this 
country from Germany. Upon his 
death his son, Joseph A. Klein, was 
made president of the company, and, 
in turn, his son, Joseph A. Klein, Jr., 
became president. 


Central Screw Co. 
Names Representatives 


W. M. (Bill) Jensen and his son, 

Warren, have been named sales rep ae yc 

resentatives for Central Screw Co., Because of their widespread use and recog- 
Chicago, Ill., to take over the northern nition by American industry, Sprout-Waldron’s 
California territory. “Blue Face” Pulleys are fast-moving distributor's items. 
Te Bae M cape degen 0m Whether it’s a rough materials handling job which demands 
dle Central’s complete line of wood the ultimate in belt-saving features...or a simple task of 
screws, stove bolts, machine screws, power transmission—there is a wide selection of “Blue Face” 


tapping screws, etc., in Georgia, Ala Pulley types and sizes to choose from. 
bama, North Carolina, South Caro : 
~-tc y Florida and caster Write for your copy of Bulletin 33 which contains 
full information about the profit-building “Blue 
Face” line. Address: Sprout, Waldron & Co., 
Ace Moves In Detroit Inc., 3 Waldron Street, Muncy, Penna. 


Ace Drill Corp., manufacturers of 
ground-from-the-solid drills and spe 
cial tools, has moved its plant and Ri 
offices from Detroit to 2600 East Ss Prov t Ww al dron 
Maumee Ave., Adrian, Mich. The Waniffds Tarug Cngcxeew 


new plant more than doubles previous | rT MUNCY © PENNS YEVANIA ) 
manufacturing area. 
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% Excellent for Package Conveyors, Portable Loaders, Trenching and Ditching 
Machines, etc. 


%& In canneries where corrosion or rust is a problem specify Alligator made 
of Monel. 


% For magnetic separators or anti-sparking specify Alligator made of Everdur. 
% Separable and smooth on both sides. 
% 12 sizes. For belts from 1/16” to 5/8” thick—and any width. 


Order from Your Supply House. Ask for Bulletin A-60 
FLEXIBLE STEEL LACING CO., 4633 Lexington St., Chicago 44, il. 


JUST A HAMMER TO APPLY IT 
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WELCOME VISITORS at Ace Drill 
Corp.’s new plant in Adrian, Mich. 
were Ralph Waddington and John 
Hamerstadt, of General Supply & ‘Tool 
Co., Indianapolis, Ind., here flanking 
host Burton R. Leathley, vice president 
and sales manager. 


Ace Drill Corp. 
Moves To Adrian, Michigan 


For the first time in more than 15 
years, all facilities of Ace Drill Corp. 
are at one location since the firm re- 
cently moved offices and plant to 
Adrian, Mich. 

Moreover, the company now has a 
streamlined production layout; i.e. the 
steel comes in one door, and the drills 
can go out the other end of the plant. 

The new location provides greatly 
increased floor space; and greatly in- 
creased manufacturing capacity, due 
to new equipment purchased for in 
stallation there. 


Perkins, Bassett & Wright 
Names Vansaw Sales Head 


Ernest E. Vansaw has been ap 
pointed general sales manager for 
Perkins, Bassett & Wright, Inc., 
Keene, N. H. He has been associated 
with the Simonds Saw & Steel Co. in 
various capacities for 30 years. In re- 
cent years he was their sales repre- 
sentative in New Hampshire and 
Maine, and preceding that in Roch 
ester and Buffalo, N. Y. 

Leon L. Richardson, for many years 
sales representative of the John B. 
Varick Co. of Manchester, N. H. and 
more recently of the Edwards & 
Walker Co. of Portland, Maine, also 
has become affiliated with the firm as 
a sales engineer. He will cover eastern 
and northern New Hampshire, as well 
as a section of Maine. 

Perkins, Bassett & Wright, Inc. 
were incorporated in New Hampshire 
in January 1947, with a personnel of 
three, and now employs 14 people. 





The firm travels four men, covering 
the states of New Hampshire and 
Vermont, as well as sections of Maine 
and Massachusetts. 

They moved into new quarters on 
West Street, Keene, in January 1949, 
and mow are in process of building an 
addition which will double their pres- 
ent capacity. They expect to occupy 
the new show room and warehouse 
early in August of this year. 


Fred G. Berling 
Joins S. C. Baer Co. 


Fred G. Berling, whose retirement 
as sales promotion and advertising 
manager of the Lunkenheimer Co. 
recently was announced, now is asso- 
ciated in an executive capacity with 
The S. C. Baer Co., advertising 
agency 

He is one of the organizers and a 
past president of the Cincinnati In- 
dustnal Advertisers Association and 
also has served as a director of the 
parent organization, ‘The National In- 
dustna} Advertisers Association. 


Lufkin Advances Meibeyer 
To Vice-Presidency 


kdwm H. Meibever, for the past 
two years general sales manager, has 
been elevated to a vice-president of 
the Lufkin Rule Co. 

Mir. Meibeyer has been associated 
with the firm for 31 years, serving as 
assistant sales manager of the Precision 
lool division between the period of 
1925 to 1948, when he was ap 
pointed gencral sales manager to direct 
the sales activities of the combined 
Precision ‘Tool and Tape and Rule 
divisions 

He will continue his duties as 
gencral sales manager of the company, 


Edwin H. Meibeyer 


PLU 





The word “RAWLPLUG” used 
in connection with Jute Fibre Screw 
Anchors is exclusively the property 
of The Rawlplug Company, Inc. For 
forty years it has been secured to them 
by common law and by trade mark 
registry. It is the corporate and trade 
name of the company and specific 
product of their manufacture. 


Buy—Stock—Sell and Use Only the Original and 
Genuine RAW LPLUGS . . . There are many imitations . . . 
so look for the trade mark “Rawlplug” on the Blue Box. 


RAWLPLUG eliminates 
extra troublesome spot- 
ting or layout work... 
with RAWLPLUG just 
drill through the hole in 
the fixture to be fas- 
tened, insert the plug 
and drive the screw 
home. 


RAWLPLUG Holds Better . . . because the flexible jute fibre 
construction permits complete conformation to all irregu- 
larities the entire length of the hole drilled. 
RAWLPLUG Lasts Longer . . . because of the vital 100% 
chemical impregnation against any form of deterioration. 
RAWLPLUG May Be Used In . . . Plaster—Brick—Concrete 
—Cinder Block—Stone—Hollow Tile—Plastics—and a very 
long list of materials for various purposes too long for space 
to permit listing . 
RAWLPLUG Weighs Less, Costs Less, and Holds More .. . 
There is a size and length RAWLPLUG for every wood 
screw... $0 

“IF YOU DON'T USE RAWLPLUGS . . . THERE'S A SCREW LOOSE SOMEWHERE” 
12K12 For further information write Dept. I 











The Rawlplug cere Inc. 


271 Church Street, New York 13 York 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1950 








YOU CAN SELL JUST THE 


RIGHT TYPE FOR THE JOB . 


The POWER KING (shown)—the 
NEVERSLIP—THE SLIPPROOF .. . 
three types to handle any medium, 
light, or heavy job. BADGER Car 
Movers quickly spot cars on side tracks 
and move them off of track without 
delay. They are easy to handle and 
require practically no maintenance. 
BADGER Car Movers give you profit- 
able sales and are available only thru 
authorized distributors. 





Kermit L. Crow 


Crow & Bryant 
Will Represent Disston 


Kermit L. Crow has taken over as 
Disston sales representative in the 
Carolinas on the company’s full in 
dustrial line, including distribution 
and consumer servicing. He has been 
thoroughly trained in the plant in the 
application of the manufacturer’s 
products. 





ADVANCE Slip-proof Safety Spurs 


Ryland P. Bryant has been work 

ing in the’ Carolinas on the general 

Rovers now. tn eee need reptesementr—our, ADs ADVANCE Disston industrial line. As a_ special 

Sa Ce ee ee ee APPLETON oem | ist on wood-cutting problems, Mr 

Bryant now is relieved of his othe: 

responsibilities to devote his full time 

to assisting customers with any prob 

lems that relate to that phase of the 
business. 











The genuine Viking is the original 


“gear within a gear” pump... most 
copied of all rotary desiqns. Be sure 


—= ... insist on the original and genuine 
| Messe Viking. For details, ask for free 


IN HONORED N . 
IN is bulletin SOSMM today. Ryland P 


. Bryant 


Tidewater Supply Office 


Pump Company (i | 
Th Tidewater Supply Co., Inc., has 
@l-Yo le] an fol lta loh’s'Ze| opened a sales office in Greenville, 


S.C 
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Edward O. Jones 


Robbins & Myers, Inc. 


Names Jones To Sales Post 


Edward O. Jones has assumed new 
duties in the Chicago office of Rob- 
bins & Myers, Inc., working with the 
company’s customers’ engineering de- 
partment as a sales engineer. He will 
act as motor specialist on field en- 
gineering of Robbins & Myers motors 
to customer applications. 

Formerly, Mr. Jones was general 
sales manager of Russell Electric Co. 
of Chicago, and specialized in the 
field of small shaded pole and capac- 
itor-split phase motors. Prior to his 
24 years service with that organization 
he was associated with the Cook Elec- 
tric Co., also of Chicago, where he 
was manager of sales engineering. 

He also worked on the Manhattan 
Project in New York and collaborated 
with G. E. Sperry, and several aircraft 
companies in the pioneering of jet 
propulsion during the war years. 


Allis-Chalmers 
Advances Varacalli 


Joseph Varacalli has been named 
dealer sales supervisor for Alllis- 
Chalmers’ Empire region with head- 
quarters in New York City. He suc- 
ceeds J. R. Queen, who resigned to 
join the Columbia Machine & Eng. 
Co., Hamilton, Ohio. 

Mr. Varacalli has been connected 
with Allis-Chalmers’ New York office 
since 1946, first as a sales correspond- 
ent and for the past several years as a 
sales representative. 

Carl R. Froeba has been named a 
sales representative in Allis-Chalmers 
Atlanta district office. He joined the 


NATIONAL 
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TONAL SANDERS 


Reduce Finishing Costs 


Here is a complete line of portable block sanders efficiently 
designed to cut your customer’s finishing costs. You can 
offer a selection of air or electric driven sanders with either 
straight-line or orbital action. You can furnish just the 
right machine to do sanding, buffing, and rubbing work 
quickly, efficiently, and effectively if you handle the 


National Line. 


INDUSTRIAL 


See how you can fit into National’s 


selective distribution system. Write for details today. 
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MODEL 400 
“Mity-Midget” 
Woodworkers, boatbuilders, 
machine tool plants, auto and 
airplane manufacturers are 
among the many users. The 
Model 400 is an orbital action 
sander which saves time and 
money because it is light 
weight ... compact... vibra- 
tionless ...and powerful. 


MODEL 300 

A straight-line, reciprocating, 
two-pad sander for use on 
wood, metal, plastic, or stone. 
It has a built-in wet sanding 
outlet. A large sanding sur- 
face makes it exceedingly fast 
and efficient. Various pads are 
available for specific needs. 


MODEL 500 

Electric 

National’s powerful, orbital 
action electric sander oper- 
ates at a constant speed of 
5000 rpm with a permanently 
lubricated universal motor 
which will develop ‘4 hp. 


Write for details 








company in 1948 and is a member of 


ASME 


AN Richard M. Friddle and Richard 
M A. Frazee have been assigned to the 
Quality Cleveland and St. Louis district offices 


respectively as sales representatives. 


Gives You Good Profits Selling | 3 hist isiin son 


ber of ASME. 

Newly named sales representatives 
to Allis‘Chalmers West Coast offices 
are Edward E. Wilson and Ronald D. 


¢ Brown, to the company’s Portland dis- 
MORGAN Quality is well known— trict office; David H. Holmes to the 

these Vises keep doing a good job year Seattle district office; and James V. 

after year—a job that is of particular Miller to the Spokane district office. 


value to industrials. Our more than 56 


years of experience in making and selling Freile Associates 


vises is at your service to help you get Will Represent Y&T 
the most out of your sales effort. MORGAN 
VISES are practically unbreakable and un- The Yale & Towne Mfg. Co., has 
conditionally guaranteed for long, satis- appointed Freile Associates in Wash 
ington D. C. as its representatives in 
Machinists’ bench the District of Columbia, Virginia, 


: combination pipe and Maryland for Yale hand and elec 
@ MORGAN VISES fit into any selling plan cisiiiaiiianes tric hoists, gas and electric industrial 
and are sold only thru authorized distributors. trucks, and dial scales. 
. P sheet metal The ‘ ‘ll = } 
Our sales policy gives you every advantage and workers 1¢ appointment fills the vacancy 


caused by the recent death of Howard 
E. Scofield, for many years Yale & 
Towne’s material handling representa 


MORGAN VISE COMPANY aS) ae contin tive in the Nation’s capital. 


108-112 N. JEFFERSON ST. CHICAGO 6, ILL 


factory service. 


we urge users to buy thru their local distributor. quick action 








garage vise 


Witzenburg Named to Sales 
At Cleveland Worm & Gear 


Leo O, Witzenburg has been ap 


| ( pointed general sales manager of the 
Cleveland Worm & Gear Co. and of 


its subsidiary, The Farval Corp 
BELT FASTENER No. 54 we Mr. Witzenburg had been sales 


. manager of the V-belt division of the 
ee Gates Rubber Co. and more recently 
for Conveyor Belts 3 | sales manager of the Tann Corp., 


i i : Detroit. 
Specially designed to permit etroit 


quick and easy method of 
adding to, or reducing length 
of belt. Just pull the hinge pin 
to open joint. 





a een eat hate <n 


PLATEGRIP for dust-tight 
permanent joints. HINGE 
PLATEGRIP for “add-on” 
belts. REPAIR PLATES for 
patching worn or repairing 
torn belts. 


Write for Catalog Sheets. 


ARMSTRONG-BRAY CO. 


5356 Northwest Highway . 
Chicago 30, Illinois Leo O. Witzenburg 


INDUSTRIAL DISTRIBUTION * OCTOBER, 1950 





\ 
| 
| 
{ 
{ 
{ 
\ 
{ 
{ 
} 


————" 
y 


Check these Points | 


BEFORE you buy 
CHAIN 
2 ©@ 
FUNCTION 


OF 
CHAIN 


/ 


aN 


WORKING 
LIMIT 
LOAD 


Looe eee 


eT NT EO Og eg ea eT 


PERMISSIBLE 
SIZE 

AND 
WEIGHT 


i i Py 
{ s wy N pues 
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y Then “tagiecer” » ‘ 
MEKAY cHAIN | 


y 
The use for which the chain is in- 
tended and working conditions under 
which it will operate often determine 
the type of chain to be used for the 
job. That's why it’s important to check | 
the above points before buying chain. § 
Call on McKay to help “engineer” | 
McKay Chains to your exact require- | 
ments. Then you'll be sure you're 
getting the best chain to do the job | 
efficiently and economically f 


PITTSBURGH 22, PA. 
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THE MACHETE 


This famous blade has never been equalled for 
efficiency and has proven itself in its con- 
tribution to the productivity of the sugar, 
banana and rubber plantations of the Tropics. 


Mr. Distributor: 


Here is your “profit 

package”. Barnes 

Famous Band 

Saw blades in 

Barnes famous 

“Arc Line” 100 ft. 

package. Easy to store, 

safe and convenient to 

use and backed by 

attention getting advertising that promotes 

the services of Barnes’ Distributors. 
Write for Complete Details 


We BARN ES CO.,INC. 
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7 
SOLDER 


A top quality Acid Core Solder that really 
sells fast. The colorful blue package is easily 
seen and recognized. Chemical analysis of 
solder prominently displayed. Listed by 
Underwriters’ Laboratories, Inc. 

Federated Gardiner brand solders come in 
all sizes and compositions. 


Stock them and you'll sell them. 


Dilton 
AMERICAN SMELTING AND REFINING COMPANY 
WHITING, INDIANA (CHICAGO) 


edevaled, 


Mus 


““ @ 





WTELILLLZZZA- 
w Light on Darkness 


Where Danger Lurks - - 


Zy-mg 

FAULTLESS IN ANY WEATHER 
The bright clear light of a DIETZ HIGH- 
WAY TORCH actually waves the warning: 
“DANGER-BEWARE.” 

DIETZ HIGHWAY TORCHES are nation- 
ally accepted as the standard, due to their abil- 


\\ 


Ny 
AA 


Ui 


ity to stand up. They are leak proof, rain proof, 
and wind proof. No. 87 with weighted bottom 
(illustrated) will burn about 30 hours without 
refilling and is popularly priced. 


BY THE MAKERS OF 


(Cag) 
No 87 TORCH 
MADE INU SA 


LM 


R. E. DIETZ COMPANY, SYRACUSE 1, N. Y. 


ESTABLISHED 1840 
OUTPUT SOLD EXCLUSIVELY THROUGH THE REGULAR JOBBING TRADE ONLY 


INDUSTRIAL DISTRIBUTION ©* OCTOBER, 1950 


MARY RICHARDS is a competent 
secretary for Johnson Supply Co., Den- 
ver, Colo. 





Eakins To Represent 
Centric Clutch Co. 


Jesse W. Eakins has just been ap- 
pointed the eastern Michigan and To- 
ledo, Ohio metropolitan area sales 
representative of Centric Clutch Co., 
Cranford, N. J. manufacturers of cen- 
trifugal clutch-couplings. 

Mr. Eakins has an extensive, varied 
background of experience in mechan- 
ical design, hydraulics, electric power 
applications, and electronics lubrica- 
tion. For four years he was develop- 
ment and sales engineer for Thomas 
A. Edison, Inc. Later, for four years, 
he was with Reliance Elec. & Eng. Co. 
as an application and sales engineer. 
In 1945, he formed his own organiza- 
tion, Jesse W. Eakins, Co., Detroit, 
Mich. as manufacturers’ representa- 
tives. 


Hardware Wholesalers 
Led By D. H. Robinson 


Dudley H. Robinson, secretary of 
the Albany Hardware and Iron Com- 
pany, has been elected president of 
the New York State Association of 
Hardware Wholesalers. 

Other officers chosen at the annual 
meeting at Henderson Harbor, N. Y., 
are: James Sherman, Utica, vice-presi- 
dent; Frank Webber, Troy, treasurer; 
and Nelson Johnson, Plattsburg, sec 
retary. 


Jorgensen Named To Board 


Earle M. Jorgensen, president of 
Earle M. Jorgensen Co., steel dis- 
tributors, has been elected a member 
of the board of directors of the Citi- 
zens National ‘l'rust & Savings Bank 
of Los Angeles. 





Leonard D. Woods 


Round California Chain 
Names Woods To Sales Post 


Leonard D. Woods has been made 
assistant sales manager of the Round 
California Chain Co., Los Angeles. 
He has been a member of the com- 
pany’s headquarters sales staff for four 
years. 

Mr. Woods is a graduate of Cali- 
fornia Maritime Academy with a 
B. S. in marine engineering. During 
the war he served two years in the 
Merchant Marine, then joined the 
Navy with the rank of Lieutenant. 
In the latter capacity, he spent three 
years as chief engineering officer on a 
destroyer in the Pacific campaign. 


O’Connor Named 
Manager of Toledo Firm 


National Super Service Company, 
Inc. announces the appointment of 
W.S. O’Connor as distribution man- 
ager. The company manufactures 
heavy duty suction cleaners and parts. 
Mr. O’Connor will have full charge 
of sales, distribution, advertising, and 
sales promotion. 

The new manager will put into 
effect the firm’s policy of expanding 
both the line and its distribution. 


John H. Graham & Co., Inc. 
Named Representatives 


John H. Graham & Co., Inc., New 
York City, has been appointed repre 
sentatives for Woodhouse Chain 
Works, Trenton, N. J. 

rhe new export representatives, spc 
cialists in wholesale hardware distribu 
tion since 1870, will market Wood 
house chain in every country in the 
world. The Graham Co.’s main offices 
ire at 105 Duane St., New York 





and profits. 


WE URGE USERS TO 





LOCAL DISTRIBUTOR 


Get your industrial BRUSH 
and BROOM PROFITS UP 
in bigger figures. . . 


LAA NET at AL 


You can’t miss with the CAPITAL LINE. Here is 
value, quality and durability that gives the user 
every benefit. Here is a line that gives you the 
right type for every purpose. The industrial 
market right about you is large and gives you 
an ideal source from which to get good business 


BUY THRU THEIR 


Let us send you full details 








BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 








SELF-ALIGNING 


tions! 


Flange type Lubralife Pil- 
low Block, with heavy duty 
cast body. Same rugged 
bearing as pictured above. 
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CONGRESS LUBRALIFE 
PILLOW BLOCKS 


Sponge iron 
section acts as 
a wick, lubri- 
cating the 
shaft by capil- 
lary action. 


PERMANENTLY LUBRICATED 


34" Lubralife Bearing still operating after 860,760,000 revolu- 


Vibration proof rubber grommets with static 
dissipator available for type A pillow blocks. 


ACTUAL 
SIZE 


This 414" test tube 

illustrates th 

amount of lubricort 

in a %” bore Lubro 
NO OILING! life Bearing 


CONGRESS DRIVES DIVISION 


3705 E. Outer Drive, Detroit 34, Mich. 
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SERVICE! 


Again the call to arms with American 
ding! Again the de- 
mands upon industry for greater and 
greater production! With an ever in- 
creasing shortage of workers on pro- 
duction, assembly, and inspection 
lines, management is faced with a 
serious problem —how to lift the 
heavy machines, machine parts, and 
the sorely ded imp! ft 





power resp 


of war. 





Here is where you can help. Tell 
management about the time-and- 
labor saving ‘Budgit’ Electric Hoist. 
How it lifts— and carries, if need 
be—any machine, gun, airplane 
parts, or other implement of war 
within its capacity. How older men 
and even women can do such work 
when a fast, easy-to-operate ‘Budgit’ 
Hoist does all the lifting for them. 


There must be many factories, 
plants, shops, right now, in your 
territory where you can sell ‘Budgit’ 
Electric Hoists to help them step up 
production, meet increased demands 
for their products, enable them to 
keep production costs down, and 
limi P ti costs due to 
worker injury r Iti 








from 


lifting of heavy loads. 


if you are running short 
of Bulletin No. 391, write 
us for more copies. 


‘BUDGIT 
Hoists 


(s MAXWELL 
e 


IMI! 


MANNING,MAXWELL & MOORE, INC. 


MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box’ Cranes, ‘Budgit' and ‘Load 
Lifter’ Hoists and other li fting specialties Makers 
of ‘Ashcroft’ Gauges, Hancock’ Valves, ‘Consol 
idated’ Safety and Relief Valves, ‘American 
Industrial and ‘Microsen’ Electrical Instruments. 
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NEW FACILITIES in the new large plant of Hy-Pro Tool Co. of New Bedford, 


Mass. include just about every modern convenience to guarantee full production. 


Hy-Pro Tool Co. 
Moves Into New Plant 


Hy-Pro ‘Tool Co. of New Bedford, 
Mass. now is completely established in 
its new large plant where full capacity 
operation has been reached. 

The new facilities include the latest 
developments in industrial construc- 
tion, incorporating ventilation control, 
non-glare floodlighting, — work-level 
conveyors and numerous other mod- 
ern facilities. 

Double the size of its former quar- 
ters, it adjoins the large modern plant 
of its parent company in New Bed- 
ford, Mass., the Continental Screw 
Co. In addition to a railroad siding, a 
first class municipal airport is prac 
tically in the plant’s back yard. 


Burdett Oxygen Co. 
Opens Columbus Branch 


\ new branch store and warehouse 
of the Burdett Oxygen Co. of Cleve 
land has been opened by that firm at 
325 Short Street, Columbus, Ohio. 
This is the fourth branch in Ohio; 
the others are located in Akron, Cin- 
cinnati and Mansfield. ‘The manager 
of the Columbus ‘branch is John 
Feeser. 

The new store and warehouse will 
carry a supply of oxygen, acetylene and 
other industrial gases as well as a com 
plete stock of welding, cutting and 
safetv equipment and supplies. Also 
featured will be a complete line of 
general electric welding supplies. 


Metal Cutting Institute 
“Efficient Milling” 


Ihe Research and Engineering 
Committee of the Milling Cutter 
Division of the Metal Cutting Tool 
Institute has just prepared a pamphlet, 
“Efficient Milling,” containing much 
material never published before—and 
ill of it good. 

he report discusses the facts which 
should guide both the cutter manu- 
facturer and the cutter user in applv- 


Issues 
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ing the tool materials. It does not, 
however, plunk for one or another 
kind, but gives the reader a broad 
picture of the tool materials available, 
describing variation and graduations 
of properties in relation to manufac- 
ture, application, and cutter mainten- 
ance. 

Divided into five sections, the report 
first treats with “cutter and milling 
economics’; then characteristics of 
metals, like high speed steels, cast 
cutting alloys, and carbide tool ma- 
terials. Next comes a section on the 
selection of a suitable tool material 
for a given milling application; and 
following that are some of the prob- 
lems involved in the manufacture, 
maintenance and handling of cutters 
of high speed steels, cast cutting alloys 
or carbide tool materials. And finally 
—all about speeds, feeds and horse- 
power for milling cutters. 

The pamphlet, some 30 large. (84 
by 11) pages long, is available at the 
Metal Cutting Tool Institute, 405 
Lexington Ave., New York 17, for 
$1.00. 


Allis-Chalmers Appoints 
New District Managers 

Three new district office managers 
recently were appointed by Allis 
Chalmers general machinery divisions: 
J. H. Burrus, manager of the Milwau- 
kee district; U. E. Sandelin, Portland 
district, and Stephen C. Bacon, Se 
attle district. 

Mr. Burrus, since 1949 manager of 
the Portland district, succeeds H. A. 
Balding, who is retiring from active 
management of the Milwaukee dis 
trict after being associated with Allis 
Chalmers since 1902. Mr. Burris 
has been with the firm since 1937 
and is a member of the AIFE. 

Mr. Sandelin has been manager of 
the Seattle district since 1945. He 
has been employed by Allis-Chalmers 
since 1929. 

Mr. Bacon has been associated with 
the Seattle office since 1938, and with 
the company since 1931. 
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Louis DeMarco 


Firth Sterling Appoints 
DeMarco Sales Engineer 


Louis DeMarco has been named 
sales engineer, carbide division of the 
Firth Sterling Steel & Carbide Corp. 
He will specialize on carbide cutting 
tools and wear part applications. 

Nineteen years ago, Mr. DeMarco 
ground his first piece of carbide at Mc 
Ginnis Tool & Die Co., in Worcester, 
Mass. Since then he has had extensive 
experience in tooling, wear part appli 
cations, production and sales engineer 
ing, at General Motors Corp., Wright 
Aeronautical and Vascoloy Ramet. 


Allison-Erwin Begins 
New Quarters Construction 


Ihe Allison-Erwin Co., Charlotte, 
N. C., has started construction on its 
new Greenville, S$. C. headquarters 
and warehouse to cost $125-150,000. 
(he project is expected to be com 
pleted this fall, and Jack S. Garrett 
will be the local manager. 

(he new warehouse will have an 
icre of floor space on the first floor 
lhe second floor will be devoted to 
offices and showrooms. The railroad 
iding on one side of the plant can 
handle five box cars at one time. 
Trailer truck platforms will be 
rear of the building and on the 
Pinckney Street side loading facilities 
vill be available for 20 customer 


tri 


thy 


ks 
It anticipated the branch will 
ive seven outside salesmen in addi 


n to warehouse personnel 


Coast Firm Expands 


orthern California Hardware & 

Steel Co., is in the midst of a $40 

million expansion of its facilities in 

San Francisco. The addition to the 

firm's warehouse and office building 

replaces warehouse space formerh 
it another location 


egardless of Size 


BREAK-PROOF 
SHOCK-PROOF 


Screw Driver 


@ The CW 924 extreme heavy duty 
screw driver with double grip 
handle and 24” blade is just one of 
the many special drivers carried in 
stock by Vaco to help meet every 
industrial screw driver need. Re- 
gardless of type, size or quantity, 
Vaco can supply you. Regular, 
Phillips, Reed and Prince, 
Clutch Head, Offset, Klipxon 
and other bit styles are availa- 
ble by the hundreds with wood 
or famous Vaco S'B Ambery! 
plastic handles. All are preci- 
sion built ... made to highest 
quality standards. Next time 
you order, try Vaco...and 
get all your drivers from 

one dependable source. 


Write for FREE 30-page Illustrated Catalog! 
Here in one book you will find practically everything you 
need to know rie ut screw drivers of all types. It’s licerally 
crammed full of illustrations, tables, pictures and drawings 
that help y« o the screw. The handiest, most 
convenient source of infor 
mation ever produced for 
screw driver buyers. Write 


for your reference copy, today! 


0 317 E. Ontario St. Chicago 11, Ill. 


In Canada: 
Vaco Lynn Products Co. lid 
1212 Notre Dame St. W., Montreal 3, Quebec 
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= THE BELT HOOKS 
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There is no substitute for Safety 

Belt-Lacing because the patented 

Safety binder bars not only hold 

each hook in perfect alignment 

(both before and after applica- 

tion) but also cover and protect 

belt ends, prevent fraying and 

assure long life. It’s the all pur- 

Perfect Alignment not only pose belt-lacing, too. It can be 

before but after application. applied in factories and shops 

not only with shop lacers but also in the field with the pocket 
Tu-Way Lacer and a hammer. 


Write for Catalog Sheets 


SAFETY BELT-LACER CO. 
5388 N. Menard Ave. Chicago 30, U.S. A. 














45,512 PIECES PER GRIND 


with WILLEY'’S 
SOLID CARBIDE BORING BAR 








@ On the typical alloy cast iron valve 
guide bushing at the right, a Willey’s 
Solid Carbide Boring Bar produced 
45,512 pieces per grind during 50 
8-hour shifts. 

After this period the tip was still 
usable by rebrazing and regrinding. 


WRITE for CATALOG 


WILLEY’S CARBIDE TOOL CO. 


SOLE MAKERS OF WILLEY’S METAL 
1342 W. Vernor Highway Detroit 1, Michigan 
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BILL HOFFMAN is the man they 
consult at Maddock & Co. when pur 
chases are contemplated by the Phila 
delphia firm. 





Ahlbrandt Advanced 
By Allegheny Ludlum 


Roger S. Ahlbrandt has been named 
to the newly created position of man 
ager of stainless steel bar sales of 
Allegheny Ludlum Steel Corp. He has 
been assistant manager, cutting tool 
sales 

I. R. Leheny, who has been sales 
manager of the San Francisco, Calif., 
district office, was appointed to the 
position vacated by Mr. Ahlbrandt. 

Guy M. Winton, of the San Fran 
cisco office replaces Mr. Leheny. 

Mr. Ahlbrandt joined the company 
in 1934 in a student training course. 
He became associated with the sales 
department two years later, holding 
various positions in the Cleveland and 
Pittsburgh district offices before being 
named manager of the Pittsburgh dis 
trict in 1945. In 1948 he was named 
assistant manager, cutting and _ tool 
steel sales. 


Carborundum Co. 
Institutes Sales Zones 


More effective development of the 
resale field is expected to follow on 
the establishment of five zones to be 
covered by resale sales managers of the 
Carborundum Co. 

Complete responsibility for the 
sales management and direction of re 
sale salesmen in the eastern, central 
and midwestern zones will be handled 
by three newly appointed zone resak 
sales managers. They are Charles W 
Sprenger, midwestern zone; Harold C 
Smith, Jr., central zone; and James H 
Jones, eastern zone. They will report 
to Fred W. Scott, sales manager 





coated products division of the com- 
pany. 

Similar responsibility for resale ac- 
tivities in tae southern zone will be 
handled by district sales manager, E. 
Ward Bryson. 

District sales managers William H. 
Homeyer and Francis J. Blake will di- 
rect resale activities in the far western 
zone from the company’s Los Angeles 
and San Francisco offices. 

Mr. Sprenger, working out of his 
Chicago headquarters, will head up 
the midwestern zone of Detroit, St. 
Louis and Chicago. 

With headquarters in Niagara Falls, 
Mr. Smith, in covering the central 
zone, will have responsibility for the 
resale activities in Buffalo, Cleveland 
and Cincinnati. 

Philadelphia will serve as the head- 
quarters for Mr. Jones in covering the 
eastern zone comprising Boston, New 
York, Pittsburgh and Philadelphia. 


YOUR TOP NOTCH I LINE 


Your customers will always need the best fastener they 
can get for the money. Stock the TOP NOTCH line of 


Huseby Represents 
Junior Tool Co. 


M. F. “Marsh” Huseby has been 
appointed national sales representa 
tive for the Junior Tool Co., located 
at 5570 Alhambra Ave., Los Angeles, 
Calif. 

Mr. Huseby has opened new office 
display rooms and warehouse at 5429 


Alhambra Ave 


Mettler Will Represent 
Boice-Crane Co. 


William E. Mettler of Pass-A-Grille 
Beach, Fla., has been appointed 
Florida representative for Boice-Crane 
Co., Toledo, Ohio, builder of wood 
working and metal-working power 
tools. 

Mr. Mettler is not a newcomer to 
Boice-Crane. Until 1948 and for many 
years prior, he represented them in 
Michigan, making his headquarters in 
Detroit. 


William E. Mettler 


Chicago “Safety Plus” Socket Screws for these four 


reasons: 


® EASY TO SELL—The Chicago line of socket 
screws can be your “‘leader’’, because it’s uni- 
versally recognized as the quality line—you can 
get a re-stocking order on every call 


© CONSTANT DEMAND — No long selling talk 
needed when you feature the Chicago ‘Safety 
Plus” line because it is the specified line for 
anes cea | in ALL FIELDS OF MANU- 


® LOWER COST — Chicago Socket Screws are 
stronger so your customers can fasten their 
products more securely with fewer screws, sav- 
ing up to 25% on production costs. 


© GREATER PROFITS — ‘Easier to sell”, plus 
**Constant Demand”, plus ‘‘ Lower Costs to 
your Customers” means more, larger and con- 
tinuous repeat orders—and MORE profits for 
you. 

Yes, Chicago “Safety Plus’’ Screw products 
offe er a better line to follow—to push—to sell for 

1 four steps. 


Remember—our merchandising policy is based on 
complete cooperation with the distributor. Ask for 
interesting, full details. 


CHICAGO “SAFETY PLUS” PRODUCTS INCLUDE: 
Socket Head Cap Screws * Socket Set Screws °* Stripper Bolts 
* Square Head Dog Point Set Screws * Socket Pipe Plugs * 
Keys for “SAFETY PLUS” Socket Products * Hexagon Head 
Cap Screws, Steel and Brass * Square Head and Headless Cup 
Point Set Screws ° Fillister and Flat Head Cap Screws * Taper 
Pins * Milled Studs * Semi-Finished Hexagon Nuts, Steel and 
Brass * Semi-Finished Hexagon Castellated Nuts. 


Jae CHICAGO SCREW COMPANY 


2503 WASHINGTON BLVD. - BELLWOOD 


hed 
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sell cleanliness 

with Victor 475 

food conveyor 
belting 








— 


Food handling industries insist on 
cleanliness. Supplying them with a 
belting that can convey any food prod- 
uct safely is a tough job—wnless you 
sell VICTOR 475. 

This tough, sanitary food conveyor 
belting cannot impart contamination. 
It is thoroughly impregnated with 
waterproof Neoprene. Food odors and 
tastes are cleaned away completely 
with steam or hot water. Belting is 
highly resistant to wear, moisture, and 
most food acids and oils. And VIC- 
TOR 475 takes the toughest treatment 
—thanks to its solid, compact weave. 

You'll build 


you recommend VICTOR 475 because 


sales volume when 


it brings a high percentage of re- 
about it—write 
today for Bulletin No. 18. 


orders. Learn more 


ar * 
Ween 
Bataca & Toxsite Bening (.. 


t 4 


Beintere: Senta. n 


M. C, Larson 


Cutler-Hammer, Inc. 


Advances M. C. Larson 


M. C. Larson has been named man 
ager of the Baltimore sales office of 
Cutler-Hammer, Inc., of Milwaukee, 
Vis. 

Mr. Larson joined the company in 
1929, taking its student engineering 
course at their main plant in Milwau- 
kee. After serving in the company’s 
headquarters sales department, he was 
transferred to their Cleveland district 
sales office and for the past two-and- 
one-half years he has been in their 
Philadelphia district sales office. 

The Baltimore office will continue 
as part of the company’s Philadelphia 
district sales office under J. P. Simon, 
manager. 


Collins Will Represent 
Alloy Steel Products Co. 


S. W. Collins has been appointed 
sales representative for the states of 
Oklahoma and Kansas of the Alloy 
Steel Products Co., Inc. of Linden, 
N 


Mr. Collins recently returned to 
the mid-continent area from New 
York City where he had represented 
Pacific Valve Co. Previously he had 
for some years been assistant district 
manager in the Oklahema area for 
Oklahoma Refinery & Machinery Co 


U.S. Rubber Names Swenson 
Branch Sales Assistant 


Nils Walter Swenson has been ap 
pointed assistant manager of branch 
sales for the mechanical goods divi 
sion, U. S. Rubber Co. Mr. Swenson 
formerly was manager of mechanical 
goods sales for the company’s Buffalo, 
N. Y. branch. 

He will make his new headquarters 
it the company’s New York offices in 
Rockefeller Center. 
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BELT WAX 





T 


injurious ingredients such 
@s resin, grease, etc. 


© keeps belting pliable in all kinds of 
atmosphere and under all conditions. 


@ good for all types of belting 


The regular use of CANTOL BELT WAX will not 
oniy insure better traction but wi give a new 
lease on the life of the belt itself. CANTOL spells 
good business for distributors . . . let us send you 
facts and cash in on them to your vantage. 
We urge users to buy through their local distributor. 


CANTOL WAX PRODUCTS CO. 


BLOOMINGTON + INDIANA 
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Magic Type 
Chuck 


Lathe Center 





cours 


Standard Type 
Drill Sleeve 


COLLIS 
COLLET EQUIPMENT 


COLLIS Taper Products are made by men 
skilled in this particular type of manufacture 
Our more than 40 years of experience in the 
manufacture of small! tools is at your service 
to help solve your customers’ reaming, drilling, 
or tapping problems. We can give immediate 
delivery 


(ore 


Drill Drift 


Drill Sleeve 


THE COLLIS CO. 


CLINTON 
lOWA 











Philip Barnes 


Weston Appoints Barnes 
General Sales Manager 


Philip Barnes has been appointed 
general sales manager of Weston Elec 
trical Instrument Corp., Newark, N. J. 

Mr. Barnes has been associated with 
the Weston organization 16 years. 
During World War II he served as a 
lieutenant in the U. S. Navy and fol 
lowing his return from active duty he 
was appointed advertising manager. 

He is a member of the Advertising 
Club of New Jersey. 


Kennametal Inc. 
Appoints Personnel 


Flovd Monteith has been named a 
representative of Kennametal Inc., La 
trobe, Pa., working out of the Chicago 
ofice. Mr. Monteith was formerly a 
ervice cngineer 

Robert Karakoosh has been ap 
p inted representative working out of 
the Springfield office. Formerly he 
ilso was service engineer 

William Collins and Harold D 
Killmer were appointed service en 
gineers, working out of the Springfield 
fice; and Conrad Seim has been ap 
pointed service engineer working out 


the Los Angeles office 


M. B. Skinner Co. 


Expands In South Bend 


Ihe M. B. Skinner Co., South 
Bend, Ind. manufacturers of pipe re 
pair clamps and saddles, has just 
broken ground for a plant addition 
that will increase production space by 

he action wa en as the result 

f constantly increasing sales over the 


ten yea 





IT’S SENSATIONAL! FOR 
TIGHTENING and LOOSENING 
NUTS, BOLTS and SCREWS 


 HKP 


=. A YER | ' 





PAT. DRI 
ORD pages 
—_ 5 ae SPM 


rene, 
weet 


x ‘MUST FOR EVERYONE WHO 
USES SCREWDRIVER OR WRENCH 


Watch whopping BIG VOLUME 
SALES build up with a simple, 
inexpensive tool like IMPAK- 
DRIVER that pays for itself on the 
first tough job made easy! 

Starts ornery nuts, bolts or screws 
QUICKLY and EASILY and loosens 
or tightens in hard-to-get-at places. 
Every man needs an IMPAK- 
DRIVER at home or at work. 


\ t Complete Sets 
WITH SPECIALLY DESIGNED 
ATTACHMENTS FOR DIFFERENT 

TYPES AND SIZES 

IMPAKDRIVER is sold separately 

or in different ‘‘set’” combinations in 
attractive tray. Attachments include HEX 
sockets to %\,” and two sizes of Phillips and plain 
screwdriver bits. Ask your jobber or write 
direct for catalog page showing sets and prices. 


SAVES HOURS and DOLLARS . . . SKINNED KNUCKLES 
and TEMPERS EVERYWHERE! 


REPAIRS — MAINTENANCE — INSTALLATION 
PRODUCTION — in GARAGES, BODY SHOPS, 
MANUFACTURING PLANTS and INDUSTRIES 
REPAIR SHOPS and in PRACTICALLY EVERY HOME 


H. K. PORTER, INC., SOMERVILLE 43, MASS. 
PORTER-FERGUSON Auto Body and Fender Repair Tools 
PORTER CUTTERS ond PORTER PRUNERS 











INDUSTRIAL DISTRIBUTION © OCTOBER, 1950 














Carry Buckingham 


THREAD 
RESTORERS 





...and watch the sales ring UP! 


Just a few turns of a Buckingham Thread Restorer fixes up 
battered, distorted, rusted conditions on any male threads — 
SAE, ASME, pipe, or tapered. Models easily adjustable to 
wide range of root diameters. Require no change of dies. 

This exclusive type tool is creating substantial sales. More, 
Buckingham Thread Restorers are consistently advertised to 
a big list of industries. So, hitch onto Buckingham demand. 
Attractive discount! Get extra profits now! Order today or 


write for complete 
details and sales 
proposition. 


BUCKINGHAM MANUFACTURING CO., 


69-71 Travis Street 








6103 - 
6203 — 
6104 


” to 

to 
” to 
” to 
” to 


$ 6.50 
8.50 
12.00 
27.50 
21.00 


1” root diam. 
1” root diam. 
2%" root diam. 
4” root diam. 
2%" root diam. 








YOUR COLUMBIAN 
DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


COILUMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. 


9025 Bessemer Ave. 


STRENGTH - 


ACCURACY 


INC. 
Binghamton, N. Y 


OTHER 
QUICK-MOVING 


=—_ 


“Protecto” Grips 
Tubular dielectric 
plastic grips, for slip- 
ping snugly onto pli- 
ers handles. Provide 
insulation and sure 
grip. Display card 
makes them self- 
sellers. 


Tool Pouches 
Different types with 
variety of pockets. 
Supported by belt. 
Heavy leather, stitched 
and riveted. Thousands 
of workmen and hob- 
byists want them. 


WRITE 
for Literature! 


Originators 
of the 
packaged vise 


. Cleveland 4, Ohio 


the Worlds Largest Mahers of Vises 


WORKMANSHIP - 
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David H. Wilson 


Wilson Named Manager 
By All-State Welding 


David H. Wilson has been ap 
pointed middlewest regional manage 
of All-State Welding Alloys Co., Inc 
He will supervise sales and_ service 
throughout North Dakota, South 
Dakota, Nebraska, Iowa, Minnesota, 
Wisconsin, illinois, Michigan and In 
diana, and will make his headquarters 
in St. Paul, Minn. 

Mr. Wilson has twelve years of 
work and experience as a professional 
welding operator and supply salesman 
He was for some time a welder instruc 
tor at Dunwoody Institute in Minne 
apolis from which he graduated with 
the class of ’35 


Black & Decker 


Plans Expansion 
Black & Decker Mfg. Co., portabl 


power tools manufacturer currently is 
in negotiations on a planned expansion 
of its Towson, Md. plant that would 
include the neighboring Timonium 
Fair Grounds. 

If and when its purchase offer is 
accepted, the company will utilize im 
mediately some of the existing build 
ings on the property to expedite its 
expansion program. 

The firm now has about 2,200 em 
ployes but, would require about 300 
more if it takes over the fair grounds 


District Offices 
Moved By Jeffrey Mfg. Co. 


The West Virginia district office of 
The Jeffrey Mfg. Co. of Columbus, 
Ohio has been moved from Hunting 
ton to 403 City Avenue, Beckley 
E. H. Hebden continues as manage1 

The Jeffrey district office in Cleve 
land, formerly in the Rockefclle: 
Building, now is located in the Hanna 
Building, No. 1560. J. W. St. John i 


manager. 





BOB GODFREY is new outside sales 
man for The Bingham Tool & Supply 
Co., Cincinnati. He was an inside man 
for several years with Bingham before 
going on the road. 





Klafstad Joins 
Manning, Maxwell & Moore 


Erling Klafstad has been appointed 
assistant director of engineering for 
Hancock valves and Consolidated 
safety and relief valves of Manning, 
Maxwell & Moore, Inc. He will make 
his headquarters in the Bridgeport, 
Conn, plant. 

Born in Norway, Mr. Klafstad at- 
tended Oslo Technical, Norway, 
Franklin Institute and Lowell Insti- 
tute, M. I. T. Previously he was vice- 
president in charge of engineering 
and manufacturing for the Crosby 
steam Gage and Valve Co. 

He is a member of several engineer 
ing societies, including ASME, ASNE, 
ASM, API, and ESNE. 


Jorgensen Company 
Advances Schriber 


Charles Schriber has been ap 
pointed a vice-president and director 
of Earle M. Jorgensen Company, steel 
distributors with plants in Los An 
geles, Oakland, Houston, and Dallas. 

Mr. Schriber, who came to Jorgen- 
sen in January, was formerly vice 
president of Republic Supply Com 
pany, California, where he began his 


business career in 1940 


Landis O. Morris, Jr. 
Joins Tube Turns in Tulsa 


Landis O. Morris, Jr. has been as 
signed to the staff of Robert S. Tyler, 
Jr., manager of the Tulsa office of 
Tube Turns, Inc. 

During World War II Mr. Morris 
served with the AAF. He joined Tube 
l'urns in July 1949 and has completed 
the company’s sales training program. 





| 





GRIFFIN 


G.W. GRIFFIN CO. 
Franklin. New Hampshire 


Genero! Sales Agent—JOHN H. GRAHAM & CO., INC, * 105 Duane St., New York 6,4. 7. 
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GREATER PROFITS 


CLIPPER 


Y ¥ Constant Consumer Demand 

V No Factory Sales to Users 

WNationally Advertised 
Y Firm Resale Price Policy 
o Highest Uniform Quality . 


~ 


’ 
ig 














MORE PROFIT FROM YOUR 
TERRITORY WITH THIS LINE 


— = Here are the REASONS « « « 








Let us send you full 
particulars. 

Ask for our bulletin 
No. 107 so you can 
get a good idea of 
the line 


. It’s complete in popular types and sizes 

. CHICAGO quality—the finest possible 

- Once you sell a customer he stays with you 

. Durability that means user economy 

. Proved dependability since 1921 

AWS are widely used, important tools. Because of 

this, buyers of saws make their selection with the 

greatest of care. That is why you see such a variety 
ot CHICAGO SAW users, in so many territories. This 
line all the way through gives your customers the 
service that counts in building good b for you. 
Precision heat treated—CHICAGO SAWS ure tough, 
evenly balanced and accurately fitted. The keen cut- 
ting edges characteristic of these saws are possible 
because of the quality that goes into them and the 
experienced craftsmen who make them. 


CHICAGO SAW WORKS 


5042 S. Wentworth Ave. Chicago 9, Illinois 
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FEATURE and SELL 


Rubyfluid 


Liquid and Paste 
Soldering Flux 


Customers prefer Rubyfluid 
because it’s fast acting, eco- 
nomical and so easy to use. 
Rubyfluid thoroughly conditions 
metal for a smooth, strong 
union—produces no harmful oc 
objectional odors. 

Sell this 


soldering flux for customer sat- 


“tested by use” 


isfaction and more profits to 
you. 

For stainless steel — Seil 
Ruby’s Stainless Steel Flux 
perfected for that metal. 


FOR INFORMATION 
WRITE 
RUBY CHEMICAL CO. 
76 McDowell St., Columbus, Ohio 


\Rubyfluid/ 


i 
You can increase 


your SALES 
with the 

ORIGINAL 
and ONLY 











“MORE POWER 
PULLER” 


=-@ The flexibility, sturdy construction 
and light weight of this unique Power 
Puller cffers unlimited sales possibilities. 

Here's a unit that requires no electri- 
cal or fuel connections and is easily 
carried with your kit—ready for imme- 
diate service wherever more power is 
needed. 

Your customers will find it ideal for 
loading, handling heavy machinery, open- 
ing car doors and a myriad of every 
day uses. 

Write for complete details 
Comes equipped with 20, 30 or 40 ft. of sanle 
List Price $27.75 to $33.80 
Distributor & Dealer Openings 


The WYETH - SCOTT £0. 


NEWARK, OHIO 














ORDER AND STOCK are checked 
against each other by Fred L. Hamilton 
and Carlyle Clark of Dillon Supply 
Co., Raleigh, N. C 





Anderson Machine Tool Co. 
Opens at New Location 


Ihe Anderson Machine Tool Co. 
of St. Paul, Minn., recently opened 
its facilities at its new location 2631 
University Ave. ‘The firm marked the 
event with an open house and dem- 
onstration by leading machine tool 
builders and manufacturers of indus- 
trial supplies. 

Anderson Machine Tool Co. was 
organized late in 1943 as a partner- 
ship, representing many of the leading 
machine tool manufacturers of the 
American Machine Tool] Builder’s As- 
sociation. 

Late in 1944, additional space was 
obtained in the building at 2645, 
and floor space for sales work and 
warehouse and _ store-room activities 
was doubled. 

Che company officers include C. J. 
Anderson, president and treasurer; J. 
I’. Murphy, vice-president, and B. R. 
Miller, secretary. 

The property at 2631 University 
Ave. is a modern building of brick and 
tile construction. It contains ap- 
proximately 26,000 sq. ft. facing Uni- 
versity Ave. and Curten St. and will 
be the location for future operations. 


Midway Tool Co., Inc. 
Moves To Melvin 


The sales and advertising offices of 
The Midway Tool Co., Inc., have 
been moved from Cleveland to the 
company’s factory at Melvin, Ohio. 

The move is made possible by com- 
pletion of a recent addition to the 
Midway plant which will provide 
ample space for sales department 
ictivities. 


ENGINEERED 70 MEET 
VU MAM OLA LEA 


Here’s how they work: 


Pinion “A” 





CHUCKS 


SCROLL CHUCK 
SPEED WITH 4-JAW PRECISION 


-0005 PRECISION FROM 
SEMI-SKILLED OPERATORS 


ELIMINATES MOST NEEDS 
FOR COLLETS, STUB ARBORS, 
MANDRELS & SPECIAL FIXTURES 


CAN BE ADAPTED TO 


moves jaws in or out to grip work like any 
scroll chuck. 4 opposed screws ‘’B” bring 
the work to dead center. It's as easy as 
it sounds. Once set dead true the same 
machining on duplicate ports can be done 


DIVIDING HEADS, GRINDERS, 
SCREW MACHINES 


without changing adjustment! 


— 
kei 
-«5 


3 
STEP-JAW 
CHUCK 


You can make chuck sales a new, important part of your 
profit picture when you add Buck Adjust-Tru Chucks to your 
line. They're the first new thing in chucks for many a moon 
—the first real advance in chuck design in 50 years! 


It sounds unbelievable—yet it is absolutely true—that 
one step-collet chuck will do the work formerly requiring 
$1000 in special equipment. 


Many a shop faced with new production problems will 
gladly replace present chucks with more easily operated, more 
versatile Buck chucks. Smart production men will quickly see 
how they can pay for new chucks in a few weeks by the man- 
hours saved. Small shops, with inadequate collet equipment, 
are excellent prospects because Buck chucks give them the 
chucking range they want at ordinary chuck prices 


Just ao few of the highlights are given here. Send for 
literature for complete details and prices. 


6 
STEP-JAW 
COLLET CHUCK 


6 JAW 
PRODUCTION 
COLLET CHUCK 














BUCK 


TOOL 
1020 SCHIPPERS LANE e¢ 


COMPANY 
KALAMAZOO, MICR. 
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Easier to Sell Because They're Dependable 


La Z 
MOTOR DRIVEN 


PRESSURE 


BLOWERS } Selling 


THREE SIZES 
Ya, Ya, 1 WP. 


READY TO RUN—IMMEDIATE DELIVERY! 


CENTRIFUGAL TYPE designed to deliver an even, non-pulsating flow of air for blowing 

or exhausting. Universal as to rotation and discharge. Direction of discharge may be 

changed to any of eight 45 degree positi @ Housing, base, support, and impeller 
are constructed of cast aluminum alloy to reduce weight and 
increase strength. Straight wall construction reduces windage 
and increases efficiency. 


@ Powered by standard 3450 r.p.m. direct-connected 60-cycle ball 
bearing motor in choice of open or totally enclosed types. Three 
sizes, %, ¥2 and 1 H.P. with capacities from 100 to 800 cu. ft. per 
min. at static pressures from 42" to 6”. 


Story! 














WRITE TODAY FOR LITERATURE 
We wanted to prove the toughness, 


forge: ocooting #08 7) durability, and operating ability of 
drying purpore™” 3 ult on NMuannfucarting (062 aur oo ‘Budgit’ ~ Pon caalinrt 


W. WILSON AVENUE NORFOLK, VIRGINIA Link Chain under the roughest kind of 
SIGHT-FEED 


SWIFT on curs 





yard crew and told them to “go to 
work on it." They did! 





They fastened it by chain to a truck 
and dragged it all over — through 
sand and dust, over bumps and ruts 
— at 30 miles an hour. Sometimes it 
bounced five feet in the air. Again it 
banged against steel piles. That 





Swift Glass Body Oil Cups are a high 
quality product in polished brass finish. 
The glasses are tough, crystal clear 
Pyrex, unaffected by heat and resistant 
to straining. The glass bowls are all es- 
tablished standard sizes, readily avail- 
able from mill supply stocks. 


The Fig. 50 Sight-Feed Oil Cups are 
intended for gravity feed oiling of bear- 
ings and other points where there is no 
back pressure. Lids are equipped with 
spring loaded slide openings to keep 
dust and dirt from the bowl. Capacities 
from % oz. to 32 oz. 


The Fig. 49 Gas Engine Lubricator is 
made for gravity feeding of oil against 
pressure as on gas engines, blowers, 
vacuum pumps and low-pressure air 
pumps. Capacities from 1 oz. to 18 oz. 


WRITE FOR LATEST BULLETIN 
24 HOME STREET 


didn't hurt itt Then they packed it 
with sand, hung it up, and — it func- 
tioned perfectly. Next they threw it 
ten feet into a car full of steel rails. 
Nothing happened to the chain block. 
Then they dropped it from the roof of 
@ 30-foot high building onto the con- 
crete pavement below. The chain 
block was alright! That’s how tough 
it is. 


What a selling story you have in 
there facts. Tell them to your pros- 
pective buyer of a chain block. You'll 
convince him that he wants a ‘Budgit’ 
Chain Block with Link Chain for his 
spot lifting jobs. 

Write us for copies of Bulletin 


No. 398 giving full details of 
the new ‘Budgit’ Chain Block. 


i ‘BUDGIT’ 
Chain Blocks 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box’ Cranes, ‘Budgit’ and ‘Load 


Ss I F T L U BR ! Cc A T Le) R Cc oO ee l N Cc ev | Lifter’ Hoists and other lift ng specialties, Makers 
& L M 1 R A " hy Y | of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 
. . 


idated’ Safety and Reli ef Valves, ‘American’ 
Industrial and ‘Microsen’ Electrical Instruments. 
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OLD TIMES at Peeler Hardware Co., 
Macon, Ga. bring together Secretary 
O. E. Leverett and General Manager 
I. L. Funderburg, who has been with 
the company and its predecessors for 
nore than 50 years 





New Sales Positions 
At American Steel & Wire 


Establishment of new positions in 
two divisions of American Stecl & 
Wire Co.’s sales department has re 
sulted in advancement of Walter C 
Anderson, director of construction 
materials sales for the company’s east 
ern district, to appointment as as 
sistant manager of construction mate 
rials products sales division. Earl N. 
Graf, director of wire rope sales for 
the eastern district, has been named 
assistant manager of wire rope prod 
ucts sales division 

Both men will maintain their head 
quarters at the company’s general sales 
offices in Cleveland, Ohio. 

Mr. Anderson started as an office 
boy with the Wire Company’s New 
York sales district in 192]. Mr. Graf 
joined the company’s general sales 
department offices in Cleveland in 
1946 as a sales engineer in the wire 
rope and construction materials di 
vision. 





COUNTERMEN Pri Powell and 
Ed Heilman hustle to take care of cus 
tomers at The Dayton Supply & Tool 
Co., Dayton, Ohio 


new giant alloy 


justable Wrenches 


REPLACE 29 SIZES 
thinner -lighter 
stronger 


Until now 29 wrenches have been needed to handle 
the jobs done by these two new alloy adjustable 
wrenches. They are thin—to get at the work easily. 
Strong—designed for added strength at leverage 
points. Light—to make job servicing easy. 
Economical—saves time, tools and materials. 
Large jobs become simple ones. 

Giant alloy wrench No. OA-24 is 24” long, 7%" 
thick, weighs only 10 ibs. and adjusts to 13 
standard sizes from 1%" to 2%". OA-36 is 35” 
long, 1%" thick, weighs only 22 Ibs. and adjusts 
to 16 standard sizes from 2}}" to 4%". 


ANOTHER EXAMPLE OF ENGINEERING 
THAT MAKES OTC TOOLS OUTSTANDING 


OWATONNA 


TOOL COMPANY 


373 CEDAR STREET 
OWATONNA, MINN. 
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When Purchasing Rope— 


LET THE 
BLUE 
& 
YELLOW 
FITLER Mayon 
BE YOUR 
GUIDE 


Found on the outside of 
54” diameter and larger 
sizes and on the inside 
of all smaller sizes 


THE EDWIN H. FITLER CO. 


PHILADELPHIA, PA. 
Sold by Dealers Everywhere 











CALDER... the Dresser Line 


for Bigger Profits ... Easier Sales 
BE AANANAANAASAAANAAANA 


BUILT RIGHT—Best waterieis throughout . . . tool 
steel cutters . . . Right and Left hand Threaded ere 
for Automatic eee 


A EASY TO HOLD— Extra \\ 
\\ Weight well distributed ° 


for smooth rene 


ap CALDER Fine ‘Diemond “Dressing Tools 
wa \ \ \ 
“SOLD ONLY THROUGH DisTRIBUTORS \ 


a, 
pas x ev N 


CALDER MANUFACTURING of oF 


2049 North Prince Street . Lancaster, Pennsylvania 


INDUSTRIAL DISTRIBUTION ©* OCTOBER, 1950 


STOCK COUNT of abrasives is the 
business of Mahlon Cook, Jr., and L. N 
Branham of Columbia Supply Co., Co 
lumbia, $. C 





Elect Robinson 
Association President 


Dudley H. Robinson, secretary, Al 
bany Hardware & Iron Co., recently 
was elected president of the New York 
State Association of Hardwazc Whole 
salers at that organization’s annual 
meeting in Henderson Harbor, N. ¥ 

Other officers elected include: Jas. 
S. Sherman, Roberts Hardware Co.., 
Utica, N. Y., vice-president; Nelson 
Johnson, A. H. Marshall Co. 


R. M. Brown Rejoins 
The Bristol Co. 


R. M. Brown, formerly sales engi 
necr with the Bristol Co. of Canada, 
Ltd., and lately instrumentation engi 
necr with Stadler Hurter & Co., Mont 
real, has rejoined the Bristol Co. of 
Waterbury, Conn. 

Mr. Brown will be stationed at 
Baltimore, Md. 





“| feel simply all wound up inside.” 





AYIA TAY ; CHICAGO 


| ERE LSC SRR Ee et! 
= Zero Precision Timken 
DOOR OPENER 1%” hole thru Spindle Most occurate 
Every plant with a rail (greater copacity) i obtainable 
siding should have at : ts 
least one. Saves time il 
and money. One man can —~ \ 
open or close the most 4 Full Box =~ 
stubborn freight car -_ (Double Woll) - 
door quickly . . . safely 
with a Nolan Car Door Soddle hos 
Opener. Thousands have Scientific distribution of mass ) extra bearing 
been sold 7~ —— ‘ gives bed extreme rigidity : on bed 
success at freight load- nce =a E RES —_— = 
ing and unloading spots. ; iat oe ; TEEN RES ATS ge ‘a a 
Good repeat item. Efficient 4-step (8-speed) 3 och Sheldon lothe 
V-Belt Underneath Motor : must pass 18 tests 


NOLAN PULLER JACK AND Motor Drives carries thru standard + for extreme accur 
— a bed — no cut-cwey or ©) acy before leaving 
LOAD BINDER 


(formerly Anchor Puller Jack) 
Used in industrial machinery and 
plants, construc- other heavy arti- 
tion work, quar- cles. Two types: 
ries, mines and oil 
fields for moving LOAD CHAIN 


TAIL CHAIN 


3 ton(5 ton with sheave block), 15 ft. load 
chain, 31/2 ft. tail chain with release block. 
¥% ton, 8 ft. load chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 


‘formerly Anchor Geor Puller) 





Pays for itself on its first few jobs. Pulls TS-56 B 
gears, wheels and many other articles. Uni- 111,” Swing, 56” Bed 
versal application eliminates four to ten 

types or sizes of other devices, 


NOLAN RERAILERS 


formerly LOCKING CAM 
Anchor Rerailers) 
Bitten THESE QUALITY TOOL FEATURES 
for getting cars 
and locomotives 
PATENT 
NO.1488102 


Railroads and in- 
dustries are big 
users. 


back on the track. MEAN MORE SALES 


NOLAN TRACK BRACES By any measure, Sheldon Precision Lathes give more per dollar: 
(formerly Anchor Track Braces) - 
Holds railway tracks 
to desired gauge 
where service is 


More quality lathe features, more productive capacity, greater ac- 
curacy, more power at the cutting-point, more weight, more stamina, 
eaves. Gan more advanced engineering, more convenience, more styling and 
be used ey. “class.” 
again and ¢ 
f he: . 
pt os i More lathe per dollar translates into more lathe sales for Sheldon 
po eo =a Distributors, who are today getting more profitable repeat orders 
c epairs. : ie. hie a 
2 from satisfied Sheldon Lathe users. Look into this ‘more sales 
All Nolan products are - — R . 
carefully made of the highest grade ma- opportunity and you will find it pays to show Sheldon machine tools 


terials. Orders are handled promptly and : 

eiislantie wide wear aikaatae ead Gitinn in the portable power tool department. 
instructions carefully followed. Write for 
free catalogs and price sheets. 


THE NOLAN COMPANY 


ue PENNSYLVANIA STREcY s sowEssTon ono ~=©—- SHELDON MACHINE CO., INC. * 4244 North Knox Avenue, Chicago 41, Ill. 


ie | 


<a” 


Write for Catalog 
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EFFICIENT GRINDING 
PRODUCTION calls for... 


DESMOND peeneentntends & HEX 


Dressers for average 
clean fast dressing 


DESMOND SHERMAN 
D for smoother dress- , 
ion a y vibe ae a = e' 
DESMOND HEAVY DUTY 


For heavy duty use resin- 
oid, rubber bonded wheels 


DESMOND BALL BEARING 


Dressers for precision dress- 
ing on machine grinders 


DESMOND DIAMOND TOOLS 


Tools and Nibs for top 
Precision dressing 


the only complete line of grinding wheel dressers and cutters 


DESMOND-STEPHAN MFG. CO. 


Urbana, Ohio 


THE NEW 
INDUSTRIAL 
CRAYON GUIDE 


SEND TODAY 
It’s 
FREE 


DEPT ML-52 


FIND the right marker for every job specified. Easily, 
quickly . . . with this new industrial crayon guide. 
Sixteen big illustrated pages describing the complete 
line of Old Faithful American Markers and their uses. 
Indexed for easy reference. 

SELL the right marker, an important “production tool” 
n any industry, and you... 

ASSURE CUSTOMER SATISFACTION! 


 } the american crayon company \/ 
=> sandusky, ohio new york gue 
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Unemployment Figures 
Misleading Says NAM 


The widespread popular use of the 
Census Bureau’s monthly statistics 
on the number of persons in the labor 
force—and on the division of these 
persons as between the employed and 
the unemployed, has created some 
seriously wrong impressions. That's 
the opinion of the National Associa- 
tion of Manufacturers in a_ recent 
study “Some Facts on the Unemploy 
ment Data.” 

For the most part, the association 
study argues, the changes from one 
month to the next in employed and 
unemployed is very slight. The fig 
ures customarily consulted conceal a 
continuous process of movement back 
and forth between various categories 

The situation is far from being 
static or stable. From any one month 
to the next, the study indicates, about 
eight million people make some 
change in their status: that is, they 
either leave the labor force or ente1 
it, or become unemployed, or find 
jobs. This monthly shift of eight 
million individuals goes on irrespec 
tive of the state of business. All this 
is revealed when attention is turned 
to data on gross changes in the labor 
force status. 





7 ‘Reltool 


Die-Sinking Cutters 
Available to the Distributor 


Supply your customers... right from your 
stock . . . with the Popular Types and 
Sizes of Die Sinking Cutters by Reltool. 
Most commonly used sizes include Tapered 
Flute and Ball-or-Square-End Types with 
straight shanks, and Die Sinking Routing 
Cutters (Single Lip End Mills). 


Be the FIRST in Your Territory to Stock 
Reltool Die Sinking Cutters. 


The Reltool Line Includes: 
Arbors ® Center Drills © Counterbores ® 
Die Sinking Cutters ® Dovetail Cutters * End 
Mills © Form Tools ® Gear Cutters ® Hollow 
Mills ® Key Seat Cutters ® Lathe Mandrels 
® Metal Slitting Saws ® Milling Cutters — 
all types © Reamers ® Spotfacers * Step 
Drills © Taps ® Tool Bits ® Specials 
WRITE FOR CATALOG 50 


FETOGe <cxsanimes 
RELIABLE METAL CUTTING TOOLS 


4540 W. BURNHAM ST, @ MILWAUKEE 46, WIS. 








USEFUL INFORMATION for Sid 
ney Mergens and Ronald Hazen of 
Pye-Barker Supply Co., Atlanta, Ga. 
comes out of checking customer orders 
against manufacturer's specifications 





Worthington President 
Elected To Company Board 


The board of directors of U. S. Hoff 
man Machinery Co. has elected to its 
board, Hobart C. Ramsey, president of 
Worthington Pump & Machinery 
Corp. 

Mr. Ramsey joined the Worthing 
ton company as a sales engineer in 
1920, becoming manager of its export 
department in 1922. From 1925 to 
1937 he served successively as assist 
ant gencral sales manager, vice-presi- 
dent in charge of international busi- 
ness, and vice-president in charge of 
engineering and manufacturing. In 
1946 he was elected executive vice 
president and in July 1949 he became 
president of the corporation 





MEMBER of the office staff of Mine 
& Smelter Supply Co., Denver, is Mrs. 
Julia French 








Ilustrated is the popular Wells 
No. 8 Saw with wet cutting 
system, 





usea WELLS 
METAL CUTTING BAND SAW! 


In thousands of plants all over the world, Wells Saws 
are proving that it is possible to cut metal faster and 
more accurately at lower cost. This is accomplished 
through machine design and the principle of continuous 
cutting. As each tooth does its share of the work, the 
blade is cutting all the time — there is no lost motion. 
This means more cuts per day and lower unit cost to you. 


Three standard models of Wells Metal Cutting Saws 
are available to meet virtually every need. Use the 
handy chart below to find the saw you need to meet 
your requirements and ask your Wells dealer for 


complete information or write direct. 
SEE US AT BOOTH 2708 METAL SHOW, CHICAGO, OCTOBER 23-27 


DESIGN DETAILS 





No. 5 


General Utility 
5” x 10” 
5” dia. 
60, 90, 130 ft./min. 
Ys H.P. 
425 Ibs. 


Utility and Production 
8” x 16” 
8” dia. 

60, 90, 130 ft./min. 
Y, H.P. 
665 Ibs. 


No. 12 
Heavy Duty Service 
12” x 16” 
12%” dia. 

50, 90, 150 ft./min, 
Y%, HP. & Y% HP. 
1750 Ibs. 


Saw No. 


Principle Use 
Capacity, Rectangular 
Capacity, Rounds 
Speeds, Selective 
Power 

Weight, Approx. 

















Products by Wells ara Practical 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS ST., THREE RIVERS, MICH, 
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%," orbital motion. 


4%," x 6" steel platen with 
neoprene rubber backing 


Powerful 110 v. 60 cy. A.C. 
air-cooled, 3450 r.p.m., 
induction motor. 


Sealed, all-ball-bearing con- 
struction throughout. 


Natural grip handles for 1 or 
2 handed operation... front 
knob removable for working 


$ in corners. 
Chrome-plated cast aluminum 
housing and handle— nothing 


} i : ‘ to | ; 
A, one Distributor put it, ““Now its either © loosen 


sell the SpeedSander, or sell against all the Sliding thumb switch in handle 
best features, for half the price of other UL 3-wire rubber cord and 
motor driven industrial sanders.” molded plug with jack 

Only SpeedWay offers so much tool, so 
much “tool sense” and tool performance Perfectly balanced. 
in this price range. Here at last is a light, Saleh te hood wale 3 the. — 
easy-to-use and capable sander that is cer- 
tain to lead in sales. Be first in your area 


to feature it. Write for 


ay Catalog Sheets 
Speed Wi MAN UFACTU RING co 1832 SO. 52ND AVENUE 


smooth effortless sanding in all 
positions. 


@ CICEPO 50, ILLINOIS 








WIPING 
CLOTHS 


e STERILE ¢ SOFT ¢ DURABLE 


EVERYONE OF YOUR CUSTOMERS IS A PROSPECT FOR 
THESE INDUSTRIAL WIPING CLOTHS ... 


SANATEX San Forene Processed Wiping Cloths are carefully 
selected, washed. and sterilized. . . they are free of hard cuffs, 
collars, and seams. The SANATEX Packaged Line of Wiping 
Cloths is sealed in sanitary, germproof, dustproof 

cartons attractively labeled and stating exact de- 

scription of contents. You can build a fine, profitable 

business supplying the right wiping cloth for indi- 

vidual jobs. Get all information now 

on this money-making line which gives 

you repeat business over and over again. 


individual Labels to Jobbers read— 
“SANATEX Wiping Cloths expressly 
packed and prepared for... your name— 
your address” 


SANATEX CORP. 


2321 N. Wolcott Avenue 
Chicago 14, IIlinois 
Manufacturers representatives wanted—some territories open. 
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BOB ROLFE and Ron Mitchell help 
get things ready in Washington Hard 


ware Co.’s new building at 1247 Puy 
allup St., Tacoma, Wash 





Bethlehem Names Cort 
Assistant Sales Manager 


S. S. Cort, manager of sheet and 
tin plate sales for Bethlehem Pacific 
Coast Steel Corp., has been appointed 
assistant general manager of sales. In 
his new position, he will act as direct 
assistant to Harvey Hewitt,  vice- 
president in charge of sales, on super- 
vision of sales for Bethlehem Pacific. 

He will continue to direct sales of 
sheet and tin plate, and will maintain 
offices in San Francisco. He joined 
the firm in the commercial research 
department at Bethlehem, Pa., in 
1937. In 1939 he transferred to the 
company’s San Francisco offices as 
manager of commercial research. In 
1946, he was appointed manager of 
sheet and tin plate sales. 


I. Russell Burkness Co. 
To Represent Edward Valves 
I. Russell Berkness Co. of Rich- 


mond, Va. has been appointed as 
sales and service representatives in 
the state of Virginia for Edward 
Valves, Inc., East Chicago, Ind. The 
firm is headed by I. Russell Berkness, 
Virginia engineer. 

During the war Mr. Berkness was a 
design officer in the U. S. Navy and 
was responsible for the construction 
of a number of government installa 
tions in the Virginia coastal area 


New Post For Rogers 


J. Frederick Rogers, president of 
Beals, McCarthy & Rogers, Buffalo, 
has been named to the Membership 
Committee of the Buffalo Chamber 
of Commerce. 








ARs 
= ors 


EXPANSION 
SHIELDS 


' ~ ra calbtbsade Allin all they 4 
| are “engineered” to the job, Made of © 
alae malleable iron in 03 a 
tol” inc —Arro's goandos wachest 
« loose installations, i, 4 


a ems, Pf sol =P 


ARRO EXPANSION BOLT COMPANY 
MARION, OHIO 


eee | 


P. W. KLINGER, president of The 
Klinger-Dills Co., Dayton, Ohio, spot 
checks invoices in his office 





New Officers Elected 
At Watkins Ine. 


kK. A. Watkins has been elected 
president and chairman of the board 
of Watkins, Inc distributors of 
Wichita, Kan. 

Other officers 
Leon Watkins, 


include E., 
executive vice-presi- 
dent and treasurer; H. N. Wallis, 
vice-president; P. C. Dickison, vice- 
president in charge of the fabricating 
division; and W. Harold Mooney, vice- 
president and secretary in charge of 
the wholesale 


clected 


division 


Cambridge Slings 
Get Trade Name “Gripper” 


The line of woven wire slings mar 
keted by The Cambridge Wire Cloth 
Co., Cambridge, Md., will pro- 
moted under the name of “Gripper” 
slings. The name from the 
slings’ construction, combining spiral 
wire loops joined together across the 
body of the sling with special rod re 
inforcements 

The slings are sold through indus 
trial spply, safety equipment and 
materials handling jobbers 


be 


derives 


J. C. Whitlam Mfg. Co. 
Appoints Representatives 


Manuel Shaftel of Brooklyn, N. Y. 
has been appointed by the J. C. Whit- 
lam Mfg ( ». of Wadsworth, Ohio to 
represent them in Brooklyn and Long 
Island 

Jack Kasrel has been made district 
sales manager for Chicago and north 
ern Illinois, as well as the Calumet 
area in Indiana 
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NEW FEATURES 
MORE SALES! 


LOWELL 
SOCKET 
WRENCH 


REVERSIBLE RATCHET 


Easier, Safer, Faster to Use! 





1. New Snap Ring 
holds socket more securely. (Roughly tested in pipe 
line work for over a year.) Removed easily with 
narrow screw driver or any pointed object 


All Steel Cap 

instead of cast. Collar press fitted and swaged to 
form one-piece integral unit with larger all steel 
bearing for much longer wear. Cap locked into 
head by internal projection and screw. (Even with 
screw lost and cap swung 90° parts cannot fall out.) 


3. High Tensile Alloy Handle 
4. New Tough Synthetic Finish 
5. Enlarged Hole for Lanyard 


Send for Catalog #60 
and new schedule of 
distributor discounts. 


Lowell \ 


WRENCH CO. 


WORCESTER, MASS 





PERFECT SEAL 


up EVEN WITH PIPE 


Ww NOT IN 
HSTAND PERFECT 
. ALIGNMENT 


CATAWISSA ends 

guesswork in union require- 

ments—at a price to compete 

with better grade malleable iron 

unions! SELL CATAWISSA HOT FORGED 

STEEL UNIONS and you sell cost-cutting satis- 

faction—sure-fire dependability that means 
profitable repeat business for you! 

WRITE FOR BULLETIN & COMPLETE ENGINEERING DATA 


+ standord and double extra heavy, male and female, orifice and spe- 
cials—screwed or socket weld, there's a CATAWISSA type for every usef 


VE & ITTINGS CO. 
CATAWISSA, PENNSYLVANIA 


ATAWISSA 
300 MILL ST. 














STAINLESS STAaEaL SCREWS 
\MMEDIATELN 





When your cust s need S Fasteners 
—ALLMETAL can be depended upon for imme- 
diate shipment from their large, complete stock 
of Machine, Socket, Hex Head, Self-tapping, 
Wood Screws. 

PROMPT DELIVERY of various types of Phillips 
Recessed Head Screws and Specials, too. 


SEND FOR CATALOG 49H 








MANUFACTURERS SINCE 1929 


NES 

a 
a & :. &. 
rent 33 GREENE STREET. NEW YORK 13.N. Y.- 
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MORNING REPORT, on activities of 
salesmen at Schultz & Anderson Co., 
Newark, N. J. is given by sales manager 
Allen Loftus to Mr. Schultz, president 
and treasurer of the firm 





Philips H’ware & Supply 
Advances Sales Personnel 


James Monck has been advanced 
to the position of city salesman for 
the Philips Hardware & Supply Co., 
Columbus, Ga. He will call on in- 
dustrial customers. He succeeds Dan 
Greer in the position 

Charles Humber, shipping and re- 
ceiving, now is counter salesman. 

B. H. Ellis, formerly with Colum- 
bus Iron Works, has joined the store 
sales force at Phillips. 


Fairbanks, Morse & Co. 
Names Maguire Manager 


Leonard J. Maguire has been named 
works manager of the scale plant of 
Fairbanks, Morse & Co., Chicago 
manufacturers. The scale plant is 
located in St. Johnsbury, Vt. 

Mr. Maguire has been with Fair- 
banks since 1929 and has held vari- 
ous positions in the scale division 
both in the factory and in sales. 





OFFICE MANAGERS R. T. Gir 
ardeau and L. B. Meedy of Macon 
Supply Co., Macon, Ga., check orders 
before routing to shipping department 





HERRICK COMPANY, SOUTH BOSTON, SOLD | - 


107 SUPER SAWS IN AUGUST 


A JOURNEYMAN’S 


TOOL, BUILT TO STAND UP UNDER CONSTANT, 
ON-THE-JOB CONTRACTOR OR INDUSTRIAL USE 


@ NO STARTING HOLE NEEDED...Simply place guide next to 
material and “‘rock’’ tool into an upright position. 


@ CUTS RIGHT THRU IMBEDDED NAILS . 


. . wood, plaster, iron 


pipe, sheet metal, ‘‘Transite’’ and most other materiais— 
even in cramped quarters. 

@ FITS ANY HEAVY DUTY 4" or %” DRILL... as easy as changing 
bits! Overall length only 10%”; weight only 3 lbs. 6 ozs. 

@ ANTI-FRICTION REPLACEABLE BEARINGS—BUILT-IN BLOWER ey 
Blower keeps tool comfortably cool even under continuous 
use — blows dust and chips away from cutting line. All fric- 
tion surfaces are of ‘‘Oilite,’”” phosphor bronze or high speed 
ball bearings. All wearing parts are replaceable. 


Write for Bulletin No. 10N today. 


C.S. TOOL SALES CORPORATION sotiet, itinois, usa 





Alderson Assesses 
Census Facts 


“The big news from the marketing 
viewpoint in the current releases of 
new census material is the leveling up 
of consumer markets and the leveling 
off of marketing costs.” The state 
ment was made by Wroe Alderson in 
delivering the opening speech at the 
national conference of the American 
Marketing Association at San Fran 
cisco recently. 

"he leveling up of markets is ac 
companied by a leveling off of distri 
bution costs. Retail costs as a part of 
the total economy already have become 
stabilized and the same tendency is 
strongly marked in wholesaling, in 
Mr. Alderson’s opinion. Leveling off 
in costs, he holds, is not inconsistent 
with the fact that there mav still be 
relative increase in employment 
in distribution 


som 


Grunder With Onondaga 
rank | 


been ap 
pointed industrial sales manager of the 
Onondaga Supply Co., Inc., Syracuse, 
N. Y. Recently he resigned as 
manager of R. C. Neal Co., 
Buffalo, N. Y. 


Grunder has 


sales 
Inc., 


Milburn Returns 
To Welding Field 


One of the oldest brand names in 
the gas welding industry now is ac- 
tively on the market again as a result 
of the incorporation of Alexander Mil- 
burn, Inc., 1231-1245 Ridgely St., Bal 
timore, Md. The Milburn name has 
been known throughout the gas weld 
ing industry since 1907. 

rhe will manufac 
ture and market the Milburn line of 
oxy-acetylene cutting and welding 
apparatus, regulators for oxygen, acety 
lene and other 
supplies, and portable carbide lamps. 


new ¢ MN pany 


gases, accessories and 


Sanson & Rowland, Ine. 
Elects Aaron I. Sanson Ill 


Aaron I. Sanson III has been elected 
president of Sanson & Rowland, Inc 
of Philadelphia, to succeed his de- 
ceased father \. I. Voss was elected 
director. 


The 


officers ilso 


Goodby, 


following 
clected Karl HH 
dent and 

Goodby, sec 


were 
vicc-presi 
treasurer; Richard W 
retary; Paul E. Pappy, 
promotion sales manager and James 
G. Pepper, purchasing agent. 
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STRANDFLEX 
Gear Shift 4. 
Machine 
Illustrated 


STRAND Flexible Shaft 
Equipment Offers a Wide 
Choice of Models... 


When you handle the STRAND line of 
flexible shaft equipment, you are prepared 
with a wide selection of models to meet 
Sales are dependent 
varied HP 


single speed or 


customer demands 
upon complete stocks 
various mountings 
three speed direct drive or pulley or 
gear shift. These are a few ot the features 
made available 

Write today for full information on dis- 
tributor arrangements—it pays to handle 
a quality line, a complete line 


STRAND 


Flexible Shafts and Flexible Shaft Machines 


OFFICES: Chicago, Baltimore, Tulsa 
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THE MOST COMPLETE SOURCE 


grer’. -UP: | Vand 


CAPACITY WITH... 


Clark 1;5"’Leverage | WeRVuuEh: © 


STEAM TRAPS Ec THREADED & 
@ It pays to be curious about the efficiency of the STEP 1 ¢. P R 0 D U C T S$ 


steam traps you are using. Are you getting the cracks the 


value you can and should get in terms of drainage orifice STA I N i STEEL a 

capacity? Or are you paying a premium for the | NAVAL BRONZE 5 STEEL z BRASS 
a 

Clark DUO-STEP is a new idea. It actually gives im ALUMINUM - MONEL - EVERDUR 

Clark Steam Traps double the drainage capacity | NICKEL ALLOY STEEL 


of old-fashioned traps of equal size. And that | MMEDIATE 


means double value! STEP 2 or NTN Gelcme INR 


Find out about DUO-STEP today—and save the opens orifice 
difference! completely 4 F Y TC N F 


SEND FOR THE STORY ON CLARK BOLT & NUT CORP 


DUO-STEP LEVERAGE TODAY! 135 CHURCH ST., N.Y. 7, N.Y. 
THE CLARK MANUFACTURING CO. © 1844 East 38th St., Cleveland 14, Ohio WOrth 4.4600 


capacity you require? 

















FOREDOM "0 MACHINE 


rrr oh 





FOREDOM Machines effectively satisfy the 

- : demand in the metal- a | industry for 

Quality Tested —- >= & for very 

5 “small-work” job of on ig. 7 . 

Since 1922 de-burring, etc. FIVE YPES 0 - 

PIECES, all Ri, Be A a 

high-degree of versatility in this PIONEER 

line which has been serving industry for 

— over a wae V4 by a 

SELL ALL THREE DEPARTMENTS You can ‘he user to precisely fit the tool to the jo 
sell Foredoms to production, tooling and at hand. Users like Foredom’s easil 

maintenance departments. It’s the only nipulated and controlled pencil-size hand- 

truly complete line of its kind. pieces which keep work always well in 

view. 


. IN BIG DEMAND! 


Cash in on the demand for this NEW Foot 
Powered Coolant Pump. Puts coolant where 
it is wanted, when it is wanted and as little 
or as much as is needed. Leaves both hands 
free to operate machine. 

EASILY PORTABLE—can be quickly set up on 
drill press, milling machine, lathe, tapper, 
bench, etc. 


REPEAT BUSINESS follows as a matter of 
course when you sell Foredoms. The hun- NATIONALLY ADVERTISED in a host 
dreds of accessories which can be used of trade journals and a , Your 
with them make them extra versatile for rrr job is t fi greatly 

the user, therefore EXTRA PROFITABLE ALES HELPS AVAILABLE. 

for you to sell. 








The FOREDOM line excellently complements your large flexible shaft too) lines. 
Why not make your firm headquarters for such equipment. You owe it to your- 
self to send for our attractive proposition to industrial distributors. Foredoms are 
priced to sell fast with excellent mark-up for you. 


@ Be the first to offer your customers the 
=— Foot Powered Coolant 
ump! 


Write TODAY a by ny and complete details 
# Dealer Offer! 


Territories open for representatives. 


W. A. HORESJI COMPANY 


2001 James Ave. Neo., 


Write for Full Details Today to 


e FOREDOM ELECTRIC CO., °": new vork 7, N.Y. 
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wewnawettews ANY WAY YOU LOOK AT IT 
Names McBride Manager aes 

George H. McBride has been ap 
pointed manager of the gearing divi- 
sion of Westinghouse Electric Corp. 

Mr. McBride, who has been man- 
ager of sales for the division since 
1942, succeeds L. R. Botsai. Mr. 

Botsai now is manager of the West- 
inghouse plant in Buffalo, N. Y. 

Mr. McBride joined Westinghouse 

in 1922 as cashier at the Nuttall 
Works, in the Lawrenceville section 
of Pittsburgh, where the gearing divi 
sion is located. In 1927 he was ap- 
pointed industrial section head in the 
gearing sales department and in 1932 
went to Philadelphia as Middle Atlan- 
tic district gearing representative. 
From then until 1942, he handled 
all marine sales for the gearing divi- 
sion. He became sales manager of the 
division in 1942. 

Mr. McBride is a member of the ™ E 
American Gear Manufacturers’ Asso- Kgs "C8 rOm exce wet Oe. 
ciation and recently was elected vice- a a ae 
president of that group. He also is a , 
member of the Society of Naval Ar- 
chitects and Marine Engineers. 


New Cleveland Office 
For Yale & Towne 


A new district office of the Phila- 
delphia division of the Yale & Towne 
Mfg. Co. has been opened in Cleve- 
land at 2157 Superior Avenue to 
serve industry in Cleveland and north- 
ern Ohio. 


Complete sales and service facili W 
ties for industrial trucks and_ hoists 
will be available. Douglas Darnell, 
district sales manager, will be in 
charge of the new office 





ALL-METAL THERMOMETER 


Up in the air, down in a pit, across the shop... you can really read 
the big, open dial of a Weston Thermometer. And because these 
rugged, all-metal instruments stand exposure, abuse—you know the 
temperature you read is right. 

Despite the angle of tank side or pipe, there’s a Weston Thermom- 
eter to fit it. Yeu can get models with stems that are long or short, 
that project straight from the back or out the side at any 15°+posi- 
tion around the periphery of the thermometer head—whatever you 
need for your application. 

Various industrial, *Max-Min, and contact-making types are 
standard. Consult your Weston representative, or write Weston 
Electrical Instrument Corporation, 617 Frelinghuysen Avenue, 
Newark 5, New Jersey ... makers of Weston and Tagliabue instru- 
ments. “Registered tradema 


‘) 


‘Any other questions before we vote WI c ON jumtye 
approval of my plans?” | OWS 1 
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Save with Randall 


PRECISION MACHINED 
IN THE SIZE YOU NEED 


You save time... money . . . and tools by using 
Randall fully machined—precision bronze bars 
as compared to making bushings from rough bars 
which require more cutting, weigh more and 
often wreck tools on rough, hard, sand filled 
outer surfaces. Randall bars are graphitic cast* 
have unusually high load carrying capacity and 
meet SAE 660 specifications. Randall bronze is 
also available in alloys SAE 64, 67, 62, 63 and 
hileads. 

There are over 400 stock sizes of Randall bored 
bronze bars and 50 sizes of solid bars. From 
this wide variety of sizes it’s easy to select the 
right size for your particular needs. Protect 
yourself against costly shutdowns by keeping 
Randall bar stock on hand in all your bearing 
sizes. Write today for Randall Bar Folder 
No. 101 which lists all available sizes. 


*Graphite permanent mold cast. 


PILLOW BLOCKS GRAPHITED BEARINGS 
BUSHINGS THRUST WASHERS 


BAR STOCK ap) / idall BABBITTS 
SHEET LUBRICATOR SAFETY COLLARS 
RANDALL GRAPHITE BEARINGS, INC. 


215 EAST MARKET STREET, LIMA, OHIO 
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FLOATS IN @ stainless steel ¢ 
copper ® aluminum ¢ monel 
e nickel © everdur 


and other products 


@ Tanks, Coils, Bends, Expansion Joints, 
Kettles, Dippers, Evaporators, Coolers, 
Heaters, Chemical Apparatus. 


During the past 65 years, HARRIS Products have 
built up an enviable reputation for quality and 
service. Present manufacturing needs demand these 
top quality products and profits are good for the 
distributor. Consultation with our engineers is 
without charge. Get further facts today. 


ARTHUR HARRIS COMPANY 
210-218 N. Aberdeen St. Chicago 7, Ill. 











SOLD THROUGH 
Industrial Distributors 


LUTZ HANDLES 


. for Files, Chisels, Punches and 
many other tools. 


GUARANTEED 
. to outlast 15 to 20 ordinary handles 
. not to split no matter how severe 


the usage. 


Files R in in the Hand] 
Ferrules Cannot Come Off 


FILE HANDLE SIZES 


. 1—For 3” to 6” Files 

. 2—For 6” to 8” Files 

. 3—For 8” to 12” Files 
No. 4—For 12” to 16” Files 

. 5—For 16” to 20” Files 


LUTZ FILE & TOOL CO. 


Cincinnati, Ohio 

















Eacy to Sell! 


SET-UP 
APPLIANCES 


for Tool and 
Production Shops 


HARDENED 
NUTS 


HARDENED and 
GROUND WASHERS 


A useful aid in set-up 
work for tool and produc- 
tion shops. Many uses. 
Has hardened set screw 
and jam nut to lock in 
position. 


T-SLOT FLANGE 
NUTS NUTS 
Write today for catalog bulle- 
tin giving sizes and prices on 
above parts and 350 other 
fixture fittings. 


Attractive Discounts 


WEST POINT MFG. CO. 


19631 Merriman Court 
Farmington, Mich. 


Taylor Chain manufactures many grades and sizes 
of chain and chain attachments—each for a defi- 
nite pulling, binding or lifting job. Only false 
economy — needless chain wear and costly acci- 
dents—can result when incorrect chain is used for 
a variety of jobs. A few of the popular grades of 
chain are described below. For specifications on 
the complete line see the Taylor Chain Catalog! 


PROOF COIL 


Manufactured from C-1008 steel having an approximate 
tensile strength of 55,000 P.S.1. Formed and butt welded 
into short links, 


BBB COIL 


Manufactured from the same analysis steel as Proof Coil 
Chain. Formed and butt welded into shorter links for flex- 
ibility and greater distribution of load among more links. 


HI-TEST 


Manufactured from C-1017 steel having an approximate 
tensile strength of 85,000 P. S. |. Formed, butt welded ond 
heat-treated. It is tougher and has greater resistance to 
wear than BBB or Proof Coil Chain. 


STEEL LOADING 


Manufactured from the same analysis steel as Hi-Test Chain. 

After welding it is heat-treated tc produce a chain which 

will stretch at lower loads than Hi-Test Chain. High qual- 
ity chain with a visible factor of safety. 

A> 

S. G. TAYLOR CHAIN CO. Dy ee, 


80 141st Street, Hammond, Indiana 
f 


Send for free copy of new catalog! Con- / & 
tains data on all types of Chain. / —_ 
SAY, 
J 


SS 


A GREAT NAME IN 


Taytor Mabe 








o 
SINCE 1873 
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“ee tll help condition the market...°° 


R. W. JoHNson 

Director of Sales 

Industrial Gear Division 

Foote Bros. Gear & Machine Corp. 





FOOTE BROS. GEAR AND MACHINE CORPORATION 


rsnto, 
5 °. 
MANUFACTURERS OF SPEED REDUCERS «” 4 SPECIAL MACHINERY AND GEARS 


TELEPHONE Vincimia 74200 CAGLE ADORESS “FOOTECO 


4545 SOUTH WESTERN BOULEVARO 


CHICAGO 0, ILLINOIS ASA, 


A. M. Staehle, Publisher 
ACTORY MANAGEMENT & MAINTENANCE 
330 West 42nd Street 
New York 18, New York 


bear Mr. Staehle: 


For a good many years, Foote Brose. Gear and Machine Corporation 
have been telling the etory of the gears and speed reducers 

this company manufactures to the important cegment of the Amri- 
can industrial market covered by FACTORY MANAGEMENT & MAINTENANCE. 


Recently, with the addition of such lines ec the Foote Bres. - 
Loule Allie gearmotors, Foote Bros, Line-O-Power drives and Foote 
Bros. Hygrade and Hypower drives, we believe our advertising in 
FACTORY bas increasing lmportance. All of these products are 
designed for distribution through industriel distribution 
channele. We fee] thet our edvertieing in FACTORY will hel; 
condition the market for thie new type cf distributicn. 





Naturally, we analyze market cietribution and magezine circuls- 
tian pretty carefully in our arriving at our advertisir 
schedule and the fact that Foote Bros.' adverticing 

20 consistently in FACTORY is, we believe, the best po 
evidence of the job we feel your publication fe performing. 





DireStor of Selcs 
Industrial Gear Divieion 





INDUSTRIAL DISTRIBUTION © OCTOBER, 1950 





What makes the new Foote Bros. reducers a good line to handle? 

{ lot of things, of course. But close to the top of the list is the 
Foote Bros. record of consistent advertising in the right markets. 

The Industrial Gear Division of Foote Bros., reminds you that “For 
a good many years, Foote Bros. has been telling the story of gears 
and speed reducers this company manufactures.” 

“Naturally,” they say, “we analyze market distribution and magazine circulation pretty 
carefully in arriving at our advertising schedule and the fact that Foote Bros. 
advertising has appeared so consistently in FACTORY is, we believe, the best possible 
evidence of the job we feel your publication is performing.” 

FACTORY can do that kind of job for distributors on any product line you 
sell to the manufacturing industries. Here’s why: FACTORY is read 
by the men in the plant .. . the toughest men for your salesmen to see and 
sell. Be sure you get the help that advertising in FACTORY 


can give you on every line you handle. 








(IMPORTANT ADVANTAGES IN FOOTE SROs 


MPORTANT 
ADVANTAGES TO YOU 


ED 


a> ? 























TODAY S MOTORS 


A McGRAW-HILL PUBLICATION 
330 West 42nd Street, New York 18, N.Y. 


TOOAY S MOTORS 
operate better 


under adverse 
conditions 


member, audit bureau of circulations 
member, associated business publications TODAY S moTORS 


ae easier 
to maintain 


TOOAY S MOTORS 
ae better to handle 
Suited tough jobs! 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1950 





HERE’S WHY IT PAYS YOU 


TO READ THE ADVERTISING 


IN YOUR MAGAZINE... 





The advertising in INDUSTRIAL DisTRIBUTION is a rich source of valuable 
information. In this magazine you will find new lines and selling ideas that will 
apply advantageously to your business. 


Every issue is a catalog of products, services, and ideas — quickly available 
to you — just for the reading. 


Leaders in the supply business and their salesmen turn to the advertising 
because they’ve discovered it helps make their businesses more profitable. 


When you read all the ads in this magazine, the chances are good that you'll 
get leads that will materially help you do a better job. For example, you may find 
how a specific piece of equipment will answer the problem that one of your cus- 
tomers has been worrying about. Or a tool that’s made to order for many plants 
you call on. That’s why it pays to read the advertising. It’s good business. 





And remember, the manufacturers who advertise regularly in this magazine — 
which is the only magazine published to you and for you — believe in the indus- 
trial distributor. They advertise to help you sell. They are your co-partners in the 
job of serving industry efficiently and economically. 


Industrial Distribution 


A McGraw-Hill Publication 
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# 


Some “Moral Insurance” here might have avoided a serious accident 
Workmen’s compensation is a fine thing—but it can’t replace a mangled arm. 


Safety laws prevent many accidents—but they can’t cover every hazard of 
an individual plant. 


Accident prevention which goes beyond the law is an unwritten responsi- 
bility of every employer. It is his “Moral Insurance” for his employees 
welfare. 

The premiums for “Moral Insurance” are not high. They do not have to 
be paid for in fancy safety gadgets. Their cost is simply the institution of 
common sense safety regulations covering all local hazards—enforced by 
employee committees with the full support of management. 


Yes—“plant safety” is a mutual job. 


DON’T FORGET—THE LIFE YOU SAVE MAY BE YOUR OWN 


Published in the public interest by: 


McGRAW-HILL PUBLICATIONS 
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your guides 

to complete 

power transmission 
equipment 


A complete line from a single source 

. easier to sell... greater depend- 
ability ... enables you to give better 
and quicker service to your customer. 
Three reasons that add up to more 
profit for you. Medart's outstanding 
advertising campaign in leading trade 
journals means a greater Medart 
market for you! 


No. 56-V 
V-Belts and 
V-Sheoves 


All other Power 
Transmission 
Equipment 


Not just catalogs... but informative, help- 
ful power transmission equipment guides. 
Minimize complicated engineering com- 
putations ... excellent for your reference 
files. Write for yours today! 
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ROBERT H. RUSSELL 


**Bob” Russell, long a potent force in this industry and in 
the civic life of Holyoke, died on Tuesday, August 22. His 
death followed a seizure in his office the preceding afternoon. 

His passing comes as a profound shock to his host of 
friends in all walks of life and from one end of the country 
to the other. For those of us who knew him intimately, the 
warmness of a wonderful friendship has been stilled, but the 
memory of “Bob” will remain with us always. 

I'here was a tremendous vigor in “Bob’s” approach to life. 
His conception of living was one of hard work, thrift, responsi- 
bility to family, community, country and service to his fellow 
men. He fought for those conceptions every day of his life. 

The day's hone he set for himself were staggering. Besides 
his activities in J. Russell & Company, Inc., be was  Picaident 
of the Holyoke Savings Bank. Other activities included the 
Holyoke National Bank, Chamber of Commerce, Boy Scouts, 
Y.M.C.A., Lions, Western Massachusetts Engineering 
Society and as an instructor in an evening class at North- 
eastern—to mention but a few. He was closely associated 
with every community activity as well as many state-wide 
programs. 

Few men were better grounded in credit matters. The 
way he could call the shots, credit-wise, was uncanny. He 
was a prolific reader and his retention of subject matter was 
complete proof of “Bob’s” great power of concentration. 
Others might drag their feet in the face of some problems, 
but not “Bob” Russell—as everyone in this industry well 
knows. 

He will be missed in distributor circles. His dynamic char 
acter, the great drive he put behind every activity he believed 
in has been quieted by his untimely death, but the things he 
stood for will be carried forward. 

ARCH MORRIS 
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THROUGH YOUR 


A hard and fast policy . .. since 1880 


HE Starrett Industrial Distributor Policy is a policy of close cooperation and 
§ pests protection for distributors stocking the Starrett line. This firm policy was 
established by Laroy S. Starrett when he sold his first combination square through 
dealers and distributors 70 years ago. Today the complete line of Starrett precision 
tools, dial indicators, steel tapes and rules, precision ground flat stock, hacksaws, band 
saws and band knives offers the industrial distributor tremendous possibilities for 
volume and profit. And the Starrett distributor policy is backed by aggressive advertising 
and sales promotion that makes it easy for you to get your share. 


Seek, £2 ight 


THE L. S. STARRETT CO. . World’s Greatest Toolmakers . ATHOL, MASSACHUSETTS - U.S.A. 





We have sacrificed absolutely nothing 
to obtain this light portable hoist... 


FJ) Points of Superiority 





@ A Rigger's Hoist—Light in weight, 
compact and rugged. Built to withstand 
wear and abuse as well as overloads. 
No protruding parts to snag on clothing. 


2 A Fully Enclosed Hoist—Handwheel, 
load brake and load wheel protected 
from harmful foreign matter by means 
of heavy steel stampings. 


3 Accessibility—Only a screw driver and 
a small adjustable wrench are required 
for repairing or dismantling. 


4 Load Chain—Chain is the heart of any 
chain hoist and we are proud of the 
quality that goes into every link. It is 
made in our own mills, the largest in the 
world, from materials selected and 
processed from billets to finished wire in 
our wire mill, guided by almost a half a 
century of experience with electric weld- 
ing and controlled by engineers and 
metallurgists keenly abreast with the 
latest developments. With SAFETY up- 
permost among our objectives, we have 
developed a product combining max- 
imum wear resistance with ability to 
withstand extreme impact. 


S toad Chain Guide shrouds load sheave. 
Effectively guides chain into load wheel 
and protects these parts from falling 
dust and dirt. 


6 Load Wheel—Ferrous alloy, reversible 
and with accurately formed pockets. A 
— fit to the alloy steel load wheel 
shaft which is supported on sealed pre- 
cision ball bearings. Reverse when new 
chain is installed and you have a new 


assembly. 

7 Automatic Wick-type Lubricator for load 
chain and load wheel covers the links 
with a fine film of oil which is self- 
replenishing every time a link passes the 
wick. This high pressure oil film in- 
creases the life of the load chain tenfold. 


8 Stripper —Fabricated steel. 


+ Top Hook — Nickel-chrome-molybde- 
num alloy steel, drop-forged and heat- 
treated. Rocks and swivels will open 
before fracturing. 

10 Top Crosshead—Alloy steel, drop- 
forged and heat-treated. Rocks in steel 
straps which are projection-welded to 
hoist frames stronger than the hook they 
support. 


911 Hoist Frame—Two drawn steel sec- 
tions of shock-resistant steel. 

12 Driving Spindle —Nickel-chrome- 
molybdenum alloy steel. Machine-cut 
teeth. Operates on heavy-duty roller 
bearings. No cantilever loading. 

93 Load Brake—Weston type with uni- 
form composition lining and silent pawl. 
Effective whether hot or cold, wet or 
dusty. 

14 Gear Train—Center planetary sys- 
tem using modified involute stub tooth 
form with all gear teeth generated from 
solid steel blanks. 

9S internal Gear— Nickel-chrome-mo- 
lybdenum alloy steel with machine-cut 
teeth. Heat-treated and secured to 
frame by means of projection-welding. 


96 Gears and Pinions —Nickel-chrome- 


WRIGHT LINE WITH THE GOOD NAME” 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 


molybdenum alloy steel with machine- 
cut teeth. Heat-treated and mounted 
on heavy-duty roller bearings. 


97° Gear and Pinion Shafts—Stationarily- 
mounted alloy steel, surface-hardened 
and ground. 


918 Pinion Cage—Ferrous alloy, is a 
spline fit to the load wheel shaft. 


19 Bottom Hook Coupling—Alloy steel, 
forged and heat-treated, permits easy 
replacement of load chain. Load carried 
on forging itself, not on bolt or pin 
stronger than the hook it supports. 


20 Bottom Hook—Nickel-chrome-mo- 
lybdenum alloy steel rocks and swivels. 

rates on a Timken thrust bearing 
which is enclosed in a heavy pressed 
steel cover and lubricated for life. Has 
wide throat opening, will open before 
fracturing. 


21 tubrication—The gear train is en- 
closed in an oil-tight chamber. Those 
parts not lubricated for life are supplied 
from the central oil pool. The hoist 
should operate for years with no atten- 
tion other than the replenishing of the 
oil in the wick oiler. 








